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HIGH CARBON TRACTOR SWEEPS AND STEELS 





In addition to the shapes shown above we can furnish other 
patterns of sweeps and blades in general use. 

Look for the red stripe—it’s the mark of quality merchan- 
dise we have been making since 1853. 


SOUTHERN PLOW COMPANY 


COLUMBUS, GEORGIA 














REDUCE YOU 
NV TRACTOR COST: 


and do better, 
faster, tractor 
farming, too! 


The Avery Model “A” Tractor is proving it every day! ... It has all the power you need { 
two-plow farming without a single pound of useless weight! . .. That means savings i 
fuel which you have never thought possible! ... The Avery “A” pulls two 14-inch bottom 
with perfect ease on about a gallon of gas an hour and with corresponding savings in other draw 
bar, belt and power-take-off work! . . . It’s the only tractor with free-floating mounted imple 
ments which are unaffected by tractor movements and do a job unmatched by more expensive 
big-fuel-consuming, soil-packing tractors. . . . And the exclusive Avery automatic depth contro 
keeps your plow at just the depth you want on even the roughest field! . . . Butaction 
speak louder than words. . . . Ride an Avery “A”. . . . You'll be surprised how much it does . 

and how well it does it on so little fuel! .. . B. F. AVERY & SONS CO., Incorporated, Louisville, Kj 


EXCLUSIVE HIGH-PRESSURE HYDRAULI( 
CUTS OPERATING COSTS STILL FURTHER 


The Avery “A” is the first farm tractor equipped with thé 
war-proven High-Pressure Hydraulic Pump which gives you 
several times the power needed to control depth and lif 
of implements. . . . It’s a permanent attachment on ever) 
Avery “A” Tractor and assures you easier, faster handling 
and longer, more dependable service . . . A push of contro 
button lowers implement to ground gently to avoid damage 
a pull of the button raises it to full height. . . . No hose 
connections . . . no bothersome couplings. . . . Power used 
only for lifting and lowering... . :! Still more savings in Jue! 
and time! 
























AVERY MODEL A TRACTORS 
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OPERATING A SHOP 
FOR PROFIT 


SERIES 


No: 


1 INA 


By James A. Hill, Jr. 
Hill Machinery Company 
Alice, Texas 


N OUR experience there are a 

great many factors that con- 
tribute to the profitable or un- 
profitable operation of the farm 
equipment dealer’s shop. But per- 
haps the most influential factor is 
the relation of the dealer’s invest- 
ment in shop facilities, equipment 
and tools, to his potential truck, 
tractor and farm equipment serv- 
ice business. 

It has been my observation that 
some shops operate on a losing 
basis because the investment in 
facilities and personnel is not suf- 
ficient to accommodate the busi- 
ness available, and this business 
goes elsewhere. Other shops are 
top-heavy in the matter of in- 
vestment in its relation to business 
potential, or are_ inefficiently 
managed, and consistently show a 
loss. 

Only by making a survey of his 
trade territory can a dealer de- 
termine accurately whether he 
should invest from $2 a square 
foot to $10 a square foot in 


quarters and equipment for the 
service department. Some shops 
are incapable of showing a profit, 
because they lack both equipment 
and talent, while other shops have 
equipment and talent too expen- 
sive for the territory 

In a general sense. it is 
perative for the retail farm equip- 


im- 





THIS is the first in a series of 
articles dealing with farm equip- 
ment service and the problems in- 
volved in the profitable opera- 
tion of the shop. James A. Hill, 
Jr., author of this article and one 
to follow in April, can speak 
with authority on this subject be- 
cause of his wide experience in 
the field. Mr. Hill, who operates 
a highly successful dealership in 
Alice, Texas, is a past president 
of the Texas Hardware and Im- 
plement Association. Later articles 
in the series will consider actual 
service problems and operations 
and will be written by Pat Chris- 
man, service manager of the 
company 
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“It is imperative for the retail 
farm equipment dealer who 
expects to stay abreast of the 
times to maintain, or have ac- 
cess to, a service department.” 
At left is the unit overhaul 
room of the shop, containing 
more than $13,000 worth of 
special equipment. Below: 
James A. Hill, Jr., emphasizes 
that a capable service man- 
ager often represents the dif- 
ference between profit and 
loss in the shop 





who expects to stay 


deale: 
the times to maintain, 


ment 
abreast of 
or have access to, a service de- 
partment, The manufacturing in- 
dustry expects it and, in many 
cases, demands that the dealer 
have an adequate service depart- 
ment. Also, the retail customer is 
entitled to this service, especially 
with the precision adjustments 
now so necessary to insure the 
most economical use from a motor 
or machine. 

Naturally, a dealer operating in 


a territory where a_ substantial 
amount of horse or mule-drawn 
equipment is still in use would 


not make a heavy investment in 
his shop. Too many of the farm- 
ers in such a territory can, and do, 
mend their own equipment. 

Nor would a dealer, whose cus- 
tomers’ principal demand is serv- 
ice on tractors, require equipm<nt 
or talent necessary for precision 
work on heavy trucks such as are 
serviced, for example, in an oil 
field territory. By the same token, 
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Hill Machinery Co. has adequate space for all departments. Survey of territory determined this requirement. 


an excellent tractor mechanic may 
not be a satisfactory heavy duty 
truck mechanic. 

Knowing all this to be true and 
necessary, a dealer can, neverthe- 
less, lose the accumulations of a 
lifetime by not first making a 
survey of his trade territory. He 
should take into consideration the 
potential truck, tractor and farm 
equipment service, and the per- 
centage of each, required by the 
surrounding territory. This should 
be done so that shop equipment 
can be purchased wisely and the 
proper amount of floor space 
allocated to each type of equip- 
nent and each type of service. 

» Should the doors to the shop 
be big enough to admit big 
tractor trailers? Or will 75 per- 
cent of the service be on tractors? 
Those are some of the questions 
for which the answers determine 


type and size of building, type 
and amount of equipment, and 
type and cost of personnel. A 


careful survey produces informa- 
tion that enables a dealer to 
answer those and many other 
questions, and intelligently fix his 
shop investment so that he can 
operate at a profit. 

Another decision made from the 
information a dealer gets from a 
survey of potential is on the type 
of man to select for service man- 
ager. 

Regardless of the character of 
service work that constitutes most 
of a dealer’s volume, experience 
in our shop has indicated that the 
post of service manager must be 
filled by a very high-type and 
capable man. For in a number of 
respects the service manager 
represents the difference between 
profit and loss in the shop. 


He must be good at selling— 
himself. his company, and_ its 
service department to customers 


98 


and prospective customers. 

He must thoroughly understand 
the equipment he expects to serv- 
ice and the shop equipment re- 
quired, so he can instruct and 
direct the men under him as to 
how best to complete a job that 
will give the best of service. 

That kind of shop efficiency 
makes profit, because it creates 
repeat business, and repeat busi- 
ness is what pays dividends and 
helps build shop profit. A service 
manager of character and ability, 
who is honest in his dealings, will 
quickly earn the respect of both 
his men and his customers, thus 
stimulating repeat business. 

Another important faculty in a 
service manager is the ability of 
business management, and he 
must understand his responsibility 
to make the proper return on 
shop investment. His _ buying 
ability and knowledge of equip- 
ment and supplies are highly im- 
portant. 


Man Hour Profits 


But most important of all in a 
service manager is the talent for 
buying man _ hours from his 
mechanics and selling them at a 
profit. By doing this, he operates 
the shop on a profitable basis and 
maintains satisfied customers. Un- 
less he turns over mechanics’ man 
hours at a profit, the shop will 
surely fold. 

It is not so difficult to sell man 
hours at a profit, but it is often 


difficult for a service manager, 
unless he has high managerial 


ability, to show that profit and, at 
the same time, keep customers 
satisfied. Where some fail in this 
department is in the matter of 
estimating a repair job. 

A really successful service man- 
ager will follow a definite policy 
and procedure in quoting a cus- 


tomer the price of a repair job 
Once quoted, that price remains 
indelibly in the customer’s mind 
But many times the final invoice 
price is more than the original 
estimate, which is the result of 
careless, or incorrect, estimating 
practice. 

On many such occasions a cus- 
tomer is made disagreeably un- 
happy, or lost altogether. In many 
instances the company must make 
an adjustment, thus losing money 
instead of making a profit, and 
losing with it, perhaps, the good 
will of a customer. 

Another responsibility of the 
service manager is administration 
of a sound credit policy. And it is 
equally the responsibility of deal- 
ers to install such a policy. 

A service department may have 
the finest quarters, the best equip- 


ment available, and a staff of 
outstanding mechanics. But if 
management fails to install 


sound credit policy for the service 
manager to follow, then that com- 
pany will be in more trouble 
than if it tried to operate without 
a service department. 


By a sound credit policy is 
meant, first, a 30-day charge or 
credit list, kept up to date, of 
names which, experience has 


shown, are good credit risks, pay- 
ing their bills on receipt of invoice 
or statement. 

Such a list, of course, 
cull out those who, instead of 
using a bank, use your company 
as a means of financing their op- 
erations. A bank loans money 
after a customer's ability and de- 
sire to pay it back have been 
checked. Before the money leaves 
the bank, the customer must sign 
a note. This note has a due date 
and interest rate plainly specified 
thereon. 

(Continued on page 126) 
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Men and Machines That Help Maintain International Harvester Leadership 


-_* 
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TORTURES | 


That Test 
the Mettle 
of Metal 


This big fatigue-testing machine at IH Manufactur- 
ing Research can pinpoint a 300,000- pound -per- 
square-inch load on a spot the size of your thumb. 
It gives IH parts and assemblies a lifetime of abuse 
in just a few hours. 


Here this giant mechanical muscle is pictured 
twisting and straining a track link used on Inter- 
national crawler tractors. This type of torture goes 
on hour after hour . . . day after day until the tough- 
est steel fails. Electronic devices plot the test findings 





International Harvester Builds McCormick Farm Equipment and Farmall Tractors 


| -} . tT r 5 c + oF 
Motor Trucks .. ‘Gore Crawler Tractors and Power Units .. - oy Refrigerators and Freezers... 1 


hd INTERNATIONAL HARVESTER 


Chicago 1, Illinois 


on paper—not only record the time of failure but 


the metal’s death struggle. 


Fatigue testing of metals, parts, and assemblies 
helps International Harvester build longer life into 
farm equipment. The 250 technicians at IH Manu- 
facturing Research work with product engineers 
and production men in IH factories. Together they 
conduct a never-ending search for ‘a better way” 
that helps to keep International Harvester at the 
head of the farm equipment parade. 


L.* 
, 


26) ad 


FARM EQUIPMENT SECTION of Southern Hardware for MARCH, |950 








99 
















Because of their fa- 
miliarity with farm 
problems, mechanics 
are a natural choice 
for sales training 


By C. Thomas 


Top: White, right, uses manuals as part of mechanics sales training. 
Bottom: from farmers, mechanics learn limitations and strong points 


N THE sales-training progran 
] operated by the Houston Powe 
Equipment Company of Houston 
Texas, the primary source of sales 
personnel, experienced in_ the 
equipment field, is the company’s 
staff of mechanics. 

“All of our salesmen started 
with us in the shop, working as 
mechanics,” said S. M. White, Jr 
vice president and manager of the 
dealership. “This gives them ar 
invaluable background in dealing 
with farmers.” 

But the plan has deeper impli- 
cations. The company is aware of 
the fact that the average farm 
customer places little confidence 
in strange salesmen. However, i! 
the salesman who knocks on :; 
farmer’s door has established his 
friendship and dependability pre 
viously through servicing the 
farmer’s equipment, the job of the 
salesman is made much easier. 

Consequently, the company has 
as its representatives, salesme! 
who are familiar with the prob- 
lems of their farm customers. 

“Our shop is an important part 
of our sales program,” said White 
“The mechanics hear, at first 
hand, the farmer’s complaints 
since this is the one place where 
grievances always are aired free- 
ly. The mechanic who can handle 
these situations tactfully usually 
has the makings of a good sales- 
man.” 

But before a mechanic is eligi- 
ble for consideration for sales 

(Continued on page 122 
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THE BIGGEST 
NEWS IN 
THE BALER 
BUSINESS ...- 








CURES FASTER AND 
MORE UNIFORMLY 





Ventilated Bale 








VITAMINS, MINERALS 


SAVES MORE NUTRIENTS 





MAKES STILL HIGHER 
| QUALITY HAY 








——" 
| THE 1950 CASE 
ICER BALER 


The only baler that makes venti- 
lated bales is the Case ““NCM.” 
Already used by more farmers than 
any other, it has proved itself the 
lowest-cost Slicer-Baler to buy and 
maintain. Now built to make ven- 
tilated bales, with auger feed as 
regular equipment, it commands 
the broadest market in the baler 
business. 








SLICED FOR 
EASY FEEDING 





VENTILATED TO 
MAKE HAY RICHER... 
KEEP IT FRESHER 





WIRE-TIED FOR 
BETTER HANDLING, 
LOADING, SHIPPING 





New 
Opportunities 
for CASE 

Dealers 





@ Case dealers alone can sell this new means of keeping still higher 
quality in hay—more feeding value to save grain and concentrates, 
make more milk and meat at lower cost. For farmers who favor 
chopped hay, or whose farming system includes corn and hay silage, 
Case dealers have a fast, simple forage harvester. 

Case dealers also have the new Eagle Hitch and Latch-on imple- 
ments for “VA” Series tractors . . . new hydraulic controls for all 
twenty tractors ... new “RH” Series Soil Conservation disk harrows 
and two new types of offset harrows, all with hydraulic control . . . 
Self-Propelled combines with built-in hydraulic control . . . header 
control by remote cylinder for other combines . . . similar hydraulic 
control for plows, planters, grain drills, forage harvesters. 

All are ways to make farming manpower more productive, farm- 
ing costs lower. All are opportunities for Case dealers to serve bet- 
ter, sell more. All have strong sales appeal, to build sound business 
in a time that takes strong selling. J. I. Case Co., Racine, Wis. 











Georgia Dealer Sets 


TRACTOR SALES 
RECORD 


By L. H. Bugg 


URING the past year, the V. S. 

Chapman Company of Rock- 
mart, Georgia, sold more small 
tractors in its franchised line 
than any other dealer in the 
Southeast. The firm sold 86 units 
—and could have sold 100, if 
equipment such as plows and cul- 
tivators had been available at op- 
portune times. 

Energetic selling helped ac- 
count for this achievement, for 
the company has a sound policy in 
customer relations which augurs 
well for future business. 

The largest number of small 
tractors, said Chapman, who heads 
a staff of six persons, was dis- 
posed of in the spring of 1949. 
when 75 were sold. On one 
especially fruitful day, the com- 
pany sold five units, and even 
managed to make a demonstration 
and resultant sale on a rainy day. 

The small tractors required 
some concentrated selling, Chap- 
man said, but the men themselves 
were sold on it. Of a_ type 
especially suitable for the many 
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small farms and part-time farm- 
ers in this comparatively fertile 
area, the tractors are useful for 
row crops and mowing chores. 

The tractors were put to work 
soon after their arrival. Driving 
them out to surrounding farms, 
the salesmen invited prospects to 
see the tractors perform. No tele- 
phone calls preceded the visits. 
Farmers saw the units demon- 
strated on their own land and 
were given a chance to operate 
them personally. This accom- 
plished, said Roy Bowman, sales 
manager. the tractors sold them- 
selves. 

Advertising consisted of several 
displays in the Rockmart and 
Cedartown newspapers, and mail- 
ing material sent out through the 
manufecturer’s own mailing list. 

The company engaged little in 
public demonstrations. One such 
demonstration on a local farm last 
April drew a large crowd, but re- 
sults were disappointing, largely 
due to a downpour of rain. Private 
demonstrations and_ discussions, 


FARM EQUIPMENT SECTION of 





Believing that farmers 
like to be “shown,” 
this dealer demon- 
strates equipment on 
the farmer’s own soil. 
Results: more sales 







Chapman said, are the ones which 
have paid off. 

The firm, selling within a radius 
of 20 miles, carries a wide variety 
of allied lines—home appliances, 
water pumps, washing machines, 
water heaters, and other items. 


When the company becomes 
overstocked on trade-ins, it holds 
an auction. Then calves, pigs. 
shotguns, radios, cars, and trucks 
are received as part payment on 
farm equipment. 

The financing of equipment 
sales, until recently, was handled 
by an Atlanta bank, which pro- 
vided for a 30 to 40 percent down 
payment, followed by two equal 
installments at harvest time. This 
plan enabled Chapman to sell 
more than $35,000 worth of equip- 
ment without a loss to anyone 
Now that country banks are pro- 
viding the financing, credit is re- 
stricted because of the limited 
ability of the country banks to 
make investments. 

As an added boon to customer 

(Continued on page 116) 
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FAMINE FIGHTERS 


Much of the world is hungry, but we in America 
take “‘second helpings” for granted. Starvation 
stalks many lands, but well-fed Americans eat 
three “square” meals a day. We have no monopoly 
on sunshine, rain, and good soil, but our pro- 
gressive farmers have made the words “America” 
and “abundance” synonymous. 


It takes plenty of know-how and lots of hard 
work to produce bumper yields and record crops. 
With the help of favorable weather, modern 
methods, and machines, however, our farmers 
have worked this miracle many times the past 
few years. 

These blue-jeaned famine fighters give modern 
power equipment much of the credit for multi- 
plying the productivity of our land. Happily, it 
has done even more. Power machinery has made 
it easy for farmers to retain or rebuild precious 
topsoil by using the latest conservation methods. 
It has given our agriculture new vitality by en- 
couraging thousands of mechanically-minded 
farm boys to seek their fortunes on the farm 
rather than in the city. By reducing the uncer- 
tainty and drudgery of farming, power equipment 
has made possible fuller, happier lives for farm 
families everywhere. 

Arm men who love the soil with scientific 
methods and modern power machinery and you 
can expect great things: Better stewardship of 
the land . .. a more stable and productive agricul- 
ture ...an even better-fed America... perhaps a 
famine-free world in the forseeable future. 
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Take a tip from me... 
my boss will go for the 


HARVEY ‘RED-HED’ HAMMER MILL! 
\_ a. 


RACINE LINES 


-«44 











It's no wonder the Harvey “Red-Hed” Hammer Mill is one of 
the most popular farm aids on the market. It not only grinds 
feed one-third faster . . . but look at the features: Extra large 
24” diameter grinding cylinder for fast hammer travel at slower 
shaft speed; extra large drive pulley speeds up grinding; extra 
large screen area for faster escape of the ground grist from the 
grinding chamber; . . .and there are many more. You bet 
the farmers go for that faster, high producing Harvey Hammer 
Mill . . . and, you will too when you see how it boosts sales. 

































+ 4-9 AND H-11 





MODE 





FREE SWINGING 
HAMMERS WITH 
ALLIGATOR HEADS 


Two time and money sav- 
ing models of Harvey 
“Red-Hed” Hommer Mills 
are available . . . the H-9 
(9 mill) and the H-11 
(11” mill). Plain tray mod- 
els are equipped with ad- 
justable feed table which 
can be instantly changed 
to operate in 3 different 
positions. 


An exclusive serrated hammer 
design is responsible for the 
unusually high grinding capac- 
ity of the Harvey “‘Red-Hed” 
Hammer Mill. Hammer ends 
are serrated with fourteen 
notches that multiply the num- 
ber of kernels that will be 
crushed for every foot the 
hammer travels. The results— 
increased hourly output—a 
real savings in power. 





with Triple-Action 


Kern O .izeR 


Extra high powered 
blower fan does a- 
way with clogging 
and choking. 
Controlled speed self- 
feeder assures high 
output even on 
roughage. 









HARVEY RED-HED 4-IN-ONE FARM ELEVATOR 


The answer to all farm storage or handling 

problems. 

This one elevator handles small grain, ear 

corn, baled hay or bagged grain. An easy 

adjusting of the sides does the trick. Oe ae eee = 
yc usic ers are ooking 


Moves easily anywhere in yard or for the fastest, most depend- 


field . . . a one-man elevator that 
will pay for itself many times over. 


able corn sheller on the mar- 
ket—here it is. It has a 42% Cc 
C 


Here's another sales booster you greater shelling area. Let — a 


cannot afford to overlook! your Harvey distributor tell 


you about it. 


Write Farm Tools, Inc. for name and FARM TOOLS.ING, ) : 
address of nearest distributor ww AR ES : 
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HERE ARE-THE 


FACTS! 


O siercity built frame 
expertly engineered— well 
bolonced design. 


Qaiiisteet toothed Spid 
ers—16 to a section, 10 
sharp teeth to a spider, 
penetrate into the ground 
to assure moximum mulch- 
ing—positive weed de- 
struction. 


3) Flexible tractor draw 


bar sturdily reinforced 


QAdivstoble gangs meet 


all cultivoting conditions 


O wo-piece hard maple, 
oil sooked wood bearings 
assure smooth operation 
Zerk fittings provide pos- 
itive lubricotion. 


GO spiders ore equipped 
with stone knockers be 
tween each tooth 

O@since the Hoemor has 
a direct pull, draft is re- 
morkobly light, thus it is 
easy to transport. 


Write Farm Tools, Inc. for name and 
address of nearest distributor 


<r 








lf you knew all of the facts... 
would you buy anything else but a- 


2 OHOEMOE 


ALL-STEEL, FLEXIBLE 


ROTARY HOE? 













yo customer knows what he wants! When he walks into your showroom to pick out 

a rotary hoe he has a picture in his mind. He wants the best rotary hoe money can 
buy . . . one which will save him time and money . . . cut operating costs in cultivat- 
ing corn, cotton, soy beans, or whatever he is growing. That is why the HOEMOR 
Rotary Hoe will appeal to him. It has all of the features, listed at the left, which 
help him to do what he wants to do. He also knows the HOEMOR is built by Farm 
Tools, Inc., a company he has had dealings with many times. He has confidence in 
their long experience and reputation for putting dollar for dollar value in farm im- 
Farmers who know the facts want the HOEMOR Rotary Hoe. . . and if you 


plements. 
Contact your Farm Tools, Inc. dis- 


knew all of the facts you would want to sell them. 
tributor today. 


ee ee ee O 


Home Office 
( FARM TOOLS. IN¢ 
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HEN OVERHEAD remains con- 
Wie and sales of farm 
equipment are down—the prob- 
lem of many dealers during slack 
seasons — individual businesses 
need an additional shot-in-the-arm 


until the farmer returns to the 
field. 
Several southern dealers have 


worked out methods of providing 
this extra boost to business. 

Fred Robinson, farm equipment 
dealer of Ooltewah, Tennessee, 
who also runs a branch dealership 
11 miles away at Cleveland, 
Tennessee, has found a partial 
solution to this problem. 

To Robinson, the _ individual 
dealer has a better chance of 
maintaining a steady sales volume 
if he handles popular lines of 
hardware as a supplement to his 
lines of farm equipment. Before 
adding hardware lines, however, 
Robinson recognized the fact that 
selling hardware to farmers would 
be nothing but a headache, unless 
the details of inventory, merchan- 
dising and sales promotion were 
given all the care that they would 
have in an independent hardware 
store. 


Top: Fred Robinson, Ooltewah, 
Tennessee, stands beside the seed 
cleaning machine which he uses 
to build additional volume during 
slack seasons. Right: this view of 


the showroom of the Bradley 
Supply Company, Cleveland, 
Tennessee, indicates the variety 


of merchandise which the com- 
pany can depend upon for volume 
during seasonal slowdowns 








These 


nesses a 


As a result, he established a 
separate hardware store within 
his business and placed a capable 
manager in charge. This manager 
works on an incentive plan in 
which he receives a basic salary, 
plus two percent of gross hard- 
ware sales, one percent of sales 
on such farm items as_ binder 
twine, and a percentage of the 
profits of his sales of seed clean- 
ing jobs, which Robinson offers as 
still another supplement to his 
farm equipment business. 

A separate room, measuring ap- 
proximately 20 x 60 feet, is de- 
voted to hardware, and in this 
section Robinson presently does 
an annual volume of $75,000 on 
such items as fencing, paint. 
builders hardware, tools, nuts and 


bolts and other staple hardware 
items. 
Not only does this hardware 


section make up for the seasonal 


equipment 
found ways to give their busi- 
needed 
arm during seasonal slowdowns 


BOOSTING 
SLACK SEASON 


SALES 


dealers have 


shot-in-the- 


slow-downs in farm equipment, 
but with a capable manager in 
charge, Robinson is free to devote 
his time to administering his 


implement business and to out- 
side selling. 
In addition, Robinson has a 


rather unique shop arrangement 


that has eliminated his worries 
about the shop payroll during 
slack seasons. This dealer has an 


agreement with an experienced 
mechanic who rents shop space in 
the Robinson building and oper- 
ates his own repair business. 
There is a definite understanding, 


however, that the needs of the 
farm equipment business come 
first and above all other cus- 
tomers. 

This shop man _ furnishes his 
own tools—lathe, welding equip- 
ment, drills, testing equipment, 
hand tools, ete—and he re- 
ceives all the profits from repair 
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The pull-behind type MM Uni-Mower cuts up to 
35 acres per day with 7-foot sickle. 


















te ee Pa AP o 
MM Windrower quickly harvests alfalfa crop 
Notice the uniform windrows. 


MM Side-Delivery Rake turns heads of crop into 
center of windrow for even drying 


FARM EQUIPMENT SECTION for Southern Hardware for MARCH, 1950 


Lower Haying Costs! 


























MM HAY TOOLS GET ALL THE CROP ON TIME—EVERYTIME!! Every modern 
farmer knows that his hay crop is one of the most important crops 
on his farm. He knows that timely cutting of that crop is a most 
important factor in deciding its quality, and therefore its feeding 
and market value. Care must be taken to avoid cutting too early 
and also against allowing the crop to stand until full bloom has oc- 
curred and the nutrient value has begun to decline. Progressive 
farmers have learned that when they use MM Hay Tools their crop 
is cut right, on time, everytime. 

MM UNI-MOWER is important to the haying time factor. This mower 
attaches to any modern tractor equipped with power-take-off. 
Equipped with a 7-foot cutting bar it cuts up to 35 acres per day. 
Since the power drive consists of a simple V-belt pulley, the sickle 
speeds can be easily changed to meet all cutting conditions . . . no 
gears to adjust and fewer wearing parts. MM Uni-Mowers are 
available in pull-behind and side-mounted models . . . mowers that 
allow farmers to spend less time in the field . mowers that are 
ready to cut the crop when it is just right! 

MM SIDE-DELIVERY RAKE'S GENTLE HANDLING HELPS RETAIN FOOD VALUE! 
That’s why so many modern farmers prefer this rake. The rolling 
action of the rake turns the heads into the center of the windrow 
leaving heavy butt end of the stems out where they will dry faster. 
Heads and leaves dry slowly and stay on the stem. The whole wind- 
row dries more evenly and in less time, so that hay may be taken 
up sooner after cutting. Therefore there is less chance of loss by 
storm, and hay is better because few, if any, of the leaves in which 
most of the food value is concentrated are lost by breaking or tearing. 


MM BALE-O-MATIC MAKES BALING A ONE-MAN JOB! That's import: ant 
to farm businessmen who want to save money on their haying jobs. 
This baler is completely automatic . . . picks up the hay, slices, and 
ties it into firm bales with two 14-gauge high-tension steel wires 
while the hay is under compression. Bale-O-Matic bales are uni- 
form, rectangular, square-cornered, and won’t come untied when 
handling. No loose ends of wire left in the bales or in the field! 


MM WINDROWERS CUT CROPS 
CLEANLY and deposit them in 
uniform windrows on top of 
the stubble. Even the finest 
hay seed crops are handled 
without injury. All controls && 
are within easy reach of the 
operator, permitting easy 
change of cutting h ig ght and 
a ight of reel ‘on the go” 




















* QUALITY CONTROL IN MM FACTORIES ASSURES 
DEPENDABLE PERFORMANCE IN THE FIELD! 


MINNEAPOLIS-MOLINE 


MtinNESP OLIS ££, Brent ee 8 TA 
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Exterior of Fred Robinson’s farm equipmer:t building, Ooltewah, Tenn.. 
shows sign in front of the company’s separate hardware department 


work. Robinson sells him the 
necessary farm equipment parts 
at retail price, thus realizing a full 
profit from parts. The rental from 
the shop space is applied to over- 
head. 

This system has been in opera- 
tion since 1943, and Robinson be- 
lieves the idea is a practical solu- 
tion to the repair shop problem 
which constantly faces many small 
dealers. 

He is quick to point out that 
quality of repair does not suffer 
under this arrangement. Robinson 
guarantees all repair work, and 
the shop man, in turn, guarantees 
his work to Robinson. 

To combat the problem of slack 
season sales, the Bradley Supply 
Company of Cleveland, Tennessee, 
also has found it advantageous to 
stock various hardware lines 
needed by the farmer and farm 
wife. One-half of the company’s 
total display area is devoted to 
hardware, home appliances and 
other hard goods. 


Classified Ads 


In Columbia, South Carolina, 
the Fairfield Tractor Company, in 
aiming to boost sales during the 
off-seasons, reports excellent re- 
sults from running a classified ad 
continuously during slack seasons. 
This ad offers free pick-up and 
delivery service for tractors and 
other equipment sent in for a 
check-up. Such advertising “sells” 
the idea that it pays to have all 
equipment put in dependable, 
operating condition before the 
season starts. 

This company has found also 
that the slack season is an im- 
portant time for the outside serv- 
ice representative to call on farm- 
ers to make the free _ service 
checks on the farm. This simple 
check, and the subsequent advice 
to the farmer concerning work he 
should have done in order to 
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forestall a breakdown, is an effec- 
tive producer of business if 
enough calls are made. 

Low cost direct mail advertising 
is effective, also, but these deal- 
ers point out that it should be 
borne in mind that direct-mail 
material should be specific—there 
should be some urgent reason, 
either from a standpoint of price 
or some special offer, for the 
farmer to have his equipment 
serviced now. Slack seasons are a 
proper time for package offers of 
service. 

The conservative use of credit 
against crops can be an effective 
method of obtaining service vol- 
ume in months when the farmer 
claims to be short of cash. 

As an example of this, Fred 
Robinson has taken advantage of 
his local crop situation. His trad- 
ing territory is a heavy producer 
of crimson clover. Each year all 
crimson clover seed must be 
cleaned before it can be marketed. 

To tap this market, and to 
bring his business closer to the 
farmer, Robinson invested $2,000 
in a seed cleaning machine and 
now processes a large volume of 
this crop every year. To farmers 
who are good credit risks, he 
often advances needed machinery 
or service, taking in some of the 
seed crop for sale, when he per- 
forms a cleaning job. 

This type of operation, besides 
providing a real service to the 
farmer, enables Robinson to en- 
courage customers to send in more 
repair work during off seasons. 

The slack season also may be 
the best time to introduce certain 
types of new equipment. W. A. 
Lipham, and his son, L. G. Lip- 
ham, who operate the Lipham 
Tractor Company, Anniston, Ala- 
bama, analyzed their trade terri- 
tory of nine counties and found 
that the red clay soil of the area 
could profit greatly from the use 






of a sub-soiler. They had handled 
a sub-soiler, but it had not been 
used to a great extent in their 
territory. 

They canvassed their territory 
and within a short period sold six 


sub-soilers. Each sale helped 
make another, for farmers who 
bought sub-soilers greatly in- 


creased their land’s productivity 
“A sub-soiler will pay for itself 
the first year it is used,” says J 


H. Harwood, salesman for this 
firm, “Land that has been sub- 
soiled will hold 10 times the 


moisture, and many farmers re- 
port a 200 percent increase in 
yields on land that has been sub- 
soiled. In selling this implement, 
however, the farmer should be 
helped to layout his land, so that 
some of it can be sub-soiled each 
year. The best time to use the 
implement is in the summer.” 


New Idea Names MecOsker 
Te Head Memphis Branch 


HE NEW IDEA Farm equipment 

Company, with main offices 
in Coldwater, Ohio, has appointed 
Charles McOsker manager of the 
Memphis branch. 

Mr. McOsker began his imple- 
ment career in 1935 with Inter- 
national Harvester, spending sev- 
en years working its Southern 
Indiana block under the Louis- 
ville, Kentucky branch. In 1944, 
he joined New Idea as a block- 
man, with headquarters in Louis- 
ville 





Charles McOsker 


New Idea’s Memphis branch 
located at 445 Tennessee St., car- 
ries a complete line of New Idea 
machines and repair parts, and 
serves all of Alabama and Missis- 
sippi, middle and western Tennes- 
see, and parts of Arkansas, Mis- 
souri, Kentucky and Florida. 
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‘Full 11 
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f Exclusive Patented Height 
Cutting Adjustment 


“Simple, Positive, Self-lock- 
ing Clutch 


Sealed Timken Bearings 
Completely Enclosed Drive 


Convenient Lever Controls 
or Throttle and Clutch 


Bs Section Wood Roller for 
y Turning 


OBRIGGS & STRATTON 
4 CYCLE MOTORS 


‘Full 18° and 20” Cutting 
Reel Widths 


7 
'/ Powered with 3.1 HP Briggs & Stratton 
», Motors, new positive reel adjustment, new 
all steel welded deck - heavily reinforced. 
Cooper roller type mowers are ideally 
adapted for service in parks, large estates, 
cemeteries, golf clubs, public institutions 
and industrial plants. 


“KLIPPER” 


POWER MOWERS 
18” and 20” 


Cutting Widths La 3 


Write or wire for LIBERAL TERMS, DISCOUNTS and Literature 


BUILT FOR THOSE 
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WHO WANT THE BEST 


BIGGEST POWER MOWER VALUES 


LIST PRICES 
“Klipper” Mowers 
18° Model... $109.50 
20° Model $119.50 


Prices FOB factory. Slightly 
higher in Pacific coast areas 


W NATIONALLY ADVERTISED 


to more than 8,000,000 of 
your best prospects in 


SATURDAY EVENING POST 
BETTER HOMES and GARDENS 
AMERICAN CEMETERY 
AMERICAN CITY MAGAZINE 
FLOWER GROWER 


* * 


TESTED AND APPROVED BY 
Tens of Thousands of Satisfied 
Owners Representing Every State 
in the Union and Many Foreigz 

Countries 








The New IDEA Mower is completely power op- 
erated; hitched in a jiffy to any modern tractor; 


unmatched for smooth cutting and easy han- 


dling. Stronger, sturdier, always reliable 
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And you can best assure prompt de- 
liveries now .. . in plenty of time for 
them to use this next haymaking sea- 
son. In that way, both you and your 
customer benefit. 


Haymaking is made easier, faster 
and better than farmers ever thought 





The Netw IDEA 4-Bar Side Rake operates 


op- smoothly without jolting and vibration at tractor possible with these outstanding hay 
speeds, doesn’t shatter leaves. Spiral reel is re- tools. And dealers too, are making 
tor; versible for tedding. Has detachable double- 


more “‘hay’’ than they ever thought 
possible selling the complete line of 
New IDEA Specialized Farm Equip- 
ment. If we are not adequately repre- 
sented in your territory, please write 
us today. 


NEw [DEA jg reaching your 
customers continually through national 
magazine advertising. Many other sell- 


The NEw IDEA Farm Wagon fits all types of ing aids are also available to make your 
metal or wood beds, racks or boxes. Hos avuto- 
motive type steering and tapered roller bearings. 
Ruggedly built for hardest usage. 


curved teeth, many other features. 
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selling job easier. 
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DIVISION 4 MANUFACTURING CORPORATION 


COLDWATER, OHIO and SANDWICH, ILLINOIS 













this simple fact means cash in your pocket: 


ED BRAND FENG 


galvannealed 
for longer life! 


is 








There are some facts about fence that help 

convince a farmer to buy one brand in 

preference to another. One such fact is this: 
Galvannealing is the Keystone process that 

fuses zinc to the strong steel wires of Red 

Brand Fence, forming a superior, longer 

lasting coating. In addition, the steel wires 

of Red Brand Fence contain copper for 

extra rust resistance. All this means 

greater fence value. I 
These sales facts make Red Brand Fence 

i 


easier and more profitable to sell. Ss 


THE RED BRAND PLAN BUILDS BUSINESS 


Red Brand now provides you with a real 

















profit-making plan—not just for fence but th 
for everything you sell. It brings “) 

new business... builds good will. pl 
Ask your Red Brand representative about it. = 
m 

ch 

RED TOP STEEL POSTS ™ 

Red Top Steel Posts are pr 

made of tough, springy rail- B: 

road steel—reinforced four d 

: e 
ways. The tee cross section 

is reinforced with extra Ju 

thickness from top to bot- mi 

tom. Can't rot, split or burn. co 

For more customer satisfac- er 

tion, more sales—sell Red \ 

Top Steel Posts. . th: 
ha 
po 
Yo 
pre 

e 
Keystone Steel & Wire Company go 
PEORIA 7, ILLINOIS bo! 
ing 
Makers of Red Brondfence + Red TopSteel Posts Non-Climbable Fence “Nails “Bale Ties “Gates *Keystone Poultry Netting ne! 
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New officials of the Mid-South Farm Equipment Association, left to 
right, are: Marvin Melton, Trumann, Ark., retiring president, who be- 
comes a member of the advisory board; J. Sterling Inman, Memphis, 
Tenn., first vice president; M. H. Maddox, Jackson, Tenn., director: J. 


K. Garner, Greenwood, Miss., 


president; 


Paul Watson, Greenville. 


Miss., second vice president; Graham McDonald, Memphis, secretary- 
treasurer; and Earl Kirk, Paragould, Ark., director 


MID-SOUTH CONVENTION 


ORE THAN 400 dealers, com- 
M prising the largest group in 
the association’s history, attended 
ihe annual convention of the Mid- 
South Farm Equipment Associa- 
tion held January 18-19 in Mem- 
phis, Tennessee. A first-time fea- 
ture was the exhibit of new farm 
machinery and other equipment. 

The theme of the convention— 
the association’s eighth—was the 
“March of Progress.’ Through the 
program ran emphasis on soil con- 
servation and more effective sales- 
manship to meet the Mid-South’s 
changing economic conditions. 

Featured speaker on the open- 
ing day program, C. W. Bailey, 
president of the First National 
Bank of Clarksville, Tennessee, 
declared that “a reserve of soil is 
just as important as a reserve of 
money.” He advised dealers to en- 
courage a balanced farming pro- 
gram and soil conservation. 

“You of the Mid-South know 
that the prices of farm products 
have declined, or are being sup- 
ported in some artificial manner. 


You realize that the long-range 
prospect for these prices is not 
good—that temporary expedients 


of one kind or another, designed to 
bolster prices to meet some press- 
ing emergency, are of no perma- 
nent value. 


“Yet you know that prosperity 
here and throughout the nation 
must be supported by a profit- 
earning farmer. What are you go- 
ing to do about it?” 

“Experience has taught us that 
the soundest foundation on which 
farming in a trade area can rest is 
a balanced farming program pro- 
viding for a number of incomes 
throughout the year. These crops 
or products should be so diversi- 
fied in character and so practical 
in marketing, that they will pre- 
sent a strong front to any shifting 
demands. There is a practical ap- 
proach to this objective, which 
many Mid-South areas have dem- 
onstrated, through an analysis of 
the productivity of the lands, the 
inclination of the farmers and the 
availability of the markets 

“Now, while the farm mortgage 
debt is low, every encouragement 
should be given to further reduc- 
tion and none to increases through 
unwise purchases,” Bailey warned. 
“Nothing contributes more to the 
independence and_ security of 
farming, and to the economic 
soundness of all business, than to 
have farm mortgage debts paid in 
full. Those who do sell merchan- 
dise in rural areas can view the 
future with greater certainty, the 
farmer can plow and operate with 


FARM EQUIPMENT SECTION for Southern Hardware for MARCH, 1950 


more freedom and assurance, you 
can sell machinery with greater 
ease and we can operate country 
banks with greater security if 
there is no mortgage-debt prob- 
lem.” 

The soil saving theme was car- 
ried out further by J. W. Sargent, 
United States Department of Agri- 
culture, Soil Conservation Service, 
Spartanburg, S. C. 

Sargent, tracing “The March of 
Progress in Agriculture,” reviewed 
recent, tremendous production of 


seeds for Winter pastures and 
grasses to hold topsoil. Urging 
dealers to co-operate with soil 


conservation districts, he _ re- 
minded his audience that “thous- 
ands of acres of our best topsoil 
have gone down the Mississippi 
River since this morning.” 

Others on the two-day program 
included: 

O. J. Schulz, assistant general 


sales manager, John Deere Co., 
Moline, Ill., who reviewed pro- 
gress from the manufacturers’ 


point of view; David M. Michaux, 
regional sales manager of Pruden- 
tial Insurance Co.’s Group Insur- 


ance Department, Cincinnati, 
Ohio; Archie A. Stone of Long 
Island Agricultural & Technical 


Institute, Farmingdale, N. Y., who 
recently made a world trip to 
study agricultural conditions and 
discussed progress in farm 

P. Murdock, 
sales manager, 


who 
mechanization; M. 
assistant general 
Ethyl Corp., New York; Arthur 
C. Horrocks, Goodyear Tire & 
Rubber Co., public relations coun- 


sel, Akron, Ohio; and B. D. 
(Danny) Danchik, sales analyst, 
Chicago. 

J. K. Garner, owner of the 


Mississippi Tractor Parts and Im- 
plement Company, was elected to 
serve as president of the associa- 
tion for 1950. 

Elected to serve with Garner 
were J. Sterling Inman, manager 
of Hinton & Hutton Implement 
Co.’s Memphis branch, first vice 
president, and Paul Watson of 
Greenville, Miss., second vice 
president. 

Named to three-year terms on 
the Board of Directors were M. H. 
Maddox of Jackson, Tenn., and 
Earl Kirk of Paragould, Ark. They 
join holdover Directors Harry R. 
Wieman of Stuttgart, Ark., S. R. 
Hughston of Ripley, Tenn., J. E. 
Johnson of Greenwood, Miss., and 
Bob Lee Smith of Blytheville, 
Ark. Graham McDonald, Memphis, 
continues as secretary-treasurer. 
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New officers of the Carolinas Farm Equipment Dealers Association are, 

left to right, front row: W. R. Johnson, first vice president; J. K. Hane, 

president, and E. W. Nettles, second vice president. Standing, left to 

right: J. C. Abbott, Lex Moser, H. J. Marshall, and J. R. Marks, all 

directors; A. A. Chappell, secretary-treasurer; H. G. Powell and Gedd 

Roberson, directors; T. F. Corriher, the retiring president, and S. Tom 
Proctor, national director 


Carolinas Meeting 


ELEGATES to the fifteenth an- 
Dhue convention of the Caro- 
linas Farm Equipment Dealers 
Association, held February 6-8 in 
Charlotte, N. C., heard predictions 
of a continuing high level of busi- 
ness despite problems posed by 
the current buyers’ market. 

With nearly 500 registered for 
the convention, W. R. Noble, 
Washington manager of the Na- 
tional Retail Farm Equipment 
Association, sounded one of sev- 
eral warnings, however, calling 
for a quick return to sound busi- 
ness practices by all dealers. 
Noble warned that manufacturers 
and dealers must look forward to 
continued progress instead of be- 
coming content with what he said 
was really great progress over re- 
cent years. 

“In most sections of the coun- 
try,” he continued, “this industry 
has passed completely from a sell- 
ers’ market to a buyers’ market 
largely because of price declines 
for farm products.” He warned 
that the current tendency to cut 
prices and increase trade-in al- 
lowances is a threat to stability. 

The speaker stated that retail- 
ers could maintain sales volume 
without price cutting if proper 
emphasis were placed on dealer 
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service and equipment quality. 

Also speaking on the opening 
day program, presided over by 
President T. J. Corriher, R. S. 
Stevenson, general sales manager, 
tractor division, Allis-Chalmers 
Manufacturing Company,  dis- 
cussed “Farm Equipment Today 
and Tomorrow.” 

The farm equipment industry 
experienced a good year during 
1949 as farm income held up to 
reasonable expectations, the 
speaker said, and the future 
looked no less bright. He cited the 
tremendous progress in harvesting 
machines—equipment largely un- 
known to the farmer, ten to 
twenty years ago. Mr. Stevenson 
listed the modern cotton picker, 
forage harvester, corn picker, hay 
baler and small tractor as ma- 
chines which had done much to 
bring the farmer a higher net in- 
come. 

“New machines just as radical 
as these once seemed to be are on 
the drawing boards. But old- 
fashioned selling will not be suf- 
ficient to sell these new units. 
Both equipment dealers and farm- 
ers must be well-educated in what 
these machines can accomplish.” 

Mr. Stevenson urged that all 
dealers should engage in the pro- 


and soil 


motion of farm safety 
conservation and should becon 
actively engaged in “politics,” 
least to the extent of writing co! 
gressmen about excesses in tl 
federal government. 

Principal speaker on the morn- 
ing session of the second day 
program was Joseph F. Leopold 
southwestern manager of the Na- 
tional Tax Equality Association 
who made a vigorous attack 0! 
laws which exempt co-operativ: 
and various other classes of busi- 
ness enterprise from taxes. 

Mr. Leopold endorsed legisla 
tive movements aimed at plug- 
ging the “loopholes” in tax laws 
to provide equitable distribution 
of tax burdens. 

Other speakers during’ the 
morning session included: S. Tom 
Proctor who as the national as- 
sociation’s director in the four- 
teenth district reported on activi- 
ties in that area; Wiley F. 
Mitchell, Jr., who discussed “Soil 
Conservation Progress,” and J. 
Graham Morrison, County Dem- 
onstration Agent, who had as his 
subject, “Progress in the Barn- 
yard.” 

Highlighting the afternoon pro- 
gram was a panel discussion pre- 
sided over by W. G. Slattery, 
Teacher Trainer, N. C. Distribu- 
tion Education Service, Greens- 
boro. The panel, composed of D. 
F. Ritchie, E. W. Nettles, Clyde 
Burwell, H. A. Marks, and J. C. 
Abbott, gave answers to certain 
problems of management, in turn 
followed by comments from the 
floor. 

One question: “It it a sound 
business policy to give cash dis- 
counts?” gave rise to sharp dis- 
agreement. While those favoring 
such a policy explained that cash 
payments were thus encouraged, 
other dealers protested that such 
discounts helped to wipe out the 
final margin of profit that is 
needed to continue in operation. 

The final speaker, Merritt D 
Hill, Sales Manager, Dearborn 
Motors Corporation, in his talk on 
“Management of Personnel,” listed 
the four pre-requisites for build- 
ing a strong selling organization 
recruiting, selection, training and 
supervising. 

In his annual report to the con- 
vention, Allen A. Chappell, secre- 
tary-treasurer announced the as- 
sociation’s directors had adopted a 
broader program of insurance for 
member companies’ employees 
The new insurance program, he 
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(Continued on page 120) 
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@ Their honest dependability has 
earned for F&W Multistage Cen- 
trifugal Jet Pumps the name of be- 


ing “pump men’s pumps.” And, now they're 


easier to service than ever. As illustrated, 
this new construction (patents pending) 
makes it easy to replace the rotary seal on 


the Fa W pump. 


No Need to Break Pipe Line or 
Disassemble Pump 
You put in a new F&W rotary seal cart- 
ridge (patent pending) simply and easily 
without moving pump from the well, with- 
out breaking a single pipe line and with- 
out disassembling the pump. The whole 


FLINT & WALLING MFG. CO., 





MULTISTAGE 
JET PUMP 





job is a matter of minutes on the new 
F&W pump! The seal is changed so sim- 
ply and directly from the top of the pump 
that you wonder why it wasn’t done this 
way years ago. 

Unmatched Performance 


To the profit-protecting ease of service add 


the high capacities and quiet operation of 


the F&W Multistage Centrifugal Jet Pumps. 
Make us prove all these statements! Write 
for full details and certified capacity tables. 


We'll send them by return mail. 


INC., 
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in 15 Minutes! 


THREE SIMPLE STEPS 


1. Loosen 2 Allen Screws. 
2. Take Out 4 Mounting Bolts: 


3. Unscrew Rotary Seal; 
Install New Cartridge. 


319 OAK STREET, KENDALLVILLE, 
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Newly-elected officers of the Virginia Farm Equipment Association are, 

left to right: R. L. Woodward, Jr., Suffolk, president: John E. Reid, 

Lynchburg, secretary-treasurer; and Dan C. Strickley, Harrisonburg, 
vice president 


VIRGINIA CONVENTION 


EMBERS of the Virginia 

Farm Equipment Associa- 
tion were told at their annual 
convention in Roanoke, Jan. 25- 
27, that they will “have to get out 
and sell” if they are to stay in 
business. 

The speaker was George Wright 
Ferguson of Philadelphia, Pa., 
editor and publisher of The East- 
ern Dealer. He spoke at a lunch- 
eon meeting that brought the 
three-day convention to a close. 

He warned the convention that 
strong competition will come 
from other retail businesses that 
plan to make an all-out effort to 
attract the farmer’s money. Per- 
suasive salesmanship is the only 
thing that will offset this compe- 
tition, he said. 

“If a farmer’s wife decides she 
wants a new fur coat instead of a 
new tractor for the farm, you 
have to go out to the farm and 
sell the tractor first,’ he pointed 
out. “She has to come into the 
city to get her fur coat.” 

Speaking on the subject, “Sell- 
ing is What you Make it,” Fergu- 
son said that “business will be 
what you make it.” 

“There’s enough business for 
everyone,” he said, “and now is 
the time for salesmen to use the 
talent which has been dormant in 
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past years when selling was not 
necessary.” 

The speaker concluded by pre- 
dicting that volume of equipment 
sales this year will show a de- 
crease from the all-time peak 
period of the latter part of 1948 
and the first part of 1949. 

One of the most popular fea- 
tures of the annual meeting was 
a “grass root” panel discussion of 
every day problems which con- 
front the equipment dealer. A 
panel of 10 equipment dealers dis- 
cussed 50 prepared questions. 
John E. Raine of Richmond acted 
as moderator. 

The approximately 250 dealers 
attending the convention were 
briefed on “Problems of the Im- 
plement Dealer” by S. T. Proctor, 
of Fuquay Springs, N. C., Director 


of the National Retail Farm 
Equipment Association’s 14th 
District. 

Another speaker, Malcolm P. 


Murdock, general sales manager 
of the Ethyl Corp., New York 
City, spoke on “Lubricating the 
March of Progress.” He noted 
that there are now over 3,500,000 
tractors on American farms. 
“That’s three times as many 
tractors as were in use in 1935,” 
he said. 
Murdock that the 


said petro- 


-Mfg. Co., 


leum industry isn't the sole rea 
on for the farmer’s increased pro- 
duction, but, he added “‘it is a kt 
reason.” He went on to say that 
the present-day American farm 
raises enough food to supp: 
himself and 14 other peop! 
whereas “the best his grand- 
father, 90 years before him, could 
do was raise enough to support 
himself and four others.” 
Willis G. Scholl, Eastern terr 
tory manager for Allis-Chalmer: 
Milwaukee, Wis., also 


‘ 


s 


spoke. 

Other speakers were R. J. Fitz- 
Gibbons, American Bosch Corp., 
Memphis, Tenn., who talked on 
“Fuel Injection Systems on the 
Modern Diesel Tractor” and John 


A. Buxton, Secretary of the 
Minnesota Implement Dealers 
Association, Owatonna, Minn., 


who discussed “A Sound Insur- 
ance Program for the Implement 
Dealer.” 

Officers elected at the conven- 
tion were: R. L. Woodward, Jr., 
of Suffolk, president, to succeed 
Percy A. Lewis, Manassas; Dan 
C. Stickley, Harrisonburg, elected 
vice president to succeed Mr 
Woodward; and John E, Reid, 
Lynchburg, secretary-treasurer. 


Georgia Dealer Sets 
Sales Record .. . 


(Continued from page 102) 
relations, a liberal repair policy is 
in force. Considerable repair work 
is brought in, said Leonard Baines, 
parts manager, and the manual of 
the factory is used extensively. 

“If a man brings in a small re- 
pair job,” said Chapman, “we just 
pat him on the back and forget 
about the charge. I think that we 
gain good will and customers,” he 
continued, “because we _ really 
service implements, and we take 
care of complaints. Too many 
dealers during recent years have 
neglected servicing, and many of 
them have felt they are finished 
with a customer after making a 
sale. We stand behind all of our 
merchandise, including used 
equipment, and we are reaping 
the benefits of this liberal repai1 
policy. 

“The South,” he concluded, “is 
a pioneer area in agriculture. 
Grass farming and cattle raising 
are making great progress. The 
surface has just been scratched, 
but we are looking forward to 
greater mechanization on _ the 
farms in the South.” 
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Do People 


Pumps—more than any other single 
line —can lead to profitable related 
sales. There are dozens of items— 
from bathtubs to stanchion cups. 
from piping to garden hose—that 
can be sold only when the prospect 
has running water! That's why alert 
dealers everywhere are featuring 
domestic water systems as the basis 
for a profitable, satisfying volume. 


But how many “pump stores” are 
there in your town—stores that are 
known primarily for their sales and 
service of domestic water systems? 
Not many, we'll bet—because com- 
paratively few dealers have recog- 
nized the importance of identifying 
their stores as “pump headquarters” 
for the area. Here at Goulds, for ex- 
ample, we get hundreds of letters 
from pump prospects, asking “Where 
can | find Goulds pumps?”—and a 
great number of them come from 
towns where dealers are located. 


That’s why wide-awake retailers 
are beginning to capitalize on a 
glorious opportunity to establish 
their stores as “the pump stores” in 
the minds of local prospects. They 
recognize it as an opportunity to 
multiply pump volume—and to 
profit from hundreds of related sales, 


Identification is Easy 
...and Cheap 


Pump manufacturers have made 
identification easy for retailers. 
Goulds, for instance, offer decals for 
trucks and windows, sales and serv- 
ice signs, other signs for outside and 
inside use, wall banners. posters, 
ete., to dealers, without cherge. And 
we spend plenty of time and money 
in designing and preparing this ma- 
terial for attractive, eye-catching 
display value—because we realize 
how important it is. We know that 








Know You Sell Pumps? 


by George W. Cramer, Advertising Manager 


Goulds Pumps Inc., Seneca Falls, N.Y. 


it will pay for itself many times over. 
when properly used, in increased 
pump volume. 


Electric Signs 
a Good Investment 


Especially effective are the elec- 
tric signs which we offer Goulds 
dealers, at cost. They're real 24- 
hour salesmen. . 
minders to folks in town after you've 
closed up. Installed in your window. 
or slightly back from it, these signs 


. Serving as re- 


partially light your store-front at 
night. 


There are many other ways to 
identify your store as “the place to 
go for pumps and other running 
water equipment’ —local newspaper 
and radio advertising, etc.—and the 
pump manufacturer offers help for 
each of them. Our Advertising and 
Sales Promotion Departments will 
be glad to answer your questions on 
how Goulds helps you make your 
store a “Pump Store”—and how it 


pays off, in profits! 











Good Business 
with Goulds 





GOULDS PUMPS INC. * 





quarters” for the area. . 


pump know-how 


Vhithou red 


SALES & SERVICE 


SURE SIGN 


It marks the store that’s “Water Systems Head- 


. points out a retailer 


who’s making the most out of fine pumps and 


and enjoying the lion’s share 


of profits from pumps and dozens of related items. 


Is this sign displayed prominently on your store? 


Seneca Falls, N.Y. 


WATER SYSTEMS 


*Teas 


FOR EVERY FARM AND HOME NEED 





(Advertisement) 
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Del-Mar-Va Meeting 


ORE than 200 farm equip- 

ment dealers from Mary- 
land, Delaware and Virginia, end- 
ing their two-day convention of the 
Del-Mar-Va Farm Equipment As- 
sociation in Baltimore, January 17, 
were ready to campaign among na- 
tional and state officials and legis- 
lative bodies as a means of halting 
personal property taxes on busi- 
ness inventories. 

Marshall Heaps, president of the 
Baltimore Harford County Farm 
Equipment Club, one of eight sub- 
sidiaries of the Mar-Del-Va Farm 
Equipment Association, stated that 
inventory taxation is “double tax- 
ation to the small business man.” 

Mr. Heaps said business men 
are being taxed not only on the 
profits they earn as company 
owners and as individuals, but for 
the stock they carry as well. “In 
the farm equipment business, an 
item of heavy machinery may re- 
main in our stock for as long as 
seven years before it is sold, yet 
every year we are taxed in the 
same personal property levy on 
that same item. Taxes are burden- 
some enough these days without 
our having to pay the same tax 
on the same inventory item seven 
times over,” he added. 

Governor Preston Lane. of 
Maryland, highlighted the con- 
vention with his review of agri- 
cultural progress in Maryland. He 
pointed up the idea that average 
businessmen should take an active 
part in politics, a theme that was 
re-echoed by subsequent speak- 
ers. 

“As a citizen of this great 
nation,” he told dealers, “you 
Possess a priceless franchise—the 
right to express your opinions at 
the polls. Know your candidates. 
know the issues, and perform 
your duty to your government by 
casting your ballot.” 

Jennings Randolph, Capital 
Airlines executive, also stressed 
the importance of voting in his 
address, pointing with heavy con- 
cern to the lack of interest in 
voting, which was growing less 
and less. “The road to dictatorship 
lies before us,” he said, “unless 
every American eligible to vote 
does so at election time.” 

NRFEA’s 14th District director. 
S. Tom Proctor, predicted many 
business advances for 1950, but 


warned dealer management to be 
alert to changing ways of busi- 
ness. “Those dealerships who will 
show a profit during 1950 will be 
those that maintain their volumes 
and profit margins,” he warned. 
Mr. Proctor also pointed at price 
cutting as the greatest temptation 
and business destroyer to be faced 
for the new year. 


Robert S. Stevenson, Allis- 
Chalmers assistant general sales 
manager, stated that the intro- 


duction of the small tractor was 
the greatest boon to the farm 


equipment industry in many 
years. “The small tractor,’ he 
said, “has made it possible for 


even the smallest farm to pur- 
chase and use modern power 
equipment. In addition, it has cre- 
ated an additional market as an 
intermediate source of power on 
larger farms.” 


C. J. Reilley, president of the 
J. S. Woodhouse Company, warned 
dealers that 1950 would be a 
critical year. Summing up his re- 
marks, he called for a_ better 
understanding of each dealer’s 
operation and a wise use of credit 
as the criterion for success in the 
coming months. 


The second day of the cenven- 
tion presented a panorama of 4-H 
work, association activities, and 
group insurance. 


The growing importance of the 
4-H clubs’ tractor driving contests 
was outlined by Maryland’s 4-H 
assistant, W. Sherard Wilson. A 


Carville Fleetwood. 
retiring president of 
the association wel- 
comes Maryland's 
governor, Preston 
Lane, to the conven- 
tion. In his talk, 
Governor Lane 
urged dealers to 
take an active inter- 
est in governmental 
affairs. “Know your 
candidates, know 
the issues, and per- 
form your duty to 
your government by 
casting your ballot,” 
he said 


motion picture was shown in con- 
junction with his talk. 

Clyde O. Koons, first vice presi- 
dent of the association, stressed 
association cooperation and called 
for support for and participatior 
in the association’s work during 
the coming months—the most im- 
portant part of any dealer's busi 
ness. 

Speaking on the subject o! 
Group Insurance, A. W. Harris 
Hardware Mutuals general sales 
manager, named security as the 
number one essential sought by 
job seekers throughout the United 
States today. The greatest indus 
trial progress in the next 50 years 
he said, will be made in human 
relations. “The lack of a good 
compensating insurance plan 
within your individual dealerships 
can be costly,” he warned. “Many 
employees with excellent abilities 
have gone elsewhere when they 
found no security offered by you 
as an employer.” Group insurance. 
he pointed out, is a savings, rather 
than an expense, when it proves 
attractive to a company’s good em- 
ployees. 

Ufticers elected to serve during 
the coming year are: Clyde O 
Koons, president, to succeed Car- 
ville Fleetwood; Clarence Phillips, 
first vice president; Joseph War- 
renfeltz, second vice president. 

In its 1950 resolutions, the 
association called for the repeal 
of excise taxes, together with the 
reduction of real and _ personal 
property taxes; economy within 
government and the practice of 
tax equality. The association 
recognized the need for soil con- 
servation and resolved to aid and 
participate in all practices des- 


tined to preserve the fertility of 
the soil. 
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THIS MONTH'S 
MERCHANDISING 





the less loss and confusion there is 


Dealer demonstrates the gentle pick-up action of a Hume Reel. 
The more reels placed in a dealer's community before a storm, 


when a storm hits. 


“THIS INSURANCE PAYS OFF 
TO EVERYONE, ALL THE TIME” 


Look”, said the dealer's new sales- 
nan, “you carry on your 
ar, home, buildings, don't you?” 

True enough”, replied the farmer, 
you don’t think I'm crazy enough to 


insurance 


Right”, interrupted the salesman. 
Well, you should consider this Hume 
Pick-Up Reel as against 
rop If heavy wind or rain 
hits here at harvest time your grain 
may go down, but you can pick it 


insurance 


losses. 


_ 


You know something young fel- 


low”, said the farmer, “if I insured 
nyself against everything I'd go 
broke. Sorry, no sale today.” 

Just then the dealer himself, who'd 


been listening in with one ear, strolled 


over “Look, John,” he said to the 

farmer, “if you two want to compare a 
s 

= 
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‘The Hume Pick-Up Reel will harvest 
a bigger crop of every small grain 
and beans, standing or down. Re- 
duces shattering, too , 





Hume Pick-Up Reel to insurance be 
sure to remember that it’s one type of 
insurance that pays off every time you 
storm or no storm. 

“This Hume Reel”, 
“will harvest more grain 
small grain and bean crop 
ing or down, tall or short, even or un- 
It also reduces shattering and 
clogging the combine cylinder, re 
duces lodging at the cutter bar. | 
never let a combine out of the shop 


use it 
he continued 
from every 
stand 


even. 


anymore without one.” 


The farmer left, fully sold. “You 


see’, the dealer told his new sales 
man, “that’s the difference between 
positive and negative selling In 


surance is negative. But the promise 


of more the farmer will buy 


that.” 


grain 


~— 


Down grain — a sad story that can 
have a happy ending if Hume Pick- 
Up Reels are available immediately 
to a community. 
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th HUME 
PICK-UP REE { 


GETS ALL THE GRAIN 
STANDING oR DOWN 


The 
than 
grain crops when they go down. It's 
a fair-weather friend, too, harvesting 
more grain from even the 
standing field of wheat, oats, beans, rye, 
barley or rice. Yes, the gentle, firm, 
even action of the Hume Pick-Up Reel 
picks up every head and feeds it evenly, 
gently, without shattering to combine, 
binder, mower, swather. No bunch- 
ing, no clogging, no skipping. Write 
today for the complete Hume story 


Hume Pick-Up Reel is more 


equipment to ive 


emergency 


straighest 


MANUFACTURERS OF 
TractoR-Rower Harvesters, 


Pick-Up Reels, 


Lifter Guards, 


Green Crop Loaders, Cut-Lode Harvesters 
and Floating Cutter Bars. 




















In honor of his 40th year with Massey-Harris, President J. S. Duncan, 


left, receives oil painting from Norman Appleton, vice president 


J. S. Dunean Honored 
On 40th Anniversary 


M ARKING his fortieth year 


with the Massey-Harris 
Company, James S. Duncan, presi- 
dent, was honored recently with 
a surprise dinner party at the 
National Club in Toronto, where 
more than 200 company officials 
and department heads paid tribute 
to his leadership as executive head 
of this world-wide organization. 
Arriving in Toronto in 1935, 
Mr. Duncan was amazed at the 
pessimism caused by world eco- 
nomic and financial conditions. 
Basically optimistic, he found 
much to be done, and as assistant 


general manager, then general 
manager, and in 1937 as vice 
president and member of the 


board of directors, he continued 
to fight for what he felt would be 
the future of the company, and 
the development of the United 
States branch of the business. This 
and the development of the Self- 
Propelled combine were two of 
his firm convictions. 

During the war, Mr. Duncan 
was appointed Deputy Minister 
of the National Defense for Air, in 
which position he turned out more 


than 150,000 air crews for the 
United Nations. The company’s 
services were offered to the 


Canadian government and to the 
United States, primarily turning 
out aircraft parts in Canada and 
tanks in the United States, 

At present, Mr. Duncan is 
president of both the Massey- 
Harris Company, Ltd., Toronto, 
and the Massey-Harris Company, 
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Inc., Racine. Under his direction, 
the company has expanded its 
manufacturing facilities and line 
of products all over the world. 
Annual sales of the company 
have increased more than tenfold 
since he took charge. 

At the surprise party honoring 
his fortieth anniversary, he was 
presented with a large oil portrait 
of himself, painted by Cleave 
Horne, and presented on behalf 
of those present by Norman Ap- 
pleton, vice president and secre- 
tary of the company. John Martin, 
director of public relations, pre- 
sented a richly engraved leather- 
bound volume of congratulations 
from almost 15,000 employees of 
the company over the world. 


I. H. Pylon Structures 
Increasing in Number 


NTERNATIONAL Harvester Co., 
180 N. Michigan Ave., Chicago, 
announces that more than 1,240 of 
the one-story, distinctive struc- 
tures featuring International Har- 
vester pylon have been erected 





by dealers since the company i 
itiated its base of operations pr 
gram five years ago. 

The prototype buildings, land 
mark of International Harvest« 


dealers throughout the countr 
feature extensive use of glas: 
with the showroom area glass 


enclosed on two sides for maxi 
mum display. Use of glass als 
provides the best possible day 
light conditions in the parts, serv- 
ice and office areas. 

The functional plan of the 
buildings provides what Inter- 
national Harvester believes to be 
the most effective arrangement 
and use of space and its propor- 
tionment among the various de- 
partmental areas. The plan ar- 
rangement remains the same, re- 
gardless of building size. 





Carolinas Meeting 
(Continued from page 114) 


said, will be extended to include 
certain “fringe” benefits in addi- 
tion to hospitalization. He pointed 
out that the association already is 
sponsoring an insurance program 
that includes life insurance and 
other benefits supplementary to 
the usual accident insurance. 

The convention named J. K. 
Hane, III, of St. Matthews, S. C., 
to serve as president during 1950 
Other officers elected were: W. R. 
Johnson of Goldsboro, N. C., first 
vice president; E. W. Nettles, Jr., 
Sumpter, S. C., second vice presi- 
dent; and A. A. Chappell, Wilson, 
N. C., secretary-treasurer. 

Named as new members of the 
board of directors were: J. C. Ab- 


bott, Elizabeth City, N. C., Ray 
Prince of Inman, S. C., W. G. 


Lynn, Dillon, S. C., Gedd L. Rob- 
erson, Asheville, and H. L. Mar- 
shall, Winston-Salem. 

Directors carried over were: D. 
W. Eason, Columbia, S. C., J. R. 
Marks, Whiteville, S. C., Lex 
Moser, Charlotte, H. G. Powell, 


Wilson, N. C., and E. H. Smoak of 
Orangeburg, S. C. 
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comfort, : 


Business Builder! 


Among all the modern tractor fea- 
tures a good seat is one of the first 
on the farmer's preference list. 
That’s why Oliver tractor owners 
everywhere are exceptionally 
pleased with the unequaled com- 
fort provide by the rubber tor- 
sional springs 0° the new, revolu- 
tionary Ridemaster seat. It’s not 
unusual for 4 farmer to value it at 
many times its cost. An advance- 
ment prized as much as the Ride- 
master seat gives the Oliver dealer 
an additional sa 



















les advantage---4" 


an added chance to prosper: 


THE OLIVER CORPORATION 


400 W. Madison Street 
Chicago 6, Illinois 
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Planet Jr 


Makes Seeders For Almost 
Any Crop Grown In Rows! 


For kitchen garden or large farm . . . for hand, horse, or power 
operation . . . Planet Jr. makes seeders for planting almost 
anything grown in rows from fine grass seed running a million 
to the pound right on up to small limas. 


Now is the time to talk Planet Jr. Seeders to your customers 
and help them save time, labor, and seed in their planting. 


The Planet Jr. line is complete! It includes Planet Jr. Garden 
Tractors with quickly interchangeable attachments .. . Wheel 
Hoes, Combination Seeders and Wheel Hoes, Fertilizer Distrib- 
utors . . . specialized planting, fertilizing, and cultivating equip- 
ment for general purpose tractors . . . Planetized “Tillage Steels. 


*Tracemark 





S. L. ALLEN & CO., Inc. + 3421 NN, Fifth Street * Philadelphia 40, Pa. 








Mechanics to Salesmen 
(Continued from page 100) 


training, he must have worked n 
less than four years in the service 
shop. 

Though a new mechanic is not 
employed with the understanding 
that eventually he will be pro 
moted to a salesman’s job, during 
his year in the service shop he is 
urder constant observation in his 
relations with customers 

“In visiting the shop, our cus- 
tomers, in time, will become 
acquainted with the mechanics 
and naturally will discuss their 
problems. Each farmer has _ in- 
dividual problems just as each has 
had different experiences with the 
same equipment. One customer is 
satisfied; another is disgusted 
The shop mechanic gathers a 
wealth of valuable information 
As a mechanic he acts as a clear- 
ing house for ideas that can be put 
to profitable use by customers 
Eventually such alert mechanics 
have the complete confidence of 
the customers whom they serve,” 
White explained. 

“Once they have accomplished 
this they have gene a long way in 
fulfilling the qualifications which 
we demand of our salesmen. Then, 
too, our mechanics, through such 
close association with farmers 
learn the practical application of 
the equipment we sell and which 
they service. This is of great im- 
portance in the selling effective- 
ness of those mechanics who be- 
come salesmen.” 

When a sales position opens, 
the mechanic chosen to fill the 
job comes in for a period of in- 
tensive training. Because of his 
work in the shop, he knows the 
company’s customers and_ the 
equipment he is to sell. To some, 
this might seem sufficient, but not 
to White. 

“The new salesman possesses a 
good foundation on which to 
start building,” he says, “but he 
still lacks enough essential infor- 
mation to hurt his progress as a 
salesman.” 

To remedy this, White intro- 
duces the new salesman to manu- 
facturers’ manuals, supplementing 
his practical knowledge with 
more technical information. From 
such study the salesman derives 
an understanding of mechanical 
laws and engineering principles as 
they are applied to the equipment 
he will be discussing soon with 
prospective customers. 

In this stage of training, the 
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CONVERT SINGLE ACTING.PUMPS 





No. 900 


No. 900 . . . Designed to control two 
separate hydraulic systems. The single acting 
circuit operates loaders or any single acting 
cylinder. The other circuit controls any 
double acting system as in hay push-offs and 
other implements. 








No. 930... This vaive can be used on any pump to control a 

double acting cylinder. Tractors with single acting pumps like 

certain International or John Deere models can now be made 

double acting. The hydraulically balanced valve spool is spring 

loaded to return to neutral from either operating position. 

High tensile aluminum alloy castings . . . hardened valve spools 
. all parts corrosion resistant. 


Both valves tapped with standard pipe threads 


CHAR-LYNN COMPANY 


2847 26th AVENUE SOUTH + MINNEAPOLIS 6, MINN. 


For New Installations. . Recommend the Famous 
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new salesman attends the weekly 
sales meetings where he benefits 
from visual education programs 
and lectures delivered by heads of 
the firm. Speakers from county 
agencies often are called in to dis- 
cuss various subjects of impor- 
tance to the farmer. In addition, 
representatives from govern- 
mental agencies often address the 
sales meetings on such subjects 
as production, marketing, credit, 
etc. 

These sales meetings are held 
each Monday evening. Department 
heads attend, and the firm’s busi- 


es 


ness as a whole is reviewed. In 
these discussions the salesman 
learns the importance of each de- 
partment’s function as it pertains 
to his selling. 

Once in the field, the salesman 
works on a straight salary supple- 
mented by a weekly bonus ar- 
rangement designed as an incen- 
tive for greater sales effort. 

“Selling on commission is not 
for us, for in our system of opera- 
tion we cannot stop our salesmen 
from ‘specializing’,”’ White ex- 
plained. “Under our setup, if a 
salesman, for example, has a 





‘armers throughout the country have come to depend on 
their HERSCHEL dealers for mower and combine repair 
parts. Through experience, they know they can depend on 
HERSCHEL for parts that are carefully made and guaran- 
teed to fit. 


Designed and built for high speed operation on modern 
power machinery, HERSCHEL PARTS are field tested for 
long service. They build customer satisfaction. 

Use HERSCHEL PARTS for repairing all makes of cutter 


bars. 


R. HERSCHEL MFG. CO., Inc. 


PEORIA 8, ILLINOIS 


Pioneer Makers of Cutting Parts to Fit Mowers and Combines 
Branches: Auburn, N. Y.; Minneapolis, Minn.; Harrisburg, Pa.; Omaha, Nebraska 
DISTRIBUTORS 


R. C. Cropper, Macon, Georgia 


The Southern Supply Co., Dallas, Texas 


prospective sale for some speci 
ized equipment for a dairy farm 
er—and he has given most of 
attention to the rice farmer— 
calls for the assistance of a sal 
man who is more interested 
that particular phase of farming.” 

Under the bonus arrangeme: 
quotas are set for the week 
each sales meeting. If the quot: 
is filled, the bonus is paid, each 
employee on the payroll—mechan- 
ics, salesmen, parts men—receiv- 
ing an equal share. If the quota is 
exceeded, the amount of the bonus 
is increased. 


Flint and Walling Elects 
New Officers ..... 


HE Flint & Walling Manufac- 

turing Co., Inc., Kendallville, 
Indiana, announces the election of 
the following new officers: Cecil 
R. Welch, president; Benjamin F. 
Van Hart, vice president; and 
Henry L. Ortstadt, secretary- 
treasurer. 

Mr. Welch, for many years, has 
resided in Fort Wayne, where he 
is president of the Fort Wayne 
Securities Company, stock and 
bond brokers. 

Mr. Van Hart, a former resident 
of Kendallville, for many years 
was distributor of the Globe Slic- 
ing Machine Company in Detroit 
and San Diego. 

Mr. Ortstadt is a well known 
local resident and vice president 
of the Kendallville Foundry. 

In addition to the above named 
officers, the board of directors 
constitute Richard C. Cole, Ferris 
Shaffer and R. C. Ratto, all of 
Kendallville. 

The reorganization was brought 
about through the sale of a block 
of stock held by eastern interests 
and subsequent resignation of H. 
T. Park, president, and W. H. 
Macomber, secretary - treasurer 
last January 3. Both had been 
associated with the company for 
nearly 25 years and had been ac- 
tive in the management of the 
company following the death of 
H. H. Macomber in 1940. 

Mr. Welch, newly elected presi- 
dent, pointed out that “full own- 
ership of the Flint & Walling 
Manufacturing Company has 
been brought back to Kendallville 
by the stock purchases.” Organ- 
ized in 1866, Flint & Walling is 
one of the city’s oldest industries 
and for many years has engaged 
in the manufacture of windmills 





HERSCHEL PART S_ 
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The New 1950 


SHEAR 
MASTER 





(Model 900) 
Brings Your Customers All the Features 


They REALLY WANT ! 







Powered by 
BRIGGS & STRATTON 


0 
Lists at Only 


$19 950 


1. 0. b. factory 





WORCESTER LAWN MOWER CO. , 
ver Before! 


More Quality for Less Money Than 











Operating a Shop 
For Profits ... 


(Continued from page 98) 
Li FE-T] M 7 The credit policies of many re- 
3s tail farm equipment dealers are 
E C ES uo too loose and too loosely admin- 









istered, When a customer wants 
to charge merchandise or an 
overhaul job, he is taking money 
out of your business. There should 
be no offense to customers in the 
introduction of a sound credit 
policy in your service department, 
All business operates from the 
basis of a sound credit policy, or 
the business is constantly embar- 
rassed, or eventually folds. 

So a sound credit policy is es- 
sential in the shop. The applica- 
tion of such a policy, or the fail- 
ure to apply it, can amount to the 
difference between profit and loss 
in the shop. 








Mono Introduces New 
Tree Saw and Mower 


HE Mono Manufacturing Com- 
pany, Inc., 1333 Spring St., 
Atlanta, Ga., is offering the 
Mono-Tree Saw and Mower, de- 
signed for use in clearing land of }--- 
trees and brush. 





Billings new LIFE-TIME Wrench 
Sets in distinctive gift boxes, literally sell them- 
selves! Women, as well as men, are attracted by 
the smart package with its woodgrained panel, its 


















rich royal blue color. It’s just the sort of practical N 

“he-man” gift anyone will buy for Father’s Day, > 

birthdays and other gift-giving occasions! Two sets! pe 

Fast-moving LIFE-TIME Engineers’ . . . double duty 7 

LIFE-TIME Combination Wrenches! PLUS new, sen- lit 

sational 8” Magnetic Tool Holder packed in each - Eo: 

Gift Set! . : Fe 

GIFT DEAL No. EMC Make Father’s Day . . . June 18th . . . the kick- ; sn ape ¥ : >. pay ho 

Includes off date for EXTRA PROFITS in the huge year ‘round i bre my paltry * ia an ne 

FOUR No. EM Engineers’ gift market! Cash in on the fast turnover of Billings of felling trees up to 18 inches in “ 

Wrench Gift Box Sets LIFE-TIME Wrenches in Gift Boxes . . . the ideal sell- diameter and is equipped to mow = 

and ing companion for your Billings Magic-Clerk small brush or tough weeds. Bet 

TWO No. MC Combination Counter Dispenser . . . Stay ahead with Billings! The unit can be adjusted for | fea 
Wrench Gift Box Sets [| ORDER FROM YOUR WHOLESALER. sawing on angles, hill sides, fence 

rows and other rough terrain. An the 

ond adjustment for sawing felled tim- De 


ber can be made quickly and 


y 
easily, according to the manu- 
6 © facturer 
The unit, which is steered by 


TWO colorful Counter 
or Window Display Cards. 


YOUR COST - $22.20 
YOU MAKE - - $11.10 


bicycle-type handle bars, 1s 
furnished with a 20-inch saw 
blade and saw set and has 4a 
frame of tubular steel with welded 
joints. 












TOOLS WITH TRADITION SINCE 1869 


HARTFORD CUNN U 
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INDIANA Dealer earns 
$54,000 gross profit in one 
year with SIMPLICITY line 


“To my way of thinking, any product with the design and price 
advantages of Simplicity garden tractors is a ‘sales natural’. A 
little extra selling effort and extra merchandising push was all that 
was needed to run the Simplicity line into a leading profit-maker 
for our store. I'd say that $54,000 is proof of the pudding!”’ 


Signed: MARION E. VAUGHN 
Farm Implement Store, New Haven, Indiana 


























VALUABLE Ssimplicity DEALER FRANCHISES AVAILABLE 


Sure, steady profit opportunity for qualified dealers in many areas 


Now is your opportunity to sell America’s biggest garden 
tractor value. Simplicity has recently completed a large 
scale expansion of production facilities which makes it 
possible to offer this popular line of garden tractors and 
implements to more dealers. 


Check these advantages and see why Simplicity is the best 
line for you to sell: 

Easy to Sell — Stays Sold. Simplicity has solid consumer ac- 
ceptance. Ask any owner. 

2 Performance Proved Models — cover the most popular ranges of 
horsepower classifications. 

Full Range of implements — provides steady profit opportunity the 
year ‘round. Implements interchangeable on both models requiring 
minimum inventory. 

Competitive Prices — Simplicity offers the most for the money in 
tractors end implements — America’s biggest garden tractor value. 
Better Engineering, Better Materials, Better Workmanship — Sim- 


Plicity has been in the precision manufacturing business for 28 
years — has built a leading garden tractor line for 12 years. 


Dependable Factory Support — Simplicity production facilities are 
the most modern and complete in the industry. The factory 
stands solidly behind every piece of equipment it manufactures. 
Dealers can depend upon Simplicity. 





MANUFACTURED BY 
IMPLICITY MANUFACTURIN 


SIMPLICITY HAS THE PROGRAM 

Consumer Advertising — Consistent schedules of large ads in leading na- 
tional consumer magazines and farm papers — one of the biggest cam- 
paigns in the field. 

Dealer Merchandising Aids — Colorful, well planned display material 
and promotional literature to help you sell. 

Selling Plans and Suggestions — from the factory and from the Simplicity 
field man in your area. 

Line up with the leaders now. Write to the yn i Hy, us a descrip- 
tion of your retail selling and service facilities, including a financial ref- 
erence to expedite your inquiry If you act quickly the big Simplicity 
program for 1950 can put extra profit in your pocket this spring. 


ACT NOW! WRITE TODAY! 
Sim plicity 
AMERICA’S NO.1 GARDEN TRACTOR 








New 3 H.P. Model M with 4 The new 2 H.P. Model 
speed transmission. Extra heavy L, a twin to the M ex- 
steel frame and chassis. Pat- | cept in weight and power 


ented quick-hitch. Other fam- The L features the same 
ous features quality at only 


¢ 
$14950" gl, 
Implements extra mn 


eS $2] 50 


\Implements extra 





*Prices F.O.B, Port Washington, Wis, 












Diesel Conversion Kit 
for Farmall M Tractors 


“HEPPARD Diesels, Hanover, 
Penn., at the recent 34th an- 
nual Pennsylvania Farm Show, 
announced the addition of a new 
three-cylinder, full-Diesel engine 
to its line of Diesel farm tractors 
and Diesel engines. The new 
diesel, Model 6M, is described as 
a complete conversion kit, de- 
signed as a complete conversion 
kit, designed and produced to con- 
vert Farmall M gasoline tractors 
to full Diesel power. 
The unit is claimed to be the 


first such unit engineered and 
produced for so sharply defined a 
purpose. While it will fit the W6, 
MV, 06, 0S6, 16, and T6 tractors 
and the Model U6 power unit, it 
was produced principally for the 
conversion of the Model M. 
Installation of the full Diesel 
engine in the Farmall M tractor 
requires less than a day’s time, 
with no special tools required for 
the change-over, and with all re- 
quired parts contained in the kit, 
the manufacturer reports. Instal- 
lation is said not to altar the 
physical dimensions of the Farm- 








| | Plant of Promise 


Sudangrass, one of the latest successful imported 
grasses, yields from one to seven tons an acre! 





@ Today farmers are considering their 
land in terms of grass. For grassland 
brings a double return: high profits 
and conservation. 


For instance: A New Jersey study of two ad- 
jacent fields planted in row crops showed that 
grass cover halved the loss of nutrients due to 
erosion—and increased the crop yield by 40%. 


The double-value of grass as a high- 
profit crop and as a guard against 
erosion is opening a rich, new market 
to New Holland dealers. 

For New Holland has long been the 
leader in grassland farming— pioneer 


of the first automatic pick-up baler 
. . . today’s largest maker of pick-up 
balers . . . and, for 1950, producer of 
a farm-engineered, farm-proved line 
of grasslanding machinery, headed by 
the great new “77” baler. 

Wide-awake dealers, too, are enjoy- 
ing a present made prosperous, a 
future made secure . . . by GRASS! 
There may be a New Holland dealer- 
ship open in your territory. Drop us 
a line and we’ll be glad to talk it over 
with you. 


New Hoiianp ii 


“TODAY'S LEADER IN 


NEW HOLLAND MACHINE COMPANY 
NEW HOLLAND, PA. + Minneapolis 
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GRASSLAND FARMING” 


* A Subsidiary of The Sperry Corporation 


* Des Moines + Kansas City * Toronto 








all M. All implements designed for 
use with the gasoline M can be 
used with the tractor after e 


change-over. 

While the block and pan of the 
new 6M engine have been engi- 
neered to the exact dimensions of 
the M tractor frame, the engine, 
internally, incorporates all the 
features that are built into stand- 
ard Sheppard Diesels. The 6M is 
full Diesel and utilizes the simpli- 
fied Sheppard fuel injection and 
combustion system, which oper- 
ates on practically any mineral 
oil or vegetable oil, it was an- 
nounced. Ignition is accomplished 
by the heat of compression alone, 
and there are no spark plugs, 
magnetos, carburetors, distribu- 
tors, or any electrical ignition sys- 
tems included, according to the 
manufacturer. 

The manufacturer recommends 
that straight mineral base lube 
oil be used in the 6M engine (de- 
tergent oils are not required by 
this unit) and that it is necessary 
to change the oil in the crank- 
case only twice a year, in the 
spring and in the fall. Sheppard 
engineers point to the large over- 
size lub oil filter as the reason for 
lube oil economy. The use of this 
replaceable cartridge type filter, 
combined with the well-ventilated 
crankcase of the engine, is claimed 
to result in longer operating 
periods between oil changes. 


Massey-Harris to Open 
Columbus Branch in July 


ASSEY-HARRIS Company, Ra- 
M cine, Wisc., is in the process 
of constructing a new _ branch 
building at Columbus, Ohio, the 
sixth in the current Massey-Harris 
modernization and expansion pro- 
gram. It will be a modern single- 
story building, located at 1165 Kin- 
near Road, and will be similar in 
design to the firm’s recently con- 
structed branch buildings at Oma- 
ha, Kansas City, Dallas, Atlanta 
and Memphis, According to H. H 
Bloom, executive vice president, 
construction was begun early in 
December last year, so that the 
building would be completed by 
July this year. 


The new building will have 
some 56,000 square feet of floor 
space and about 70,000 feet of 


parking and yard space, with rail 
siding and extensive docks for 
trailer trucks. Walls of the build- 
ing are to be of masonry con- 
struction with the roof of in- 
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su d steel. A spacious show- 
ro as well as warehouse, parts 
der .rtment and branch office, will 
be included. Also, it will have 
fluorescent lighting, air condition- 


ing and will be acoustically 
tre ted. : 

I the convenience of em- 
ployees, it will include shower 
facilities, lunch rooms, and a 


fully equipped kitchenette. 


Deming Issues Booklet on 
Running Water ..... 


|IHE DEMING Company, Salem, 
I} Ohio, announces the latest 
edition of a booklet on running 
water, “How to Select Your 
Water System.” 

The 28-page booklet contains 
helpful information on numerous 
subjects related to the proper 
selection and installation of auto- 
matic water systems, it was an- 
nounced. And numerous illustra- 
tions make it easy to read and 
understand. 


L 


The Deming Company - Salem, Ohio, U.S.A 





Subjects include protection of 
water supply against contamina- 
tion, importance of using adequate 
sizes of pipe, explanations and 
diagrams showing different types 
of shallow and deep well pumps 
and their respective range of well 
depths and other facts about auto- 
matic water systems. 

The new booklet is free on re- 
quest to the Deming Company, 


Hamill Purehases New 
and Larger Plant... 


S pemgy Manufacturing Co., 
Inc., has moved from Pleas- 
ant Ridge, Mich., to new and 
larger quarters at 3950 Van Dyke 


Road, Washington, Michigan. Ac- 
cording to H. B. Hamill, custome! 
acceptance of the company’s line 
of tractor-mounted cultivators 
and tillage tools made _ possible 
the purchase of this new plant, 
with more than double the firm’s 
former capacity. Hamill is also 
producing the Hansen precision 
vegetable planter. 

Don Markus has been appointed 
sales manager, and promotion 
programs and dealer and dis- 
tributor expansion plans for 1950 
are already underway. 


Three Loaders Announced 
By Dearborn Motors . . . 

EARBORN Motors Corp., De- 
| 3, Mich., has introduced 
a series of three newly designed 
material loaders, capable of tak- 


ing the drudgery out of many 
farm tasks. 

The basic unit, an implement 
that is said to fit into numerous 


lifting and loading jobs about the 
farm, is the Dearborn Standard 
loader. It has a load capacity of 
750 pounds, and can be equipped 
with either a material bucket, 





eTalae:) 
Purpose 
Auto Steer Type 


TWO SIZES 





Heavy 
Duty 
Fifth Wheel Type 
TWO SIZES 


No. 600 


construction. 


For Special 
Hauling 
Jobs 


No. 640 
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The "Big Haul” 5 ton capacity. Will do the 
work of two or three ordinary wagons. Fifth wheel 


The No. 620 is built to carry 4 tons. 


TIMKEN BEARING EQUIPPED 


1C 


The Complete Wagon Line That 
Meets All Farm Hauling Needs 






Greater capacity, greater structural strength, advanced design. 
One basic wagon to carry in stock . . . 
or spring bolsters as the customer requires. Capacity 3 tons. 
The No. 660 is built to carry 4 tons. 


add rocking bolsters 


The “Cut Under" 4 ton capacity, high arched 
axles for short turning. Fifth wheel construc- 
tion. A wagon designed for special hauling 
jobs. 


Write for name of nearest distributor 


ELECTRIC WHEEL CO., 2927 Oak St., Quincy, Ill. 
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YOUR CUSTOMERS AND SOIL CONSERVATION 
SUPERVISOR KNOW THE ADVANTAGES 
OF STUBBLE MULCH FARMING 


Dempster Combination 
Carrier with its many at- 

tachments is designed to 
4: 2 meet these requirements. 


Dy 
















Future production of our soil will depend almost 
entirely upon the treatment we give it. Saving 
the top soil, storing and conserving moisture 
where it falls are important. The Dempster com- 
bination carrier when equipped with 30” flat 
sweeps penetrates the ground at the desired 
depth, leaving residue on top, increasing water 
holding capacity: in the seed bed, checks evapo- 
ration and lessens soil blowing or washing. Ask 
your Soil Conservation Supervisor about the 
stubble mulch method. 


iS 













Field Cultivator Spring Tooth Attach Tillage Attachment consisting of three 

ment can be supplied in either 8’, 30°" friction trip sweeps, shaker bors 

10’, or 12° size . . may be and rolling coulters. Also can supply 

pump and equipped with either regular 16° in five sweep. This attachment has 

on and kill sweeps or 2 x 10°’ double point ample clearance for handling heovy 
rod laaasan drop shovels. stubble. 





d other top- ' 
customers the 
investment in 


Water Systems 
R than ever! That 


pee for ro when you SELL DEMING! 





& 


Write for complete details! . 
Where seed beds are prepared leaving No. 120 9° 12°° spacing Deep Furrow 
residue on top, the No. 120 Drill Drill attached to No. 100 Carrier 


Attachment places seed below the 
mulch and presses it firmly, leaving 
ground in condition to hold moisture 
with little danger of soil blowing. units. 


equipped with press wheels. Double 
hitch con be supplied for pulling two 





Send for new, illustrated folder 
ee oe Other attachments available for the No. 100 
enn se oan an = Combination Carrier include two and four-row 
many copies you can use. Pia listers, deep chisel attachment, stalk cutter at- 
tachment and a two and four-row knifing at- 
A 19 treedway » Selon, One as tachment for cultivating lister crops. There may 
ie be a Dempster Dealership open in your own 

vicinity. Write immediately for dealer prices | 

and information. ; 


DEMPSTER MILL MFG. CO. 


BEATRICE, NEBRASKA 
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manure fork, or crane. 

[he other two loaders are the 
Dearborn Heavy Duty loader and 
the Heavy Duty loader with hy- 
draulic bucket and manure fork 
control. Both have a load capacity 
of 1,000 pounds. 

\ll three loaders, easily at- 
tached to and detached from the 
Ford tractor, have the same rug- 
ged frame, dippersticks, and ram 
cylinders. They also use the same 
naterial bucket, manure fork and 
crane, which are sold separately. 

The Dearborn Standard loader 
is operated by Ford tractor hy- 
draulic control. The two models 
of Heavy Duty loaders are oper- 
ated by self-contained hydraulic 
pumps. 

Both new Heavy Duty loaders 
have a rugged bumper attached 
to the main frame of the loader 
and mounted in front of the 
tractor radiator, giving protection 
to the front of the tractor, as well 
as to the sides of the hood. 

The Heavy Duty loader with the 
hydraulic bucket and manure fork 
control allows the operator to con- 
trol the pitch of the bucket or 
fork at all times. This is a great 
advantage when loading manure 
or digging into sand, coal or 





gravel. And with hydraulic bucket 
and manure fork control, it is not 
necessary to dump the entire load 
at once. Any desired portion can 
be dumped. 


Three conversion kits have been 
developed to change the loaders 
where new job requirements so 
indicate. The kits make it possible 


to convert the Standard loader 





Empire tillage tools draw 


freely, and run true longer. 


“THE LINE WITH READY TRADE ACCEPTANCE” 


THE EMPIRE PLOW CO. 


1840 


TROUBLE-FREE WORK 


woth 
EME 


With an added springiness and strength, 
light, scour 






TA 


“Iu Our Second Century of Progress” 
CLEVELAND 4, OHIO 


FARM EQUIPMENT SECTION for Southern Hardware for MARCH, 1950 


ISOTHERMAL HEAT TREATED Empire built 
ground engaging tools. A new toughness 
provides a firm resistance to shocks and 
jolts edges stay sharper, lost longer 


no splitting or curling 


VwOVV 5 


1950 





teat (adic je TOUGRNESS 
Jmoqored foc PERFORMANCE 


Extra acres of trouble-free work with 
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hydraulic action for transporting 
on wheels and for adjusting depth 
of cut. The rigid disc features two 
gangs, raised and lowered hy- 
draulically by control valves with- 
in easy reach of the tractor op- 
erator, it was announced. When 
gangs are raised for transporting 
to and from the fiel<i, the terrace 
disc can be haulei on hard or 
gravel roads up tr 40 m.p.h 
Rigid construction is said to 
assure no trailins. The disc does 
not follow ground contour but 
digs right in, levelling the ground 
the first time over the field. By 
raising the wheels, cutting depth 





District sales representatives in attendance at Deming sales meeting can be regulated from one to six 
inches turning the soil completely 

into a Heavy Duty loader with Four new sales representatives at all depths, it was announced 
hydraulic bucket and manure fork were appointed during 1949: Jack By turning completely in a 10- 





control. Another kit can be united Klein, Eugene Steitz, Sidney foot circle and by its ability to 
to convert a Heavy Duty loader Snyder and James Jamison, who operate on waterways, strip and i 


into a Heavy Duty loader with are being assigned territories. terrace farming, the terrace disc 
hydraulic bucket and manure aieaniantbesiamaniie is said to save considerable oper- 
fork control. ating time in the field. It can be § 
Kington Terrace Dise used with any tractor, with or ; 
Has Hvdraulie Action without hydraulic equipment 
Deming Company KEolds , The terrace disc will be retailed 
Annual Sales Meeting . INGSTON Manufacturing Co., through farm equipment dealers 
Roseville, Illinois, has an- Full details are available from the 


ce a Company held its nounced a new terrace disc with manufacturer. 
annual meeting January 2-6 

at the company plant in Salem, 

Ohio, with all United States dis- 

trict sales representatives attend- 3 

ing. 

G. R. Deming opened the meet- 
ing by expressing his apprecia- 
tion for the exceptionally fine 
work done by the sales force in 
1949 and explained the building 
program carried on during the 
past year to expand the com- 
pany’s manufacturing facilities. 

A new advertising program was 
announced by L. H. Taylor, ad- 
vertising manager. Several state 
consumer farm papers have been 
added to the list for 1950. In 
addition, a complete direct mail 
program for dealers was outlined. 





























INNES INNES INNES INNES INNES INNES INNES 






a He owns a John Deere 
A, B, or G tractor. Uses power take- ila 
off to operate several implements. [j—>» WW » 
Hates the drudgery of shifting and | , ne 
clutching, but doesn't know yet that 
Constant Power will enable him to \)'; 
run the power take-off continuously, 
independent of tractor clutch. You p- 
x » have a customer answering this de- Sana 
Constant Power costs less than a single motor scription — sell him Constant Power 

mounted on combine, sprayer or baler. Gives con- 414 collect the reward of a welcome commission. Order 


ti ind dent t impl t dri : 
ia © a aces aemek ae aad a ag free literature today from Innes Company, Bettendorf, lowa. 


corn picker, forage harvester, etc. Innes CONSTANT POWER ~, T 


INNES INNES INNES INNES INNES INNES INNES INNES INNES 





INNES INNES INNES INNES INNES INNES 
S3NNI S3NNI S3NNI S3NNI SaNNI 
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“DU-ALL” 
Riding 
Tractor 





FLEXIBILITY OF USE helps the “‘Du-All” Riding Tractor and Peppy Pal’ 
Walking Tractor sell themselves. Numerous attach- 
ments help you to extra profits too, because they let Shaw Tractors seed, rake, saw 
wood, harrow, disc, cultivate. mow. plow and do hundreds of other jobs quickly and easily - » e a 
ECONOMY OF OPERATION Patented, exclusive design assures maximum DU-ALL and PEPPY PAL 
* power and bulldozer traction. Heavy-duty, tested 


engines get the most from every pint of gasoline ... give customers more for every dollar Ga rden Tractors 


Simplicity of design, mass 
FINE QUALITY AT LOWEST COST. Simy'ic't» of desizn, mass “PEPPY-PAL" 


over 50 years farm equipment engineering experience result in low-cost, 
Walking Tractor 


dependable construction the kind your customers want. Easy to start 
easy to run...a child can operate any Shaw Tractor. 


ATTRACTIVE PROFIT MARGINS 


















Attractive profit margins are due to mass production and mass buying PLOW 
of raw materials. Special prices are offered to distributors buying in HARROW 
large quantities SEED 

SOME CHOICE DEALERSHIPS STILL OPEN CULTIVATE 

You can start cashing in on Shaw profit opportunities today. For com- DISC 
plete information on how to build profits in the field of small tractors. write MOW 
direct to manufacturer now RAKE 

SAW 
7 BULLDOZE 





8303 Front Street, Galesburg, Kansas 











34 L U i Produces Sales by Producing Results— 
a Power Take-Off Crop Duster 
C ie O a That Satisfies Customers 2 
le | ,——@ _ 
DUSTER \ag > ae 


* Economically Priced 








= 





* Long Lasting 
* Complete Coverage 
up to 20 or 25 feet 


*® Quickly Mounted 


on Tractors 


Ss 
~) 








* Accurate Quantity 
Adjustments 

* Built For High 
Speed Operation 











For full details, prices, specifications, and nearest jobber write or wire 
© Liquid Fertilizer Distributors ¢ Tractor Stalk Cutters 


(Anhydrous Ammonia) JOHN BLUE Company, Inc. e Horse Drawn Planters 


° Tractor Planters and ¢ Horse Drawn Distributors 
| Distributors HUNTSVILLE, ALABAMA ¢ Horse Drawn Disc 


* Tractor Drawn Disc Harrows Harrows 
Dependable Farm Equipment Since 1886 




















eee 
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Burks Super Turbine water sys- 


tems, is featuring its new dual- 
. purpose Life-Lok water system 

7 for 1950. 
} adding an_ inexpensive 
- shown here, the system 





is said to be changed from a shal- 
low well to a deep well system, 
with no change made in the power: 
or pump. 

With fluctuations in the wate: 
levels, such as took place recent]; 
in New York State and othe: 
areas, the deep well conversion 
idea is described as invaluable 


By 
» ‘a » : Educer, 


t 





el 


leveling adjustments. 


Myers Front or Rear 
Mounted Tractor Sprayers Three different boom lengths 
are available, and models are 
made for front mounting, as well 
as for rear mounting, on tractors, 
according to the announcement. 


HE F. E. MYERS & Bro. Co., 

Ashland, Ohio, is offering a 
tractor-mounted, low pressure 
sprayer. The new Du-All model 
boom, said to be designed for the 
most rugged operations, has com- 
plete nozzle adjustment for spac- 
ing, all hose lines to nozzles, 
special wing safety hinges to 
eliminate breakage, and wing tur, IIL, 


Decatur Pumps Feature 
Deep Well Conversion . 





HE DECATUR Pump Co., Deca- 





manufacturers of i 
HARDWARE DEALERS 
WITH IMPLEMENT 


WANTED ‘srsiwresces | 


or dealers who can display and demonstrate this brand new design 
of a ride-on full-view tractor. A junior tractor for large farms... the 
primary tractor for small acreage farms. The first new design in a 
decade . . . now in its fourth year of successful operation ...and a 
profit maker for live dealers. 
FAST SELLING TRACTOR TO 

COMMERCIAL GROWERS, SMALL ACREAGE FARMERS 

AND POULTRY RAISERS ( 
In a class by itself for commercial growers of onions, celery, carrots, ’ 
and other truck crops. One model designed for nurserymen cultivates 
trees 4 feet tall. GH tractor is new...it does not compete with gar- 
den tractors or farm tractors. Write for details of selling franchise. 


FULL VIEW 

















CONSUMPTION 






GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 





GB TRACTOR 
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I 
NEW COLUMBIANA "ALL-IRON" 
li 
PITCHER SPOUT PUMP wena y= a 
@ Here are some of the outstanding features or er ormance , 
that make Columbiana the preferred name in 
hand pumps for the — world: For two generations, Thompson sprinkling irrigation 
%*—NON-DRIP SPOU equipment has given consumer satisfaction. Constant 
S—ANTIPREEZE REVOLVING BEARER additions and refinements keep the line in the fore- 1 
*—CUTAWAY BASE Permits placing front of the sprinkler field. 
bucket directly un spout 
Designed for wells and cisterns up to 25 feet . ORDER TODAY P 
deep. A? Jew. price, high-quality pound from your jobber for your Spring requirements 
; diameter and ali * tuction connection for WRITE TO US 
ede — 3 t~ 4-5 i ioe gue eee Seeapees Seteing 
Established 
2, concealing THOMPSON MANUFACTURING COMPANY 
olumbiana PUMP COMPANY Since 1907 i 
2261 E. SEVENTH ST. LOS ANGELES 23, CALIF. ; 
COLUMBIANA, OHIO, U. S. A. Phone ANGELUS 9-8233 - 
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UP Your Profits with 
UP Display Fixtures 








Association Designed 


SHOPPING ISLANDS 


Are Flexible and Versatile! 


It's “eyes right” . right on your featured mer- 
chandise when it’s displayed on easy-to-see, easy- 
to reach display fixtures . . . they’re Association- 
designed for Association members only. Attractive 
Shopping Islands add 50% more display space to 
your store. They’re durably-constructed of high- 
grade mahogany, oak or birch, with ample 
storage-space underneath for reserve stocks. Top 
step-ups can be quickly arranged to accommodate 
all sizes and shapes of merchandise. 


Association Step-Up Display fixtures are un- 
excelled in beauty, workmanship and price. They 
are shipped completely assembled, ready to go to 
work at once. See association-designed fixtures 
first before you buy! 





For Complete Store Planning 
Consult Your State Association 


Streate 


Pa Our Fixtures Available Only 








INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 


Thru State Hardware Ass‘ns 
57 





Make those EXTRA Chain Sales 
with the Cleveland Sales-Master 


cyNELAND Chay 
6 Reel Display == sia " 
with 4 storage bins a 
Sells More Chain 


The Cleveland Chain Sales-Master rings up many 
sales that would otherwise be lost. It’s, in reality, a 
super chain salesman. 

An efficient companion of the famous REEL SALES- 
MAN, the Sales-Master is built for heavy duty service 
in large stores. It gives you a big, capable extra sales- 
man specializing on the one job of selling chain 
—and doing it well. 

The Sales-Master holds six full reels, or their equiva- 
lent in one-half or one-third reels. It has four storage 
bins in the base for stocking ROUND welded coil chain. 

If you'd like to put one of these big profit-makers to 
work right away, see your jobber. He'll gladly give 
you full data. A-2678 


The Reel Salesman turns the sales spotlight on ROUND 
Chain. It holds 4 reels (or their equivalent in % or ¥ reels) 
of popular small sizes of welded and weldless chains. 


CLE VELAND [[HAIN 
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ie ARDWARE_ 


CASHING IN ON A VALUABLE ASSET 


S COMPARED with most other lines of trade, the hardware business offers 
A certain definite and important advantages to the independent operator. 
But, too often, he fails to recognize them. Too often, he thinks of chain-store 
competition in terms of groceries, or drugs, or clothing. 

First, there is the obvious fact that hardware, as a line, is not attractive to 
the chain-store merchandiser. The turnover is too slow. Most hardware items 
are bought for years of use; whereas the chain-store operator prefers to sell 
something which is consumed quickly or has a short life, and must be re- 
placed within a few days or weeks. 

Second, in buying so-called durable goods, the consumer is likely to be 
more interested in quality and durability than in the possibility of saving a 
few cents on the purchase price. 

Third, most of the manufacturers of recognized, high-quality hardware 
lines prefer to sell through the long-established wholesaler-to-retailer chan- 
nel. And so, as a rule, the advertised, recognized, well-known brands of 
hardware are found in the independent hardware stores—and not in the 
chains. Or if the well-known manufacturer also supplies merchandise to the 
chains, it is usually private-brand merchandise; the brands which are the 
recognized hallmark of quality are reserved for the independent retailers. 

Accordingly, one of the most valuable assets of the independent hardware 
retailer is his near-monopoly on the brands and trade names which for 
generations have been synonymous with quality. 

Or—it could be one of his most valuable assets if he consistently tried to 
capitalize on it. But, too frequently, the independent hardware store fails to 
feature prominently the brands which it carries. 

When the consumer buys tooth paste or coffee, he usually calls for a cer- 
tain brand, for this is something which he buys frequently. But when he 
shops for a hammer, or a hoe, or a padlock, it may have been years since he 
bought one of those items before. He may not be able to recail the brand 
names. He probably wants to buy a quality brand, but he needs to be re- 
minded of the name. When he is reminded of it, the name no doubt will be 
familiar to him, and will give him the assurance of quality. 

So it is the part of good merchandising to feature prominently these well- 
known, advertised, brands and trade names. They should be stressed in 
newspaper, radio and direct-mail advertising. They should be featured in 
window displays, and on display tables and fixtures inside the store. And, 
it goes without saying, the sales people should be trained to sell these quality 
brands intelligently and effectively. In such a merchandising program the 
independent retailer will be cashing in on a most valuable asset. 
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N \ GALVANIZED 
. STEEL WIRE 


Means money to you... 


Because your customers know it means money to 
them—in longer-lasting fence . . . greater year-in 
and year-out protection. 

Sell the fence that is Southern made for Southern 
needs . . . that makes satisfied customers for you— 
DIXISTEEL FENCE. 


See your wholesaler or write today for full in- 
formation on the complete DixisTEEL Fence Line. 
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BACKED BY SOUTHERN 
ADVERTISING TO BUILD 
MORE SALES FOR YOU! 
Dixisteel Fence ads appear 


regularly in publications 
reaching 373,471 farmers. 






































Genuine Copper- Crack-proof zinc Four wrap, hinge- Tension curvesin Only full size wires, 
Bearing steel wire, armor further joint construction line wires allow accurately and 
rust-resisting 


protects wire from stay wires won't for expansion correctly spaced 
through and through devastating rust slip or pull loose and contraction are ever used 
7 | Hantic AY y 7-4 | Company 














ATLANTA, GEORGIA 
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The Probtem of 
FUTURE ORDERS 


Placing orders for seasonal mer- 
ehandise in advance of the season 
is a leng-established practice in 
the hardware trade which should 
be continued. Its advantages in- 
clude economy in production and 
assurance of adequate inventories 


MONG the recognized tradi- 

tions of the hardware trade 
is the practice of placing orders 
for seasonal merchandise in ad- 
vance of the season. 

This is not one of those prac- 
tices which originated during the 
war-time emergency period. It is 
an old, long-established custom. 
It dates back as far as any of the 
present generation of hardware 
men can remember, and perhaps 
much farther. In the early annals 
of the Southern Wholesale Hard- 
ware Association—in the conven- 
tion records of the 1890’s—we 
find references to the practice, 
which was common even in those 
days, of taking orders for seasonal 
goods to be shipped at some speci- 
fied future dates. 

But during the war, and in the 
immediate postwar years, our 
normal business practices were 
disturbed. Supply fell so far be- 
low demand that allocations re- 
placed the normal routine of tak- 
ing orders for merchandise. The 
practice of placing future orders 
for seasonal goods more or less 
disappeared because a dealer 
could only hope to obtain, at the 
Start of each season, his minimum 
seasonal requirements, through 
the allocations given him by his 
suppliers. 

As supply again came into bal- 





By W. H. Terstegge 


President, Stratton & Terstegge 

Co., Louisville; and President 

the Southern Wholesale Hard- 
ware Association 


ance with demand, last year, it 
was expected that the normal 
practice of placing future orders 
for seasonal merchandise would 
be resumed. But there was a gen- 
eral feeling a year ago that prices 
were too high, and would have to 
come down. Many economists pre- 
dicted that we would have lower 
prices, and these predictions were 
broadcasted generally by press 
and radio. Then, too, men high in 
government circles preached the 
doctrine—perhaps because they 
thought it would meet with gen- 


eral approval—that prices were 
too high. 

In view of these widespread 
predictions and warnings, what 
could have been expected? Just 
exactly what did result, which 


was that many dealers decided it 
would be safer to refrain entirely 
from placing orders for seasonal 
goods ahead of the season. On the 
other hand, there were other 
dealers who either did not agree 
with the warnings or were not in- 
fluenced by them, so they re- 
sumed the normal prewar prac- 
tice of placing orders in advance 
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requirements 
And, in 
latter 
fared better than did the dealers 
who waited until the start of the 
season to place their orders. 


estimated 
merchandise 
that the 


for their 
of seasonal 


general, it seems 


That the economists were 
wrong, or at least only half right, 
is best illustrated by reviewing 
the performance of two _ staple 
items in the hardware trade. 
First, ammunition sales on the 
part of manufacturers, whole- 
salers and dealers probably suf- 
fered the worst decline in volume 
of any hardware item; and, too, 
there was a price decline about 
mid-year. On the other hand, 
screen cloth pursued an opposite 
course. Supply was not adequate 
and there tended to be a scarcity 
throughout the year, which situa- 
tion was not helped in the least 
with a strike in the steel industry 
last fall. In addition, about the 
first of this year, there was an 
advance in price. 

Now the two items mentioned, 
ammunition and screen cloth, are 
somewhat representative of the 
hardware line as a whole, and 
their record of last year may in- 
dicate the difficulty of trying to 
apply one uniform policy to any 
and all hardware items. Yet, ex- 
cept under unusual or abnormal 
conditions, the practice of placing 
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future orders for seasonal mer- 
chandise is sound and logical, and 
works out to the best interests of 
both the merchant and his sup- 
plier as well as the manufacturer. 
And since the custom has pre- 
vailed for so many years, it should 
not be hard to determine just 
what these good, sound and logical 
reasons are for continuing this 
practice from year to year. 

In order to study this problem, 
just imagine for a moment that 
you are a manufacturer of a 
seasonal item—an item that sells 
readily to the consumer only 
three or four months during the 
entire year. You have just come to 
the end of your season, and in 
planning your operations, you of 
course try to look ahead to your 
next season, which is some eight 
or nine months away. 

Now how would you start to 
prepare for that next season? 
Would you start by manufacturing 
thousands of items, involving the 
purchase of large quantities of 
raw material, with a huge payroll, 
and going into debt during the 
months when no money is coming 
in, when you did not know wheth- 
er the wholesaler would buy your 
line or would buy a competitor’s 
line? Or when you had no de- 
pendable information as to how 
would 


much your’ wholesalers 
buy? 
Or if you were a wholesaler, 


would you gamble your money in 
a large inventory of items that 
would not sell for eight months, 
without knowing what amounts 
your customers might need? Cer- 
tainly the wholesaler or dis- 
tributor who contemplated plac- 
ing such an order would at least 
want to know the extent of the 
inventory that is in thousands of 
dealers’ hands, how much they 
carried over, and whether there 
were any items that became un- 
popular and would not be re- 
ordered because of slow sales. 


Dealers’ Needs 


Unless a wholesaler has some 
tangible evidence as to what his 
dealers’ requirements will be, he 
would seem to be very foolish in- 
deed to place substantial orders 
for next season’s requirements 
eight months in advance. 

These are the conditions that 
have caused the wholesaler to ask 
a dealer about his stock; to in- 
quire as to its movement during 
the previous season, as to what 
was left over, and as to what were 
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When advance 


supplied with 

orders for seasonal merchandise, 

factories can operate more effi- 
ciently and at lower costs 


the best-selling numbers. Also, he 
naturally would want to know 
what the dealer expected would 


be the best-selling items in the 
coming season. 
Then, after the dealer’s time 


has been used in making this in- 
vestigation and in the accompany- 
ing discussion of his merchandis- 
ing problems, what is more 
natural and logical than for the 
dealer to place an order for all or 
a substantial part of his estimated 
requirements when all these perti- 
nent factors are fresh in his mind? 
This practice of placing future 
orders on seasonal goods has been 
of such value to wholesalers that 
the custom has grown generally 
of allowing a future dating on the 
invoices covering such orders. This 
is a help to the entire industry. It 
enables the distributor to have 
orders in hand covering the deal- 


ers’ immediate estimates for the 
season ahead. On the basis of 
these orders he is then able to 


place his own firm order with the 
manufacturer. If the dealers or the 
wholesalers under-estimate their 
requirements, this can generally 
be remedied by ordering addition- 
al goods at the beginning or dur- 
ing the active selling season. If 
the estimate proves to be a little 
liberal, this can be remedied by 
neither the dealer nor the whole- 
saler placing any additional ord- 
ers during the season. 
Cooperating with wholesalers 
generally, manufacturers of sea- 
sonal merchandise find it very 
advantageous in obtaining future 
orders to give, in turn, a dating. 
This enables wholesalers to stock 
merchandise during the off sea- 
son and to give the manufacturer 


a steady flow of orders so that he 
may anticipate the trade’s re- 
quirements and run his plant on 
an even keel. Of course, this is 
the most efficient and logical way 
for any manufacturer to produce 
at his lowest cost. 

Without future orders, the man- 
ufacturer of seasonal merchandise 
would need a plant several times 
its present size so that he could 
produce in three or four months 
the requirements of the consum- 
ing public at the time they want 
his product. Such a plant would 
lie idle for the greater part of the 
year, and obviously this would be 
a very inefficient and expensive 
method of manufacturing any 
article. On the other hand, as a 
result of giving dating to a whole- 


saler, the manufacturer has a 
backlog of orders which allows 


him to operate a smooth-running, 
continuous business, at maximum 
efficiency and at far lower costs 
than would be the case if his plant 
were running only a few months 
out of the year. 

This is more than a custom. It 
is a logical manufacturing opera- 
tion which is secured by the pro- 
ducer in return for the granting 
of dating to the wholesaler; and 
this latter, in turn, passes on to 
the dealer the benefits of prices 
and terms that are made possible 
by economical and efficient man- 
ufacturing of seasonal items. 


Consumer Needs 


The dealer level is the first to 
experience any change in style, 
ideas or improvements, and to 
know what price ranges appeal to 
the consumer. Thus, in a normal 
season, when dealers place future 
orders for seasonal merchandise 
with their wholesaler, the latter 
is then able, by compiling orders 
from his various dealer customers, 
to transmit to the manufacturer a 
definite picture of the consumers’ 
wants and needs over a very wide 
territory. 

Now in view of last year’s ex- 
periences, the question may arise 
as to whether general expectation 
of price declines will again op- 
erate this year as a brake on the 
practice of placing future orders 
Any predictions are hazardous, of 
course, but, in general, it seems 
safe to say that there now seems 
little reason to expect any general 
downward trend of prices this 
year. 

There are still many opinions 

(Continued on page 90) 
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\) HAT justification is there for 
W the wholesaler, in the dis- 
tribution of hardware? Is he an 
essential link in the chain of dis- 
tribution? Does he perform his 
functions efficiently and at rea- 
sonable cost? 

These are questions which it is 
necessary that we ask ourselves 
occasionally as we listen to com- 
plaints — much of it idle talk, of 
course — about the costs which are 
added as merchandise travels the 
often long and devious route from 
producer to consumer. 

From time immemorial the so- 
called ““middle-man” has been the 
whipping boy of demagogs, soap 
box orators and would-be re- 
formers. No doubt there have been, 
and still are, middle-men who, by 
reason of special circumstances or 
conditions, have been able to take 
advantage of situations which 
have made it possible to levy an 
excessive charge before the ulti- 
mate consumer pays. The modern, 
efficient wholesale distributor. 
however, vehemently denies that 
he is a “middle-man” in the popu- 
lar sense of the word or that his 
services increase the cost of mer- 
chandise adaptable to wholesale 
distribution, but rather he is a def- 
inite means of economy; he reduces 
the cost of distribution instead of 
increasing it. 

In the open competitive markets 
of the American free enterprise 
System, no method of distribution 
can hold its “place in the sun” if 
it does not render a service worthy 
of its hire. 

Hardware is only one of many 
prominent industries which uti- 
lize across the land, hundreds of 
long-established, highly  success- 





By H. J. Allison 


indispensable 
order 


ful, and altogether 
wholesale distributors in 
that the products of the industry 
may reach the ultimate consumer 
in the most efficient manner and at 
the lowest cost. 





Mr. Allison is president of 
Allison-Erwin Co., wholesale 
distributors, Charlotte, N. C. 


He is a past president of both 

the Southern Wholesale Hard- 

ware Association and the Na- 

tional Wholesale Hardware As- 
sociation 


Persistent efforts have been 
made over the years, and are still 
being made, to develop more effi- 
cient and more economical means 
of distribution, Such is the nature 
of the “trial and error,” “profit 
and loss,” “free enterprise’ system 
on which this nation of ours has 


attained the highest level of 
economic progress ever known to 
man, 

Within the life span of many 


of us, chain stores and mail order 


houses have developed to tremen- 
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dous size and with a network of 
branches and retail stores extend- 
ing into practically every trading 
area of the country. Undoubtedly 
this growth has been at the ex- 


pense of many _ independently 
owned businesses. Nevertheless, 
the Department of Commerce 


figures indicate that the volume of 


sales of hardware wholesalers, as 


well as of many other wholesale 
groups, has shown greater in- 
creases in recent years than the 


largest of these newer competitors. 
Students of modern merchandis- 
ing have long recognized the fact 
that these more recently developed 
methods of merchandising have 
not eliminated functions 
Manufacturers going direct to 
the retail dealer with their mer- 
chandise do not eliminate the 
function of the wholesaler; they 
simply do it themselves and in- 
clude the cost in the price they 
charge the retail dealer. If it re- 


warehousing at strategic 


quires 
locations over the country, they 
provide their own warehouses. 


They send their own salesmen to 
call on the retail dealer, they 
handle each individual order; do 
their own billing, collecting, and 
all the other functions performed 
by the independent wholesaler. 

Likewise, when the manufac- 
turer goes to the ultimate con- 
sumer with his product he does 
not eliminate the functions of 
either the wholesaler or the retail- 
er; he merely performs it himself 
and collects the cost of these 
functions in the price he charges 
the ultimate consumer. 

No fair-minded wholesaler will 
maintain that every manufactured 
article must be handled by some 
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wholesaler to achieve the 
ultimate in efficient and 
economical distribution. 
Admittedly, there are cer- 
tain lines of merchandise 
in which best results can 
be obtained by some other 
method of handling. How- 
ever, “hardware” in the 
main covers a broad line 
of merchandise which, in 
most cases, reaches the 
consumer at the time and 
place needed in the most 
efficient and economical manner, 
when distributed through the 
wholesaler-retailer channel. 

In the freedom of choice we 
still have in America, it is only 
right and proper that each manu- 
facturer should weigh the evidence 
and select that method of distri- 
bution which seems best suited to 
the needs of his particular line of 
merchandise. But we might em- 
phasize the suggestion that he 
should weigh the evidence. 

It is unfortunate that statistical 
evidence of the economy afforded 
by wholesale distribution is not 
more freely available to sub- 
stantiate the evidence available 
in many other ways of the value 
and economy of the wholesaler in 
modern merchandising. Undoubt- 
edly, many cases could be found 
to prove in cold dollars and cents 
the savings involved. But these 
comments will deal with just one 
case with which I am familiar and 
which I have watched with great 
interest for a considerable number 
of years. 


A Case in Point 


In one very prominent industry, 
the total annual sales of which 
run into a good many hundreds of 
millions of dollars, there are, in 
addition to a large number of 
medium and smaller manufac- 
turers, a “big three.” And of these 
three, two afford a clear-cut com- 
parison of different methods of 
distribution. 

Manufacturer A distributes ex- 
clusively through wholesale dis- 
tributors. Manufacturer B sells 
only direct to the retailer, Since 
the sales and net earnings of both 
companies have been published 
for many years, it is possible to 
compare the net results over a 
long period of time. 

During six prewar years, from 
1936 through 1941 inclusive, Man- 
ufacturer A showed an average 
net income after taxes (including 
a substantial loss in 1938) of 4.55% 
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From the viewpoint of the manufac- 
turer, this article presents convine- 
ing proof that distribution through 
the wholesaler is more efficient and 
more profitable—proof in the form 
of a several-year comparison of sales 
and net profits of leading manufac- 
turers operating in the same field A’s net on sales will be 


of sales. During the same six years, 
Manufacturer B (including a some- 
what smaller loss in 1938) showed 
an average net income after taxes 
of 3.71% of sales. 


During War Years 


During four war years, 1942 
through 1945 inclusive, Manufac- 
turer A’s net was 4.0% of sales 
whereas Manufacturer B’s net was 
2.71% of sales. 

In three postwar years Manu- 
facturer A has had a net of 6.72% 
of sales and Manufacturer B a 
net of 5.12%: of sales for the same 
period. 

Preliminary estimates of net 
for 1949 so far published indicate 
that Manufacturer A’s net on 
sales last year were at least 50% 
higher than Manufacturer B. 

During the entire period in 
question, embracing a period of 
thirteen years, Manufacturer A 
has shown a net after taxes of 
5.79% of sales; and Manufacturer 
B, 4.40% of sales. 

In other words, Manufacturer 
A, whose entire sales are distrib- 
uted through wholesale distrib- 
utors, has shown a 3112% higher 
net percentage on sales than 
Manufacturer B who sells direct 
to the retail dealer. 

It is also interesting to note that 
in thirteen years from 1936, Man- 
ufacturer A’s sales have increased 
251% as against Manufacturer 
B’s increase of 214% during the 
same period. 


Postwar Years 


Unfortunately, it is not possible 
to make the same comparison with 
Manufacturer C, who formerly 
used both methods but during the 
war abandoned the wholesalers 
and switched to selling direct to 
dealers; for in this case no pre- 
war figures were published. How- 
ever, during the war Manufac- 
turer C’s net on sales was 3.87% 
in comparison with Manufacturer 


A’s 4.05%. During the first 
three postwar years, Man- 
ufacturer C showed a net 
of 9.17% of sales as com- 
pared with Manufacturer 
A’s 6.72 percent of sales 
However, preliminary fig- 
ures published for the 
competitive year 1949 in- 
dicate that Manufacturer 


98 percent higher than 
Manufacturer C’s net on 
sales. 
The writer is 
quainted with this industry, since 
our company is one of Manufac- 
turer A’s wholesale distributors, 
and I have watched these figures 
with the keenest interest through- 
out this entire period, It is a very 
clear-cut case involving in A and 
B, manufacturers of equal promi- 
nence, both dealing in nationally- 
advertised, high-quality merchan- 
dise and where, so far as the prod- 
uct is concerned, there is little to 
choose between them except as 
to their methods of distribution 


personally ac- 


Efficient Distribution 


It also happens to be a line of 
merchandise which requires 
wholesale distribution—and Man- 
ufacturer B has undertaken to pro- 
vide such distribution by his own 
warehouses strategically located 
throughout the country. Adequate 
service to the retail trade cannot 
be maintained from the factory 
and the evidence would indicate 
that this otherwise highly success- 
ful and very prominent manufac- 
turer cannot accomplish this result 
as economically as Manufacturer 
A has done through his selected 
group of distributors serving the 
trade efficiently and, I am confi- 
dent, profitably to themselves and 
to their customers, throughout the 
entire country. 

Hardware wholesalers have nev- 
er enjoyed any monopoly on dis- 
tribution. They have had to meet 
all comers in holding their place 
in the merchandising world. If 
they are ever to enjoy any pref 
erence, it must be that which they 
create for themselves by the “ef- 
ficiency” of their performance 
This not only means economy of 
operation; it also means better 
merchandising, better _ selling. 
more efficient handling of dealet 
orders and more complete and 
effective representation of the 
manufacturer in the trade terri- 
tories they have obligated them 
selves to serve. 
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The skyline of Cincinnati as seen from the Kentucky shore 


CINCINNATI CONVENTION 


Features of the Convention Program 


OR THE third time in recent 
panto the annual joint con- 
vention of the Southern Wholesale 
Hardware Association and _ the 
American Hardware Manufactur- 
ers Association comes to Cincin- 
nati—during the period of April 
3 to 6, inclusive. The convention 
was first held in Cincinnati in 
1944. then again in 1948. 

Advantages of the Queen City 
are its splendid hotel facilities and 
the fact that it is so easily acces- 
sible to most of the members of 
both associations. 

The general convention sched- 
ule this year will follow much the 
usual pattern. The joint opening 
session on Monday night will be 
followed by brief joint sessions on 





Dr. E. G. Nourse 


One of the principal speak- 
ers at the joint convention 





W. H. Terstegge 
President, the S. W. H. A. 


Tuesday and Wednesday morn- 
ings, each starting at 11:00 A.M. 
and each one featuring only one 
principal speaker. 

The speakers for the three joint 
sessions are: Monday night, Tom 
Collins, of Kansas City, Mo., well- 
known humorist and inspirational 
speaker; Tuesday morning, Dr. E 
G. Nourse, past president of the 
American Economic Association, 
for several years vice-president of 
the Brookings Institution, and 
more recently chairman of the 


President’s Council of Economic 
Advisers: Wednesday morning, 
Cecil Palmer, prominent British 


publisher and lecturer, who will 
give a first-hand report of Brit- 
ain’s socialistic experiments. 

Five separate business meetings 
of the Southern Wholesale Hard- 
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ware Association are scheduled. 
Two of these are special sporting 
goods sessions, on morning and 
afternoon of Monday, April 3. Al- 
so, there will be separate business 
meetings of the Southern Associa- 
tion from 9:30 to 11:00 A. M. on 
Tuesday and Wednesday morn- 
ings, and the annual meeting of 
the association starting at 10:00 
A. M. on Thursday morning 
Following are some of the 
scheduled features for the pro- 
program of the two. sporting 
goods sessions: a three-way dis- 
cussion of “Sales Promotion 
Through the Wholesaler,” in 
which one prominent manufac- 
turer will discuss fishing tackle. 
(Continued on page 98) 





Cecil Palmer 


Another principal speaker 
on the convention program 








Government isi: 





DEAR Mr. HARDWARE MAN: 

This letter is addressed to you 
because we speak the same lan- 
guage. It is not dictated by maud- 


lin sentiment, It is prompted by 


the cold, frightening fact that so- 
cialism, bastard half-brother of 
communism, threatens your bu 


ne life and mine. An all-powe1 
ful central government is in the 
making under which our every 
move will be directed from Wash- 
ington 

Through free exchange of infor- 
mation and open discussion ol! 
common problems the hardware 
industry has reached a high stand- 


ard of business practices and in- 
tegrity. I can speak to you frank- 
ly, therefore, 
most nearly all-inclusive problen 
of them all and the weaknesses 
within our ranks that threaten it: 
successful solution. The 
briefly stated, is this: 
Shall we continue to 
rewards of a system of free enter- 
prise or forfeit past and future ef.- 
the liberty 
have 


biggest 


about the 


problen 


reap the 


forts to preserve and 
traditions that 
to build and 
happv? 

American citizenship is a price- 
less How long and to 
what extent we continue to enjoy 
its manifold blessings depend up- 
on adherence to the constitution 
and maintenance of the govern- 
ment from which it stems 

Our forefathers labored long 
and painfully to bring forth a 
constitution that still stands as the 
greatest document of its kind ever 
written. It provided for a repre 
sentative form of 
recognizing, the sov- 
ereignty of the individual and lim- 
iting his rights onlv bv the point 
of encroachment upon equal right 
of others. It provided for a legis- 


permitted us 


prosper and be 


possession 


government 
above all, 


lative branch to make laws. a ju- 
dicial branch to interpret, and an 
executive branch to administer 
them. It left to th everal indi- 
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Mr. Barksdale, first vice-presi- 
dent of the Southern Wholesale 
Hardware Association, is vice- 
president of Brown-Roberts 


Hardware and Supply Co., 
Alexandria, La. 
dual states all powers not found 


necessary to specifically delegate 


; 


to the 
protection 


central government for the 
and over-all good of th 
nation 

It isn’t perfect. It will be 
But it’s the best that man has been 
able to work out. Its weakness lies 
in human frailties—frailties of us 
who are its blessed beneficiaries 

The quality of government 
depends upon the quality and in- 
tegrity of the officials we elect 
Their choice is up to us—our re- 
sponsibility and, so far, thank 
God, our privilege. Government, 
then, is what we make it. 

It should be needless to remind 
one that the American sys 
tem of free competitive enterprise 
hort 


nevelr 


oul 


under 


this land of ours in the 
of 160 years developed 
a nucleus of thirteen struggling 
colonies in a virtual wilderness to 


span 


has from 


fortv-eight states reaching across 
the continent and comprising the 
mightiest nation on earth 

We have prospered beyond the 


dreams of any 


most extravagant 
other nation in the world’s hist 
Luxuries to foreign potentate 


bountiful and commonplace neces- 


sities to the American labore 
while surpluses of our farm nd 
factories are siphoned abroad te 
satisfy the hunger that stalks in 
foreign lands. And, if we meet our 
responsibility and exercise I 
privilege as citizens, the limit of 
our possibilities is not in sight 
Surely our system is worth pre 
erving, not only for ourselves, but 


‘ 


for oncoming generations. But lib- 


erty is everybody’s job and citizen- 
full-time occupation 
flag waving and 
whimpering fo! 
national not 
America needs us in peace as well 
She needs us urgently 
dange! and 
from within than from with- 


hip is a 


Occasional 
Fourth-of-July 
heroes are enough 
is In Wal 


now, fo! threatens, 


more 

out. Individual rights are steadily 

vanishing, local self-government 
groggy under relentless attacks 


ownership: is branded as 
profit is pictured al- 
from the needy 


private 
wicked 


most as 


and 
theft 
Already entrenched, greedy tax 
eaters tax payers anda 
piously guardian 
of the under-privileged while they 


prey on 


pose as angels 


squander (for votes) that for 
which you have toiled = and 
sweated 

Just as Fabian held that Han 


nibal could be conquered only in 
small sectors by piecemeal opera- 
tions, so do Fabian socialists eat 
doggedly at the very vitals of our 
government, one by one. They 
won't admit their identity, but pa- 
behind the mask of “Eco 
Planners” and work in the 


rade 


nomi 


name of libertv until they can 
take over. lock. stock and barre! 
After that. just one more step 


dictatorship, whether called con 
munism, fascism, or some more 
soothing name. That we are re 
sponsible for election of many of 


these socialists to high office is a 
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sickening reminder ot our negli- as ooaemenenneemnens 
. feat Ne eee Mg Lory Lae 
gel UV ame os a Are 
If vou feel there is undue alarm 
yer the position into which the 
planners” ar fast working 
America. Icok at the course of oth 
' untries. England being a re 
er nd pathetic example. Surelv W/ es 
the plight of Britain whass Ip (4 > Y 
Deacehy ‘eit tin Mail laaidlhe ‘aledian MNAAIMVEVS AT (Gz, 
the ite? af economic chaos by 
tole from American free enter dnylCd Jown P 
prise, does not invite the envy of G 
uur peaple Zi.Jt A. 
— What Happened in Britain? 
There the “Fabian Society,” | biremeee 
iny avoiding the word “socialism,” ad- 
vocatec ne “welfare state” and 
ut - ™ coy eer gen ped par From one whe has devoted much of his spare time 
»S- labor groups, schools, churches for many years to working for better government, 
nt a pa pedro — — comes this stirring appeal to business men to as- 
to known as the British Labor Party sist in the fight to preserve our traditional system 
- They first worked with and finally of free competitive enterprise. Here is an enlight- 
ul lestroyed England’s Liberal Party 
am Then in 3948 come resiivetio ening story of the long steps our “economic plan- 
of f= that socialism, now acknowledged ners” have already taken us on the road to a 
7 ms eae a : socialistic, welfare state. But though time is run- 
ut trine and its epidemic of some- ning out. we can still halt this trend if we will. 
= thing-for-nothing schemes. Eng- 
1- land has already “nationalized’ 
eight of her leading industries ana 13° going for interest on a far of banking. Tax-free co-ops fatten 
4 services. Others have been just tastic public debt. while _ the on tax-burdened independent 
rT marking time under strict govern ‘planner take us deeper in the busine And now. unblushingly 
“ ment control, as socialist leade1 hole everv dav. Another 15° goe comes the quintessence of scatter- 
ll awaited the results of the recent for veteran benefits ome brain socialistic humbuggery—the 
y British election and planned fo1 worthy, but most falling in the Brannan farm plan. And all the 
, +} e day when private ownership category of vote-catching scheme while a typically communist. 
" vill be but a nostalgic memory Already the American labor nspired, determined effort to di- 
Vv partv has elected senato1 and vide America by aligning race 
it 1 fr representatives in the East, while against race church against 
, — ocialism has eaten into and prac- church, North against South, East 
S ‘ ie tically destroyed the Democrat against West. But why go on? The 
- . { }a\ ) Party as we knew it list is endless 
| aan The 760 million dollar TVA 
Ka - EX ) project, operating at a big loss that 
i = aN C must be covered by your taxes and 
: q ENG mine, has forced privately owned 
, AN: ~ Tas AiR, power companies to the wall uu . 
: | A | “CLE crop |] si five southern states Announced 
plans for a nation-wide network 
j | | of other “Valley Authorities” will 
} | complete the “nationalization” of 


K 
“ _ the power industry 
, 7 rogral 


} ( ? housin ) / . 
The Federal ‘Surely the plight of Britain, 


‘ already constituting a national whose socialistic nose is held 
Greedy tax eaters prey on tax candal. puts government deeply barely above the waters of eco- 
payers and piously pose as in the real estate and building nomic chaos by doles from 
guardian angels of the under- sao Rass euheeh os otis American free enterprise, does 
privileged while they squander es. St Cs an — not invite the envy of our 
(for wotes) that for which you emergency war measures continue people.” 
have toiled and sweated,” four vears after surrendet 
Soemialized medicine lichons 
Think. Mr Hardware Man, how called “Health Insuranes Recent elections in Australia 
America has gone on the road “onstant menace The Pre dent and New Fealand reflect the faint 
it led England to poverty and threatens government entry into hope that socialism is becoming 
egimentation. We have the “wel- steel and other big business. Fed- known for what it really is. And 
fare state” with fast expanding eral money-lending agencies, em- a noted authority whose opinion I 
fare activities already taking ploying 27 000 people drive highly respect expressed the con 
6 »f the tax dollar. and another steadily toward nationalization viction that public attitude t 
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ward our American way of life 
has improved in the last twelve 
months. 

But. don’t kid yourself, Mr. 
Hardware Man. America is still 
sliding down the gang-plank of 
socialism greased with glittering 
promises of security from concep- 
tion to resurrection, with free lol- 
lipops, cocktails and a tax-payer 
strip tease on the way. 

Business, with more at stake 
than any other group of our so- 
ciety, is the whipping boy of all 
foreign isms. And business must 
arouse from its drowsy compla- 
cency and fight back — fight the 
whole crackpot caboodle from free 
medical soup to Brannan farm 
nuts. We gain nothing if we win 
an occasional skirmish close to 
home and, in the end, lose the war. 

If we are to halt this economic 
binge, our first job is to recognize 
our own weaknesses and strength- 
en our battle lines. Our ailments 
fall under two general headings, 
namely, apathy and selfishness. 


Insidious Disease 


Apathy is a contagious disease 
and springs usually from one of 
four causes: 1, lack of informa- 
tion; 2, fear of political reprisal; 
3, the defeatist or what’s-the-use 
attitude; and 4, complacency al- 
most to the point of don’t-give-a- 
damn. 

Let’s be frank and admit that 
too many in the business world, 
even some of the big boys, fall in 
one or more of these groups. And 
you, Mr. Hardware Man, can con- 
vert many of them to the cause of 
Americanism. 

Here you can doubly justify that 
name you’ve won as a leader in 
your community. You alone know 
how best to use the talents that 
have brought success in your civic 
and business activities. But here 
you have a fertile field in which 
to work and your efforts will pay 
dividends now and throughout the 
years. 

Our second weakness, selfish- 
ness, is typified by the man who 
plays politics for what he can get 
out of it. You’ve seen this fellow 
jump on the band wagon of a sure 
winner, or make an under-the- 
counter contribution to every can- 
didate, leading each to expect his 
support. Then there’s the business 
man who trades his support for a 
government contract. 

There’s a difference between 
“playing politics” and being inter- 
ested in public affairs. You can 
help make “playing politics” an 
unpopular pastime. 
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help distribute copies where they will be most effective. 
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Let’s preach the doctrine that 
the fellow who sells his vote for 
personal gain, whether business 
advantage, straight-out money 
consideration, or some _ fancied 
honor, puts himself on the same 
plane as the dishonest politician 
he condemns, but with whom he 
trades. Human nature being what 
it is, the only effective appeal to 
the selfish is through convincing 
proof that they are playing a los- 
ing game. Remember the guy in 
biblical times who sold his birth- 
right for a mess of pottage? 

When we have strengthened our 
lines, what next? Plenty! Interest 


yourself, my friend, in govern- 
mental affairs—local, state and 
national. Serve on local boards 


and committees, if you can. See 
that your family and friends are 
registered and vote in every elec- 
tion. 

Set the qualifications of a can- 
didate above his ability to play the 
piccolo or to promise what he 
doesn’t own. Vote for character 
and integrity, for men who hold 
preservation of human liberty as 
their first duty. Vote into solitary 
political confinement the “plan- 
ners” who preach the doctrine of 
something for nothing. 

Not many statesmen reflect the 
sterling qualities of Senators Taft, 
Byrd, George, and a few others. 


But in Washington we do have 
many capable and conscientious 
men in both houses of the Con- 


gress. Keep in touch with them. 
They want to know your views. 
Compliment them on work well 
done and give ’em hell if they be- 
tray us, But remember, there’s 
too much at stake and their time 
is too valuable to use on petty 
personal favors for constituents or 
congratulating parents of new- 
born babes. Let’s give them a 
chance to serve as congressmen 
should. 

And here’s something else. You 


can bombard your congressional 
delegation with a protest that will 
echo in the White House about 
that wild orgy of prodigal spend- 
ing that can soon lead us into na- 
tional bankruptcy. Buying votes 
with a mortgage on our children 
must stop. 

If you have the time to divide 
that public debt into understand- 
able figures, you'll find it equal to 
about $360,000.00 for every day of 
every year since the Birth of 
Christ. And now comes the presi- 
dent with a budget of forty-two 
billions for the next year, itself 
equal to about $60,000.00 for ev- 
ery day of these last 1950 years. 
But again we must be consistent 


in our fight. We can’t logically 
condemn extravagance in one 
breath and put the pressure on 
for an unneeded post office or 
some other form of hand-out in 
the next. 


Inefficient Spending 


Government produces nothing 
Its only revenue comes from its 
citizens through taxes. And, wise- 
ly spent, we get more for our tax 
dollars than for any other money 
we put out. But Washington just 
can’t spend that much money 
wisely, Witness the “efficiency” 
reflected in irresponsible hit-and- 
miss practices such as disgraced 
the gasoline rationing farce and 
now comprise a national scandal 
in the public housing racket. 

Time is running out but, so far, 
the way is still open. The road is 
rough and “economic planners” 
jurk to frisk us out of our birth- 
right. But remember, government 
is what we make it. 


() 
c ote) | a) RAMA MA, 
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How Two Hardware 
Wholesalers Operate 


Traveling Salesrooms 


By Baron Creager 


ers have recently put into 
commission transport equipment 
that is being used exclusively for 
the display and sale of seasonal 
merchandise and specialties at the 
dealer's place of business. 


ao TEXAS hardware wholesal- 


The “traveling salesroom” of the 
Peden Iron and Steel Co. of Hous- 
ton, Texas, was built to order and, 
therefore, represents a somewhat 
substantial investment. The Ama- 
rilo Hardware Co. of Amarillo, 
Texas, purchased and adapted a 
standard three-quarter ton chassis 
—a milk-truck chassis—equipped 
it at about a total cost of $2,300. 


Although the size of the trans- 
ports and investments vary, both 
firms use the “traveling salesroom” 
with identical objectives in mind 
Both firms decided they could sell 
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The Peden bus, left, is used not 
only for sporting goods but to dis- 
play all important seasonal lines 
in season. Both Jack Caraway, 
Peden vice president and sales 
manager, left, and E. C. Bullington, 
who serves as salesman and driver, 
express their enthusiasm for this 
operation, pointing out that during 
the maiden tour of the bus, last 
September, more gas heaters were 
sold than had been sold the first 
eight months of the year by the 
combined efforts of 30 territory 
salesmen 


more seasonal items and specialties 
from the “traveling salesroom” 
than from the catalog. In both 
cases a specialty salesman is both 
driver and salesman; and both re- 
port remarkable success, compared 
to catalog showings of the past. 
For illustration: 

On the maiden trip of the Peden 
cross-country type bus last Septem- 
ber, visiting retailers on a 6,100- 
mile tour requiring 13 weeks, more 
gas heaters were sold than had 
been sold the first eight months of 
the year, January to August in- 
clusive, by the combined efforts of 
30 territory salesmen 


















Left, interior of the 
Peden bus with sport- 
ing goods on display. 
Note windowless sides 
with safety glass con- 
tour. This view, from 
front to rear, shows 
upholstered lounging 
nook in rear of bus 
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The Amarillo bus, above, carries an inventory of $1,800 worth of fishing 


tackle, including one of every item carried in stock 





In the Amarillo bus, Edwin Stulce, sporting goods buyer, shows Edward 
Bagot, Bagot Hardware Co., Amarillo, shelf displays of fishing plugs 





Wayne Trimble, specialty salesman, and Stulce discuss the Amarillo 
bus, a three-quarter-ton standard chassis that carries wide variety 








At Amarillo, Wayne (5s 


Trimble, specialty salesma 
1 ve eport tha ! io 
1 ive hrough the ‘ 


old more fishing tacKle th 
Amarillo Hardware Compal 
Ha in an previou yeal 

In both cases it is the abil 


how the actual item to the de 


rather than Catalog picture 
make uch remarkable ule 
formance possible, accordu 
both sponsors of these “trav: 


salesrooms 


Jack J. Caraway Peden 
resiaent and il€ managel 
cede that the huge bu 
its maiden trip at the right 
for the sale of heaters. But ( 


way does not believe this det 


ed from the advantages ol 


traveling salesroom 
Shown to dealers at or nea! 


laces of business, heaters ars 


tne 


( 


nected to gas. They may be lighted 


tages. including that of being < 


(Continued on page 93) 


Deale! can check their pe n 
ince and otherwise compare then 
With other heate! 

This bus can be fitted on the 

‘ or with any one ol Ve alle 
ent el ol tixture lol port 
2o0d appliance heat 
mowers builders hardwars il 
other seasonal or specialty ten 
It is equipped with 110-volt ele 
trical svstem that will operat 

conditioning svstel nad 

I ! ( ile in electrh 

nat | ! I net Lit 
0 Vale 

\ Der t\ iicsmal oOo! pun 
vill accompany the pump display 
but on most trips with seasonal o 
pecialtv item E. C. Bullingtor 
or mat ea n the Peden sale 
aepartment vill erve i } 1 
sal mal na drive 

‘l had 32 heaters in the trav 
ing salesroom on that maiden try 
Bullington recalls and it was 
quite revealing to observe now 
manv more heaters a dealer would 
buy when he could see the me 
chandise. Since the bu eq ulppe 
for both heating and cooling, it 
an advantage to vet a dealer 
there with the display, where he 
will be comfortable im) any t 
sou 

By Comparison catalog pat 
are Just no good at all On seaso! 
items 

Caraway points to other adva 


abl 
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OPERATING 
Denivery Trucks 


Ry Ben G. Cox 


President, Buhrman-Pharr Hardware Co. 
Texarkana, Ark. 


Due to special conditions in 
the territory they serve, op- 
eration of their own delivery 
trucks seems desirable. There 
are many problems involved in 
trucking operations, however. 
and they are set forth in com- 
plete and practical detail in 
this timely article by Mr. Cox 


E GOT into the truck de- rented the service of thi 1 ck until todav Wwe ow! and operat 
livery field somewhat by ind driver on several subsequent eleven truck three of which ar 
accident about sixteen years ago occasions When similar circum- semi-trailel wit 26-toot  vul 
There was an order for a sizable stances developed type bodies 
amount of merchandise from a After several such deliveries, I should point out that freight 
dealer at a point where existing this method seemed to be advis- service, either by rail or licensed 
freight service was Inadequate at able for us, in view of inadequate motor carrie! till inadequat 
that time. If memory serves me existing service to a large numbe1 for our oWn purposes and in ou 
accurately, there was some urg- of points in our territory. But the opinion, to a@ number of points u 
ency about delivery of this mer- trucker we had dealt with had our territory. We operate in 
chandise, too. only an open truck, with no pro rregular radius of trom 150 to 
So we arranged to hire a moto! tection for merchandise in event 200 milk and in portions of fou 
truck and its driver to deliver the of rain. So we bought our own tate Arkansa lex Okla 
order. The arrangement proved truck. Its operation was satisfac- home and Lo in 
satisfactory. Because it did, we tory. and we began addin init But ever even carrie 


ROMAN Phase * 
EXARK AN, 


WD e 


BUHRMAN-PHARR HARDWARE COMPAP>~ 


TEXARKANA USA. 





The company has five of these two-ton van- Three of these 26-foot, van-type body, semi-trailers are 
type body trucks available for short hauls in service for Buhrman-Pharr which has total of 11 units 
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TRUCK REPORT FOR DECEMBER, 1949 

Gals. Depre- Misc. Sal- 
Truck Tonnage Miles Gas Trips ciation Expense aries 
No. 1 44,689 799 123 8 33.06 234.56 99.50 
No. 4 198,019 1593 249 10 73.74 529.82 185.89 
No. 5 52,649 1044 103 7 40.77 251.05 77.75 
No. 6 217,181 2364 415 10 93.11 340.31 186.60 
No. 7 33,793 558 72 5 31.85 229.66 103.17 
No. 10 139.084 1448 287 6 73.74 475.60 205.13 
No. 1l 69,892 1329 126 10 38.33 221.21 104.25 





Total Cost Cost Cost 
Cost Per Trip Per Cwt. Per Mi 
367.12 45.89 82 46 
789.45 78.94 40 49 
369.57 52.79 -70 35 
620.02 62.00 -29 -26 
364.68 72.93 1.08 65 
754.47 125.75 54 52 
363.79 36.38 52 27 











The company lists under the heading of “expense” all repair and service work, This heading does not include 
the cost of insurance which would increase the annual, total operating costs per unit by approximately $100 


service were completely adequate, 
I doubt that we would depend en- 
tirely upon established carriers 
because of our experience in op- 
erating our own trucks. Our op- 
erating costs would have to in- 
crease considerably to cause us to 
abandon a practice that has one 
distinctive advantage. Let me 
hasten to concede there are prob- 
lems and disadvantages involved 
in operation of company trucks. 
But the outstanding advantage 
lies in service to the dealer. 

As of January the books showed 
that our rolling stock investment 
was $32,778.24. That is a capital 
investment that is non-productive, 
in theory at least. It is an invest- 
ment from which we cannot an- 
ticipate a return. However, for 
practical purposes, it is a profit- 
able investment, since it makes 
possible a reduction in our costs. 

This saving is indicated in an 
accompanying table, which shows 
class rates from Texarkana by 
way of common carrier (railroad) 
to a point 100 miles distant, along 
with a comparison of our trucking 
rates per 100 pounds for the same 
100 miles. 

As best we can ascertain, our 
approximate average would be 
68 cents per cwt. per 100 miles by 
common carrier, which places this 
average at dead center between 
third and fourth class rates. 

As previously indicated, three 
of our trucks are semi-trailers 





AVERAGE COSTS PER YEAR 


Per Per Per 
Truck Trip Cwt. Mile 
No.. 1 19.67 29 17 
No, 4 50.84 -25 -26 
No. 5 23.73 -30 18 
No. 6 49.68 -23 31 
No. 7 23.76 34 21 
No. 10 45.09 26 24 
No. ll 16.39 23 14 











Truck is disposed of when oper- 
ating cost of unit goes too high 


with van type bodies. Five are 
two-ton, van body types. Three 
are used almost exclusively in the 
city of Texarkana. Two of these 
are 11% ton, and one is of one-ton 


capacity. 
Practical disposition of these 
various types of trucks quite 


naturally calls for use of trailer 
units on long hauls and lighter 
trucks on the short hauls. For it is 
obvious that the trailers can make 
a long haul with much more 
economy than can the light trucks, 
due to the fact that so much more 


tonnage can be moved in big 
trucks. 
We find that economical op- 


eration results from carrying 
capacity loads in all trucks at all 
times if at all possible. But this is 
not possible, by any means. For 
illustration let us consider our 








Our Class Rates 
Trucks First Second Third Fourth 
To Arkansas Intra- 
state Points —. -88 74 62 48 
To Interstate Points — 1.29 1.10 -90 -71 
Approximate Average -33 1.09 .93 -76 -60 








Company trucking rates for shipping 100 pounds 100 miles are less than 
estimated average cost (.68 per cwt) of shipping by common carrier 
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three semi-trailers with 26-foot 
van type bodies (and in the ac- 
companying table analyzing costs, 
these three big trucks are num- 
bers 4, 6 and 10). 


These big trucks, if carrying 
capacity load, can obviously be 


operated at less cost per hundred 
weight of load than can small 
trucks. But oftentimes a capacity 
load is impossible. For reasons of 
weather, and others, buying will 
abruptly taper off. Then we must 
run a truck at increased cost, com- 
bine routes, or ship by prepaid 
freight, since we promised de- 
livery. In peak seasons, of course, 
there is no difficulty in running 
loads to capacity. The only diffi- 
culty then is moving merchandise 
fast enough. 

In a great many states there 
are statutory restrictions that lim- 


it the amount of load. For ex- 
ample, a recently-enacted Arkan- 
sas law now limits our trailer 
trucks to a maximum load of 
23,000 pounds and our short 
trucks to approximately 9,300 
pounds. We can carry bigger 
loads, consistent with safety, in 
Texas and other states. And we 
are fortunate in the matter of 


license fees, for Texas, Oklahoma 
and Louisiana all recognize the 
Arkansas license. In some sections, 
however, a truck operating in four 
states might need four plates. 
Getting and keeping the right 
personnel is sometimes a_prob- 
lem. Drivers are not merely in 
charge of valuable _ transport 
equipment. They are also respon- 
sible for merchandise and our re- 
lations with dealers. They must 
be careful of these relations and of 
the merchandise. We have found 
it necessary to weed out cases of 
dishonesty, such as one driver who 
had made arrangements to sell an 
individual one of our ranges 
without our knowledge. And driv- 
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ers must be courteous and willing 
to cooperate with dealers in plac- 
ing delivered merchandise in the 
dealer's warehouse. 

Replacing units in the fleet is 
sometimes a problem. As we re- 
place units that are worn beyond 
the point of economical operation, 
we tind ourselves trying first one 
mak then another. It is im- 
portant to satisfy the man who 
drives. We have been fortunate in 
having limited turnover in driver 
personnel, so we want to satisfy 
drivers, too, if possible. Drivers 
like or dislike a truck and often 
find fault with a unit justifiably. 
Conscientious, dependable drivers 
are good authority on perform- 
ance 

One of our maintenance diffi- 
culties is that our fleet is not big 
enough to justify our own shop. 
As we operate now we have an 
arrangement with a local garage 
to do all our service and repair 
work. In our breakdown of costs 
this is lumped under the heading 
of “expense.” 

As it is we have no transport 
department, no one directly re- 
sponsible for condition of all 
trucks, and our transport book- 
keeping is absorbed by the staff. 

I am sure that we would save 
money in operation if we had 
such a department and our own 
shop, with someone to _ inspect 


each truck every time it comes in. 








Loaded interior of 2-ton, van-type truck. Note minimum of crating. 
Carton sections, in foreground, used to protect merchandise in loading 


However, we have investigated 
this possibility thoroughly and 
find that 11 trucks would not 
support a shop. A_ mechanic, 
helper and much equipment would 
be required. With only 11 trucks, 
both personnel and equipment 
would be idle part of the time 

Nevertheless, advantages of the 
service we give dealers must be 
obvious. Under normal conditions 
a dealer receives his merchandise 
within 24 to 72 hours after his 
order has been received. This 
merchandise is delivered by mem- 
bers of our own organization, who 
have an interest both in the mer- 
chandise and the dealer. 












BUHRMAN-PHARR HARDWARE COMPANY 


At right: a general 

view of company 

plant at Texarkana. 

Above: another view 

of company equip- 

ment at loading 
dock 


TE LARK ANA SA 
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It is true that if we shipped by 
established carriers we would be 
relieved of worry, theoretically, 
when the goods leave our dock 
Against that factor, however, are 
compensating considerations. 

If we shipped by rail or by 
licensed truck we would be re- 
quired to do a great amount of 
crating. In company trucks, with 
careful loading, crating is minim- 
ized. By shipping in company 
trucks there is less packaging and 
handling cost and less danger of 
damage to merchandise. 

A rather accurate picture of our 
trucking operation is contained in 
the accompanying tables. Most of 
the headings, and the information 
inder them, are self explanatory. 

However, under the heading of 
lepreciation, this item is charged 
so that the truck will be written 
off in four or five years, the serv- 
iceable life of the unit. The life of 
a truck depends, of course, upon 
many factors, including the driv- 
ox. 

We keep individual records on 
each unit in the fleet. And we dis- 

(Continued on page 80) 











Promoring GAME SUPPLIES 


OLUME sales of fame supplies 
Von for a wide variety of 
lines plus the intensive promotion 
of contests and competitive events. 

That’s the successful sales for- 
mula followed by Bunting’s Hard- 
ware of Kansas City, Missouri. 
The success of this plan is evident 
in the fact that this store, owned 
by F. H. Spink, probably does a 
greater volume of business in 
game supplies than any other 
hardware store in the state. 

These lines are sold in the 
sporting goods department, which 
is under the direction of G. T. 
Spink, who has certain well- 
founded ideas concerning the mer- 
chandising of these lines. 


“For success in selling game 


supplies,” he says, ‘a dealer must 
have something in the ‘promotion 
basket’ in addition to the conven- 




















The sale of an air pistol usually 
means the sale of a good supply 
of ammunition, targets and home 
rifle equipment at Bunting’s. A 
customer is shown a modern pistol 


and target by Mr. Spink, right . 
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By L. H. Hoack 


tional merchandising props. 

“First, there must be a complete 
stock of merchandise in the fields 
io be covered.’ Spink advocates a 
complete sporting goods and game 
department with variety in all 
lines and an aggressive promotion 
of the entire department. 

For general selling, the depart- 
ment uses its share of radio time, 
newspaper advertising, program 
advertising and school annual ad- 
vertising. These tools are consid- 
ered satisfactory for promotion of 
a general: nature. 

But the most effective promo- 
tion for producing volume sales of 
game supplies is that of develop- 
ing contests or sponsoring teams 

For example, there are many 


G. T. Spink. right, 
manager of Bunt- 
ing’s sporting goods 
department, demon- 
strates the “break” 
of a rifle while the 
customer tests its 
sight. A modern air 
gun, similar in ap- 
pearance to a high- 
powered game rifle, 
is chosen with care 


target-shooting team in Ka is 
City. Bunting’s has been respon- 
sible for most of them, such as the 
target shooting teams organized by 
the police department and teams 
representing industrial 

Most of these target-shooting 
teams use air guns and air pistols 
Bunting’s carries the largest stock 
of these items to be found in tl 
area, and yet the large volume 
from this line reached its present 
size only after much attention had 
been given to the development of 
shooting skill and help in organ- 
izing competing teams 

Shooting matches are held at 
least weekly, and more often by 
police and industrial teams. Foi 
best scores, Bunting’s usually of- 
fers suitable prizes in the form ol 
merchandise certificates, whicl 
can be used to buy anything at 
the Bunting store. All 
prizes, whether for golfing, bowl- 


concerns 


{ 


contes 


ing, darts or target shooting, are 
in the form of a merchandise cer- 
tificate. The reason for this, as ex- 
plained by Bunting, is that thé 
certificate brings the winner into 
the store. where he may form the 
habit of buying. The winner fur- 
ther is pleased because he can se- 
lect his own prize. If he had wot 
merchandise, such as a gun, or a 
bowling ball, it might duplicate 
things he already owned, and this 
would weaken its desirability 
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4 small 


and not 


holding of Largel 


W! the 


natche where teams vie against 
ach other at some public place, ts 
one ot 


ments of this department, it is by 


the most popular develop- 


no means the most important 
Part of the enthusiasm for shoot- 
tems from the desire of most 
eople to excel in skill before an 
( ‘ wet 
li ordet to become a skilled 
ksmun, there must be hours 


and hours of practice. Consequent- 
ly, part of the promotion is to as- 
customers in establishing a 
practice range in their homes, and 
now most of these customers have 
one either in the basement or in 
some other spot about the home 
One of the i which Bun- 
ting’s sells is adaptable for setting 
living The pellet 
is fired at a target built somewhat 
the lines of a funnel. At the 
back is the conventional bull’s eye 
Afte 
fired 
strikes 


targets 


In any room 


With concentric rings 
the pellet, 
marks the 
harp knives the 
back of the the 
lead pellet and cause it to drop in 
which is 


has been 
sheet, it 


criss-crossed in 


which 
score 


target, which slice 


tank of wate! 
part of the target 
stray 
a ind the 
Many other customers 
built’ more 
get ranges in then 
all of them 
d missile some ol 


there ure 
rolling 


Thus 


anys pellets 


room rug 
Spink 

elaborate 
basements 
alr-pro- 
them 


on living 


have 


use 
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Customers select 
new golf clubs by 
testing the swing. 
Bunting’s offers 
customers a prac- 
tice putting disk 
free. With it, a 
golfer can practice 
putting on the living 
room rug. At righi 
a customer is shown 
trying out one of 
the free disks 


have built ranges on which small- 
caliber firearms can be used 
During the 1949 holiday season, 
Bunting's almost 1000 an 
pistols. During the same period, it 
its full table tennis 
and its stock of dart 


sold 


stock of 


total 


sold 
sets 
games 

The promotion of the art of 
throwing darts has followed some- 
what the pattern of target 
ing. Well known in England 
Where it Is played with great in- 


shoot- 


terest, the game’s popularity in 
this country is sometimes attrib- 
uted to the war and the fact that 
many of our men became a 


quainted with the sport while sta 


tioned overseas 

It is, of course, a simple game 
Which can be set up anywhere 
indoors or out, and played by al- 
most any number, and is game 


in which skill and practice shows 
One way to get people interest- 
darts 1 to possible 


ed in make it 
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A good set of golf clubs deserves 
a good bag. Bunting’s golf bag 
displays are arranged near the dis- 
play of golf sets, where they nat- 
urally serve as a sales stimulus to 
customers purchasing golf clubs. 
Mr. Spink points out the merits of 
a good bag to an _ interested 
cusloiies 


for them to try it out, Spink said 
So the Bunting promotion con- 
sisted mainly of getting a numbe! 
started, and this led to its use as 
an entertainment feature at par- 


stocking 


ties and as a means Ol 

a basement game room with en- 
tertainment supplies. From the 
sale of few sets Just a few years 


ago, the volume at the Bunting 
store has reached thousands 
3unting’s follows the conven- 
tional pattern in promoting busi- 
ness for bowling supplies. The 
store sponsors teams, furnishes 
team shirts with a little unobjec- 
tionable advertising on them, and 
offers merchandise certificates as 
prizes 
“In almost no othe line ofl 
merchandising is it so Important 
to become an adviser as it Is In 
the case of those who are taking 
ip some game as a hobby Spink 
sald 
(C‘ontinued on page &8&) 
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Mrs. Woodrow Wren, below, offers 
free gift wrapping service to gift 
goods customers. Right: a display 





of China in the gift shop 





Selling Gift Goods 





i 
| “Pree eae, EEE 


UPSTAIRS ; 
sal 
Co 
| 
wi 
A small baleony converted into an at- au 
tractive gift shop has helped this store Re 
create a strong demand for this line os 
de 
int 
aft 
Fi 
IFT goods merchandising is other small stores, has played a_ served refreshments and started du 
"pad phase of the hardware’ big part in building this strong her list at that time with dates au 
business in which the small-town demand for gifts. collected from those present. Dates bic 
store often has the advantage Services? What kind? of each of the current weddings ble 
over chain stores, according to the “Well, take the matter of gift for which she sells gift goods are 
experience of Mrs. Woodrow wrapping,’ Mrs. Wren states. entered in the book. les 
Wren, of the Wren Hardware “The small store which is careful Then, she always sends cards to or 
Company, Fairfield, Alabama. to do a top job of gift wrapping each husband about ten days be- agi 
Making the most of individual without charge is going to make fore the anniversary date, remind- Cr 
services which the small store can many friends and repeat cus-_ ing the man of that important oc- do 
offer, Mrs. Wren has made a 750- tomers. Big stores often are negli- casion. “It’s surprising how grate- mc 
square-foot balcony into a highly gent about this, or else make a_ ful these people are when you re- 
attractive gift shop, in which she charge—a practice that is par- mind them of these dates,’ Mrs en. 
sold more than $5,000 worth of _ ticularly displeasing to many cus- Wren states. Wives often will mé 
merchandise in the first three or tomers. come in well in advance, select the ent 
four months of operation. “The gift of gab,’ Mrs. Wren _ gift they would like to receive, and A 
The gift shop here just smiles, “is valuable in selling leave with the following admon- SCC 
“growed,” but after about a year gifts. The person who runs the’ ishment: “Don’t you forget to let sto 
of selling gift items from a small smaller store can know most of my husband know what I want.” fil 
counter at the front of the store. the customers and their families If the man hasn’t come in by off 
Mrs. Wren, who with Mr. Wren’ and can help put gift buying on afternoon of the proper date, Mrs 
operates the store, decided that a personal basis.” Wren usually follows up with a ho 
space in the balcony at the rear One of the top volume pro- ‘phone call as an additional re- Ww 
of the store, which up to that time ducers in this line of services is minder. This nearly always pro- art 
had been of little use, would pay Mrs. Wren’s list of wedding an- duces results, with usually a fer- an 
its way because of the growing  niversary dates and birthdays of vent thanks from a forgetful SIX 
demand for gift goods. Mrs. _ residents of Fairfield. When Mrs. spouse. Ho 
Wren’s pattern of personal serv- Wren opened the gift shop on the Many inexpensive and effectiv« Ot 
ices, which could be duplicated by balcony in October of 1948, she (Continued on page 80) pli 
SC 
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HOW MANSHIP, in the form of a 
Radio Auction, is forging new 


sales at the Crowe-Little Supply 


Company of Troy, Alabama. 

Good merchandising, coupled 
with the universal appeal of an 
auction, has made the _ store's 
Radio Auction the most popular 
program on Troy’s station WTBF 
and has increased sales in every 
department at Crowe-Little. Sales 
increased 25 percent two weeks 
after the show made its debut. 
Floor traffic increased 100 percent 
during that period. The original 
auction brought in 69 bids, and 
bidding has now more than dou- 
bled. 

Each auction costs Crowe-Little 
less than $20, but Bob Tolbert, 
originator of the auction and man- 


ager of the store for owner J. R. 
Crowe, believes the show will 
double their volume within 12 
months. 

The Radio Auction not only 
enables Tolbert to move, at full 


mark-up, merchandise that threat- 
ened to remain on the shelves at 
a dead loss, but also has brought 
scores of new customers into the 
store and provided an invaluable 
file of prospects for merchandise 
offered on the auction. 
Beginning as a_half- 
hour show, the auction 


A weekly 





RADIO 


AUCTION 


By Stuart Covington 


windows the various items 
which are to be offered for auc- 
tion on the program. An average of 
14 items is auctioned off on each 
60-minute show. Appropriate plac- 
ards announcing the auction aug- 
ment the display. 

There is a three-fold purpose in 
building these displays: first, po- 
tential bidders have plenty of 
time to examine the merchandise 
which will go on the auction block, 
and Tolbert is able to build up 


show 


added interest in the following 
week’s program; second, the dis- 
plays draw passers-by into the 
store and create added pre-pro- 


and third, anyone in- 
terested in the merchandise on 
display may mail or place an 
initial bid at the store before the 


gram sales: 


program gets under way. Then, if 
no higher bids are made later for 


that particular item, this bid opens 
the auction of that particular 
article when the program takes 
the air. 
Tolbert, 
for WTBF, 


who is also sportscaster 
conducts the program 


auction § sale, 


conducted 


and acts as auctioneer. He fully 
describes each item on the block 
and gives its list price, so that no 
bidder will pay more than its 
regular retail price. He then gives 
the opening bid, if any, and listen- 
ers begin bidding by telephone 
Bidding continues as long as calls 
come in, Tolbert announcing each 
successive bid over the air, or un- 
til the retail price of the item has 
been reached, 

“It is important,” Tolbert warns, 
“that you destroy any fear on the 
part of the listener that he will 
pay more than list price for any 
item. Any such misconception 
would quickly ruin the popularity 


of such a program. I constantly 
remind listeners that under no 
circumstances will they be al- 
lowed to over-pay for any item 
offered at auction. 

“For the most part,” he con- 
tinued, “we do not lose money on 


these auctions, but sell practically 
everything at a profit. However, 
what we do sell below cost gives 
us valuable publicity, and the loss 
is earned back many times over 
through added sales. For example, 
we sold a one-gallon, $2.40 garbage 
can on our first auction. We rea- 
lized a good profit on this 
transaction, and on top of 
that we sold 20 of the cans 


Was expande an hour . » week ‘ 

ae expendes te an Re over the radio, not only moves the =‘ ome week—more than 
after its third perform- eon . S we had _ sold _ in_ six 
ance. It works like this: “shelf warmers,” but has increased months.” 

SIX days before the auc- floor traffie 100 percent and pro- The Radio Auction does 
hor Thursday afternoon m not devaluate merchan- 
broadeast at 2:30. Tolbert vides an invaluable prospect list dise. Tolbert has found 
places in one of his two for this Alabama hardware store “Instead,” he said, “it al- 
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Items to be auctioned off are displayed in show windows prior to the 
broadcast. About 14 items are auctioned off on each weekly program 


consistently increases sale 
of the items auctioned off. Recent- 
ly we offered a lawnmower on the 
auction, and it went for a price 
just above cost, or several dollars 
than retail price. During the 
next several days we had a num- 
ber of calls for ‘the lawnmower 
sold on the auction,’ and not one 
customer asked the price!” 

Sales always spurt on the days 


most 


less 


following the auctions, Tolbert 
said. While the greatest demand 
is for merchandise sold from the 


radio block, nothing has failed to 
pick up. 

Nearly all merchandise offered 
on auctions is disposed of at some 
margin above cost. For instance, 
on the original half-hour program 
the following sales were made: 
$3.95 coffee maker, $2 $7.50 
alarm clock, $4.95; $7.95 electric 
iron, $5.25; $14.75 lawnmower, 
$11.50; $2.40 garbage pail, $2.25: 
$3.95 percolator, $3.25; $3.95 gar- 
den hose, $2.95 

“So far,” Tolbert said, “we have 
never had to carry any merchan 
dise from one show to another 
for lack of bids.” The auction's 
popularity is snowballing so rapid 
lv that he j 


20: 
5 


attempting to lease 


the citv auditeritum and hold hi 
weekly broadcasts from 1 tare 
However, he ts not certain that 


even the auditorium could accom 
modate the capacity crowds 


As an added attraction, Tolbert 
periodically auction olf temimptiuny 
provisions like hams turkevs 


CaKe PreeZel ot ee cream ana 
similar foodstuffs Larger com 
modities, such as hams, are dis- 


posed of by the pound 

In line with this, he has worked 
out an agreement with various 
local firms whereby they donate or 
sell at reduced prices the food- 
stuffs sold on auction in exchange 
for publicity on the program. The 
auctioning of these items has added 





Now It's Ace Allison 
and Deuce Tracy . . 


In a golf game at Mt. Dora, Fla 
in early March, W. P. Tracy 
president of the Tracy-Wells Co.., 
hardware wholesalers of Colum- 
bus, Ohio, chipped out of a sand 
trap to make a phenomenal birdie 
on the first hole, a par three. But 
that notable accomplishment re- 
ceived little acclaim, because on 
the same hole H. J. Allison, presi- 
dent of Allison-Erwin Co., hard- 
ware wholesalers of Charlotte, N 
C., made a still more phenomenal 
hole-in-one 

According to 
tive information, 
Deuce Tracy 
pay their expen at the Take 
ide Inn in Mt. Der 
olf le on to le 

And 
able to 
humdrum routine 


recent authorita 
Ace Allison and 
then proceeded to 
] hy ‘14 qm 
proticient 
whether thev wll 
settle 
of the 


plaver 
now be down to the 
hardware 
Locate ! open to seriou que 


tion 


ariet' 


a valuable pice ¢ 
program and further 
popularity 


increéa 


Names and addresses of 
one bidding on the progran 
in the tore are taken dow 
‘ether vith the tyne ot me 


dise on which the person | 


record 1 Kept of these nan 
erve a an excellent 
prospect for Variou 
Later Tolbert 


plan to contact these prospect 


pointed out 


mail or personal solicitatior 


attempt to sell them the merc! 


dise in which they were int 
ested.” 
While Tolbert tries to mo 


merchand 


much hard-to-sell 
possible on the auction, he 


wavs careful to include a nu 


of seasonal, popular item Qt 
wise, he said, “the program w« 
end up 1 rummage ale 
times we ottet! 1 exclu 
some item that no the tr 
town ha 0 new! } 
chandise that ha ! beet 
tore 1 few davs 

In some instance Tolbert 
the bidding on a popular 


while the bids are still low 0 


the merchandise will go at a 
lv reduced price The ( 
publicity is invaluable, he 
Women tell one another how 
White purchased an att 
household necessity at far be 
retail price. and _ interest 
mediately aroused in that ite 

Thus far the auct 
widest appeal for women, 
bert doesn't neglect the me 
offers fishing tackle, guns, an 
nition, carpenter tools and ku 
merchandise on the auctior 
disposes of evervthing placed 
the block 

I alwavs trive fe tne 1! 

variety on every auction 
pointed out If I put up a 
mowe! I won't ffe gal 
shears too. because the tw r 
closely related. I tft te é 
something from every majo 
we carry and seldom auctio! 
the same item more thar nee 
one item attracts a lot of bid 
frequently run an ad on it 
after, but its price isn't slash 
The largest item auctioned si 
has been a 6-foot deep free 
listing at $229.95 

Customer are jt ted te 
nate merchandtiss f the 
block, and the stock rece I 


number of requests 
bidding 
the mercehnand ‘ elected | 


bert 


largest 


up for However moct 
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LONG THE electric lines that go 
yA deeper into the back country 


every vear lies an important 
source of business for the deale: 
prepared to supply the farme: 


with modern merchandise in the 
manner in which farmers like to 
be sold 

This often means having the 


ippeal of a mail-order catalog. 
which besides showing the farmer 
an overwhelming variety of items 
also offers free help in the instal- 
lation of all the new fixtures and 
appliances that go with electricity 
and running water, plus an in- 
stallment plan that does not bur- 
den the farmer with carrying 
charges. 

In Paris, 


town of 


Arkansas, a_ small 
than 2,000 persons, 
Hardware Company is 


less 


the Paris 


loing everything a mail order 
catalog can do for the farmer 


doing it without changing its old- 
fashioned appeal or its folksy way 
or operating 

Farmers in the Paris area are 
enjoying a new prosperity brought 


about as the result of an expand- 
ing dairy program. The Paris 
Hardware Company, operated by 
Tom and Rusty Jones and their 
sister, Data Buzbee, has instituted 
a selling campaign which takes 
full advantage of the farmer's de- 
Sire for modern living and his 


ability to pay for the merchandise 
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They ‘re Helping 
Rural Customers 


30 MopERN 


This store offers an install- 
ment plan tailored to indi- 
vidual needs plus installa- 
tion service for appliances 


Os 
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Top: Jim and Rusty Jones check prospects for rural home remoderniza- 
tion with their bookkeeper, Data Buzbee. Bottom: Rusty Jones shows 
this farmer a water system which the store will install and which the 
customer can buy on an installment plan having no carrying charges 


The store is selling these farm- 
fixtures, 


ers their new bathroom 
kitchen equipment and_ wate! 
heaters, lighting fixtures and 
other items that mean modern 
living—items that might be pur- 
chased through the mail order 
catalog. 

To channel this business into 


their store, the operators not only 
have a plan for helping the farm- 
ers install this merchandise but 
have available also an installment 


plan—without carrying charges 
tailored to suit individual circum 
stance 

Many farmers whose home 


have not yet been electrified buy 
a complete range of items that will 


mean the eventual modernization 
of their homes—wiring, lighting 
fixtures, plumbing fixtures and 
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appliances. The advan 
tage to the farmer is in having 
all these items on one bill which 
be paid monthly out of the 


from milk and 


electrical 


can 
profits 
cream 

When a 


sales of 
customer indi 
cates his interest in home re 
modernization, the stands 
ready to take over the complete 
job. It turns the wiring over to an 
outside electrician who bills the 
store, keeping his charges to a 
reasonable level 


farm 


store 


Farmet! more than all other 
custome! want to feel confide nf 
that they are not being nver 


charged, the owners pointed out 

“Many farmers starting’ to 
modernize their have 
that 
now 


home heard 
labor 


We assure 


charges are prohibitive 
our customers that 
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The easy-payment-plan operated by the store has boosted sales of elec- 
trical fixtures and housewares to farmers in the territory 


this is not necessarily true and 
that they need not wait to enjoy 
home improvements,” said Rusty 
Jones. 

The store employs its own 
plumber to install plumbing fix- 
tures and to answer repair calls. 

“Some of the bills run pretty 
high,” said Jones. “Payments 
must be extended over several 
months, but we carry our own 
paper and the rule of no carrying 
charge applies to everything we 
sell. 

“We play up our slogan, Month- 
ly Payments to Suit, in all our 
advertising and promotion. Our 
payment plan is flexible, which 
pleases the farmer who reads in 
his mail-order catalog that pay- 
ments must be extended over a 
fixed period. 

“When we sell merchandise we 
naturally try to influence the 
buyer to plan to make reasonable 
monthly payments. Usually it is 
not difficult to convince him that 


he can pay the amount we sug- 
gest.” 
One-Stop Store 
Farmers who want a _ better 


home can buy everything at the 
store including lumber, cement, 
and paint. A small building sup- 
plics department at the rear of the 
store carries a streamlined stock 
for new construction or moderni- 
zation, every item of which can be 
bought on the installment plan. 
The paint department profits 
substantially from the moderniza- 
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tion programs that the store en- 
courages continuously. Nearly 
every customer who buys bath- 
room or kitchen fixtures, electrical 
fixtures or appliances, is a paint 
prospect. 

The large paint department is in 
a strategic position, being located 
near the electrical fixtures dis 
play. Color cards are placed at 
several points. Brushes, sand- 
paper, and cabinet hardware are 
neatly displayed to entice the cus- 
tomer to fill all his requirements 
at the store and have all purchases 
on one bill. 


“When a farmer once starts 
modernizing,” said Jones, “he 


doesn’t want to stop. He gets the 
habit of coming here to buy mer- 
chandise that provides better liv- 
ing for his family. His purchases 
don’t end with new fixtures, ap- 
pliances, and paint. He wants to 
go right on, buying attractive 
dishes, kitchenware, and furni- 
ture. 

According to the owners they 
do not want their store to be too 
modern and fancy in appearance. 
At first glance, it seems a little 
crowded, which is the effect de- 
sired. It has the appearance of a 
giant mail-order catalog—a cata- 
log with the added human ele- 
ment of three friendly owners 
who wait on customers and ar- 
range payments. 

One newspaper advertisement is 
run weekly in the county paper. 
Direct mail advertising goes to 
750 rural box holders. Sometimes 





it is a printed circular. Again, it 
is advertising furnished by man- 
ufacturers. 

“We use all the printed matter 
manufacturers furnish,’ Jones 
said. “There are still plenty of 
farmers along the rural high lines 
who are going to be our future 
customers.” 


Operating Delivery Trucks 


> 


(Continued from page 13) 
pose of a unit regardless of the 
length of time it has been in 
service when, in our opinion, the 
unit’s upkeep and cost of opera- 
tion becomes entirely out of line 
with the cost of operating other 
units. 

A wreck, for example, could re- 
tire a unit ahead of its normal life 
expectancy. In a wreck the entire 
frame could be thrown out of line 
thus causing excessive tire wear 
As a result, tire costs could be so 
great that we would expect a sav- 
ing in the long run by replacing 
that particular unit with a new 
truck. 

Under the heading of “expense” 
we list all repair and_ service 
work. This heading, however, does 
not include the cost of insurance, 
which would increase the annual, 
total operating cost per unit by 
approximately $100. 





Selling Gift Goods 
Upstairs ... . 


(Continued from page 16) 
display ideas are used in this com- 
pact shop. Imported china is dis- 
played in table settings on ma- 
hogany finished dining tables of 
Duncan Phyfe design. The cost of 
these small tables was only about 
$29, and they add to the attrac- 
tiveness of the display. 

Most of the counters and cabi- 
nets were built by Mr. Wren, with 
plywood, and colorful paint was 
used to make the attractive di 
plays. Modern lighting is a “must 
in a gift 
Wrens, as well as absolute clean 
liness. Changing of displays every 
few days also is essential in the 
small shop, where the same cus- 
tomers may come in as often as 
twice a week to see what new 
merchandise is on display. A por- 
tion of the store’s window display 
space is used for gifts during the 
fall season. 

A woman manager is usually in 
charge of gift shop selling here. 
while Mr. and Mi Wren do all 
the buying for the store 


S- 


shop, according to the 
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Jack Saiken, at top, shows a 

young customer how to operate 

a toy from the sidewalk display. 

Above, dolls and other toys are 

given colorful and prominent 
floor display 


Right, Toyland, located on the 

balcony at the rear of the store, 

carries an assortment of toys to 

please both young and older chil- 

dren. This area is only part of 

the space allotted to the display 
of toys by the store 
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Building a 
YEAR - ROUND 
ToY VOLUME 


Cc. Thomas 


ACK W. SAIKEN, owner of King’s 
J Hardware, 373 West 19th St., 
Houston, Texas, plays up his toy- 
land the year around—and profit- 
ably—with the aid of a little psy- 
chology 

“Toys,” he says, “rate right 
along with the popularity of can- 
dy, as far as children are con- 
cerned. They are no longer re- 
served for Christmas and birthday 
gifts, as they once were.” 

Saiken is an aggressive young 
man who went into the retail 
hardware field after a few suc- 
cessful years in the retail jewelry 
business in East Texas. “In any 
branch of the retail game,” he 
said, “the retailer cannot afford to 
overlook the importance of chil- 
dren. This, I believe, is especially 
true in the hardware field. Be- 
cause of the very nature of this 

(Continued on page 104) 
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the high quality of AMERICAN CHAIN products and 
the fair-dealing policies of the Company. Neither will 


ever change except as we find ways to make our prod- ‘ 
ucts still better—to sell or to use. ACCO REGISTERED 
SLING CHAIN 
Look to AMERICAN CHAIN—"the Nation's Chain- lal 





maker”— for all types of electric welded and forge . 
welded chain; all types of weldless chain made of 

formed wire or stamped links; a complete line of » 
chain fittings, attachments and assemblies; repair 
links; cotter pins. 






Sell AMERICAN— 


° the complete chain line — 





agco York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 


Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 







Rey AMERICAN CHAIN & CABLE 
In Business for Your Safety 


pam 
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New officers of the Tri-state association, seated left to right: Marshall 
D. Shepherd, executive secretary: Carl Harrison, advisory board; E. C. 


Armstrong, vice president; 


Grady Thompson, president, 


and R. P. 


Isaacs, director. Standing, left to right: Directors Ivan D. Boxwell, 
Homer Estlack, L. A. French, Julius W. Cox and E. W. Brasch 


Tri-State Convention 


ERCHANDISE will not move in 

1950 merely from the impe- 
tus of “selling,” but the successful 
competitor must take a more un- 
derstanding view of management 
and a greater interest in the cus- 
tomer, according to the advice of 
most speakers who addressed the 
forty-first annual convention of 
the Tri-State Hardware and Im- 
plement Association, Feb. 13 and 
14, at Amarillo, Texas. 

This association, formerly iden- 
tified as “Panhandle,” changed its 
name to Tri-State because of in- 
creasing membership from New 
Mexico and Western Oklahoma 
and this year attracted registra- 
tions of approximately 900 with 
attendance in excess of 1,000. The 
convention is conducted in con- 
nection with a merchandise show 
that fills the lobby and mezzanine 


floors of the Herring hotel, tra- 
ditional headquarters. 
For the first time in the mem- 


ory of veteran members a presi- 
dent of the association was un- 
able to preside, Sam Hergert of 
Perryton, Texas, being confined 
to his home with illness. Carl Har- 
rison, immediate past president, 
of Memphis, Texas, took charge 
of the convention. 

Hergert was succeeded in the 
presidency by Grady Thompson 
of Hobbs, N. M., on the recom- 
mendation of the nominating com- 
mittee headed by Clarence L. 
Thompson of Canyon, Texas; and 
E. C. Armstrong of Clovis, N. M., 
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senior member of the board of 
directors, moved into the vice 
presidency. 

One new director was named. 


He is Ivan D. Boxwell of Dumas, 
Texas, who will serve with 
holdover members as follows: R. 
P. Isaacs of Clayton, N. M.; L. A. 
French of Quanah, Texas; E. W. 
Brasch of Levelland, Texas; Julius 
W. Cox of Boise City, Okla., and 
Homer Estlack of Clarendon, 
Texas. 


five 






The advisory board will be com- 
posed of Former Presidents A. §S. 
Meinecke of Lubbock, Texas, Har- 
rison and Hergert, with Clarence 
Thompson breaking a long-stand- 
ing precedent in his retirement 
from the advisory board. For the 
past 27 years either Clarence 
Thompson or Mrs. _ Clarence 
Thompson has held an executive 
post with the association, he as 
secretary and later as president 
and Mrs. Thompson as secretary 
for many years. 

Marshall D. Shepherd, 
Canyon, Texas, now serves as 
executive secretary. 


also of 


In its annual breakfast and 
business meeting on Sunday be- 
fore the convention opened, the 


Panhandle Hardware and Imple- 
ment Travelers’ (PHIT) club 
named Norman Moore to succeed 
Art Houska as president. Car] Hill 
was elected director for a two- 
year term with Jack Husbands 
and R. E. Bruse to be directors for 
three-year terms. 

Murray Elson, a traditional fix- 
ture in the post of secretary- 
treasurer, evidently recognized 
the futility of resistance to re- 
election and was again installed 

Two of the featured addresses 
in the convention were by nation- 
ally-recognized men in the farm 
equipment field, Marvin Melton, 
a dealer in Truman, Ark., and H 
M. Park, assistant general 
manager for Deere and Company 

Melton, who defined a good sale 

(Continued on page 100) 


sales 





PHIT Club officers shown here are, seated, left to right: Murray Elson, 
secretary-treasurer; Norman Moore, president, and Art Mouska, retiring 
president. Standing, left to right: Directors R. E. Bruse, Jack Husbands 
and Carl Hill. Fourth man is H. S. (Jack) Taylor, elected chairman of 
entertainment for 1951. Vice President Cliff Harris is not shown 
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- WNION 5% RAZOR- BACK 


¢ |shovels have a “new look” 
* \that means more sales for you 


iNew ‘clear seal’’ ash handle 

the same eye-appealing finish as other UNION quality tools. Identifying 
RAZOR-BACK-red band on long handles, RAZOR-BACK-red “D” top 
d on “D” handles. 


je iNew “UNION RAZOR-BACK"' trademark 

b combines two famous names that stand for highest quality. 
:) 

d 

V y New po! shed socket 


. ' 1!” long instead of usual 9”, and fully heat treated. Strengthens 
and protects handle at the point of greatest strain. 


first and only shovel roll-forged with a 
full-length 13 gauge backbone and tapered sides: 


4 gauges thicker steel at the cutting edge where shovels 


1 ‘ . 

_ set their wear—4 gauges thicker steel in the frog, 
shank and socket where shovels get their strain—light 

\7 gauge at the sides, where shovels never wear out. 


The strongest light shovel on the market. And 
its centered weight gives perfect center balance. 





13 gauge 
Forged in 17 gouge 
one piece ~~ 13 gouge 
13 gauge 


Do 90% of your shovel business 
with only 4 patterns 


UNION RAZOR-BACK is a complete 
simplified line of 11 shovels and 4 spades, 
all in one type, grade and popular 

price. You need stock only 4 
shovel patterns to meet 90% 

ol Your customers’ needs, greatly 
reduce your inventory, speed 
your turnover and multiply your 
profits. Order from your 


UNION jobber’s salesman. 


ee 


THE UNION FORK 
& HOE CO. 
Columbus 8, Ohio 
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UNION Farm and Garden Tools 
SPEEDLINE Blue-Handle Garden Tools 
RED HAWK Farm and Garden Tools 








New officers of the Arkansas association are, left to right, front row: 

Vern Parker of Helena, vice president; Flave C. Peters of Russellville, 

president; and Frank Whitaker of Alpena Pass, vice president. Top 

row: W. T. Haynes of Lake Village, director; Wayne Tisdale of Little 

Rock, executive secretary: Ursell Davis of Searcy, director; R. P. Rice 

of Clarksville, director; and y hh ee of Sheridan, chairman of 
the board 


Arkansas Convention 


AVING as its theme, “Inde- 
H pendents Set the Pace,” the 
fiftieth annual convention and 
merchandising show of the Arkan- 
sas Retail Hardware Association, 
Inc., was held February 13-15 in 
Little Rock, Arkansas. 

In his president’s address, Car- 
roll Rushing declared that, “This 
Golden Anniversary celebration 
puts us on the threshold of a 
virtually brand new era. We have 
a complete set of tools for our 
business to perpetuate our organi- 
zation and the individual units of 
the association. 

“One of the strongest links yet 
forged in our behalf is the public 
relations program—a joint effort 
on the part of state and regional 
associations, distributors and man- 
ufacturers, and our national as- 
sociation.” 

“Sagacious Sales Strategy” was 
the theme of a talk delivered by 
Frank L. DeLarzalere, Tulsa sales 
manager. He told his audience 
that supply men today must not 
just sell merchandise to the re- 
tailer; they must help the dealer 
move it quickly. 

“It might seem old-fashioned to 
take a sales course now,” he said, 
“but we need sales training more 
than ever to keep up with the 
parade of 1950-51. We need to re- 
mind ourselves again of the four 
maior buying reasons profit, 
pride. comfort, and protection.” 

Follow-up contacts for big- 
ticket merchendise selling is very 
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important, he emphasized. The 
dealer who does not make call- 
backs when he sells major ap- 
pliances often misses future sales. 

He pointed out that a brush-up 
in salesmanship would help a 
dealer and his salesmen to re- 
member always 10 fundamental 
sales truths—-to be agreeable in 
voice and manner; know all 
merchandise; never argue; keep 
promises; answer questions sim- 
ply; tell the truth; be dependable: 
remember customers’ names and 
faces; show interest in customer; 
and never discuss controversial or 
unpleasant subjects. 

Rivers Peterson, NRHA man- 
aging director, reminded his lis- 
teners that many women still do 
not know that the hardware store 
is a woman’s store as well as a 
man’s. In some of the smaller 
towns, he advocated cooperative 
advertising, shared by all local 
hardware dealers, to influence 
women to go to the hardware store 
first. 

William H. Bryan, president of 
Witte Hardware Co., St. Louis, 
Mo., had as his subject “Are You 
a Good Salesman?” 

“Forty percent of all our fami- 
lies,” he said, “have been started 
since 1940. We must create sales 
plans to supply their needs. And 
we must take an active and 
prominent part in community 
life.” 

Predicting good business for the 
first half of 1950, with some de- 
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cline in sales in the last half of 
the year, he advised cautious buy- 
ing, so that “cats and dogs” can be 
kept out of stock. 

Lewis C. Dupree, merchandise: 
for the Kroger Company, Little 
Rock, Ark., drew a_ forceful 
parallel between selling groceries 
and hardware to Mrs. Smith, the 
average shopper. A life-size poster 
of Mrs. Smith was shown, together 
with sales points used by the 
Kroger Company to influence her 
patronage. 

“Try to personalize your aver- 
age shopper,” he advocated. “We 
have found that Mrs. Smith is a 
woman of many needs and wants 
She wants many things she does 
not actually need. Because she 
lives better than any other woman 
in the world, her needs are her 
wants.” 

He pointed out that she wants 
freshness and variety in every- 
thing she buys, including hard- 
ware and housewares. The hard- 
ware dealer, like the grocer, must 
give her the opportunity to make 
a choice. 

In another address, group in- 
surance for employees was ex- 
plained by A. C. Troug, sales man- 
ager of Hardware Mutuals Co., 
New Orleans, La. 

The convention adopted a reso- 
lution to oppose the 10 percent 
excise tax on television sets, cn 
the grounds that most of the sets 
will be bought by persons earn- 
ing less than $80 a week. 

Another’ resolution opposed 
further control by the government 
of business and industry, and 
urged that hardware men take an 
active part in politics to prevent 
this. 

New officers elected were: Flave 
C. Peters, Russellville. president, 
succeeding H. Carroll Rushing, 
Sheridan. Mr. Rushing automat'c- 


ally becomes chairman of the 
board. 
Vice presidents elected were: 


Frank Whitaker. Alrena Pass, and 
Vern Parker, Helena. New direc- 
tors named were: W. T. Haynes, 
Lake Village: L. B. Ulmsted, Para- 
gould: H. R. Clark, Springdale, 
and Wayne Elliott, Waldron. 

Holdover directors are: Howard 
Burton, Stuttgart: John Colquitt. 
Magnolia: Ursell Davis. Searcv: 
Brady Deese, North Little Rovk: 
Glenn Hickey. Mt. Ida: J. Hearn 
Latimer. Nashville: R. P. Rice, 
Clarksville. and Charles P. Ram- 
bo. Blytheville. 

Wavne Tinsdale succeeds Jon- 
nie Porter as executive secretary 
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: For Greater Strength and Flexibility! 
it 
2 The tough, long-wearing manila fibres in non-kinking rope that is highly resistant to 


=" Calumbian Rope are combed to a soft, smooth fibre damage and rotting. 


ef “sliver” before spinning. Each “sliver” has to Buy longer life, easier handling with 
| pass an exacting test for weight and quality. pa aye dollars. Every foot of Co- 


» ae oe og 


; s ; lumbian is positively guaranteed for 
. “Slivers” are combined and blended in the te 
top quality, strength, durability and 


. final ribbon for uniform fibre length, strength 


service. 
d and flexibility. An exclusive lubricating and 
: , ; COLUMBIAN ROPE COMPANY 
’ waterproofing emulsion applied to each in- 000.50 Gases Sunes 
dividual fibre in this process assures a pliable, Auburn, “The Cordage City,”’ N.Y. 


PURE MANILA ROPE 
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Newly-elected officers of the Association are, seated, left to right: 

Morris P. Jones, secretary-treasurer; J. R. Cox, vice president: Richard 

G. Wright, Jr., president: John A. Hancock, retiring president: and 

Martin Keatts, vice president. Standing, left to right: Directors Roy M. 

Vincent, C. M. Porter, W. R. Doss, E. B. Thweatt, Bon Hicks, Wayman 
Hillis, and Joe Wright 


TENNESSEE CONVENTION 


W tr attendance exceeding 
, 250, an all-time high, the 
Tennessee Retail Hardware Asso- 
ciation held its thirteenth annual 
convention in Nashville, February 
19-21. 

One of the highlights of the pro- 
gram was an address by Garner M. 
Lester, president of National Tax 
Equality Association, who led the 
association to pass a strong resolu- 
tion favoring tax equality and fair 
taxation of cooperatives. 

Other featured speakers included 
Neal O. Jones, manager of the 
Nashville division of Moore-Hand- 
ley Hardware Company, and Vic- 
tor S. Johnson, Jr., president of 
Alladin Industries, Inc., Nashville. 
Both pled for full cooperation be- 
tween producer, distributor and 
retailer. 

In his report to the delegates, 
Executive Secretary Morris P. 
Jones stated that the number of 
store modernizations under his su- 
pervision in 1950 has already ex- 
ceeded half the number modern- 
ized in 1949, and that 1949 mod- 
ernizations showed an_ increase 
over 1948. Another accomplish- 
ment for 1949, he pointed out, was 
the installation of a group insur- 
ance plan for hardware dealers and 
their families. 

Also addressing the group were 
A. L. Martinson, sales and mer- 
chandise manager of E. C, Atkins 
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& Co., and E. B. Thweatt, local 
hardware salesman, who spoke on 
“I Travel Tennessee.’ Discussion 
sessions followed each of these ad- 
dresses. 

In addition to the resolution fa- 
voring tax equality and fair taxa- 
tion of cooperatives, the Associa- 
tion passed resolutions soliciting 
the interest of manufacturer, dis- 
tributor and retail sales representa- 
tives in acquainting the public 
with the benefits of Fair Trade, 
publicizing items under Fair Trade 
and the price stabilization there- 
from; greater economy in federal 
government expenditures; reduc- 
tion or elimination of excise taxes 
on auto accessories and appliances 
sold by the hardware dealer; and 
deplored the evident trend toward 
socialism, 

A touch of glamour was added 
to the annual banquet, held on 
Monday night, by the presence of 
Countess Maria Pulaski, British in- 
telligence agent, who stopped in 
Nashville en route to Hollywood to 
appear in a motion picture, Also 
entertaining the delegates at the 
banquet were the “City Hall Four,” 
offering the almost extinct barber 
shop quartette harmony. 

Officers elected to serve for the 
coming year were: R. G. Wright, 
Jr., Dick Wright Hardware Com- 
pany, Knoxville, president, suc- 
ceeding John A. Hancock, Lexing- 
ton; J. R. Cox, J. R. Cox Hardware, 





Nashville, first vice president: 
Martin Keatts, Memphis, second 
vice president. Morris P. Jones, 


who completed his second year of 
exclusive service to the Tennessee 


association, was re-elected secre- 
tary-treasurer. 

Directors elected were: Roy M. 
Vincent, Union City; C. M. Porter, 
Columbia; W. R. Doss, Memphis: E 
B. Thweatt, Nashville; Bon Hicks, 
Sevierville; Wayman Hill, McMinn. 
ville; and Joe Wright, Sweetwater. 





Merchandising Game 
Supplies .... . 


(Continued from page 75) 


“In the first place, if you have 
the correct merchandise and the 
ability to help them get started. 
you not only get individual cus- 
tomers but often whole teams 
While it is incidental that these 
hobbyists buy other merchandise 
in the store, it is also important 

“Hobby games have a way of 
spreading like a prairie fire and 
then dying down,” Spink said. “It 
is absolutely necessary that some- 
one from the store’s department 
be sufficiently interested in these 
games to be able to detect a trend 
in the game’s popularity—whether 
it is up or down, or whether the 
store is keeping up with the game 
by stocking the correct item.” 

Bunting’s has one of the largest 
stocks of golf merchandise in the 
city and follows the regular pat- 
tern in promoting this department 
Prizes are offered at local tourna- 
ments. Assistance is offered to be- 
ginners. Instruction books are 
provided free, and a putter’s disk 
with the store’s an on it is given 
to golf department customers for 
use in practicing. 

A new project will be opened 
this year which will offer mer- 
chandise not now available in the 
sporting goods department, but 
which is expected to turn in a 
good volume. 

This new feature will consist of 
a specially designed booth-type 
display fixture in the front of the 


store for the display of playing 
cards, poker sets, canasta decks, 
bridge decks and plaques. 

For instance, decks of playing 
cards designed for hunters and 


fishermen will have suitable orna- 
ments on the backs to denote the 
sport in which they are interested, 
such as ducks or fish. The line of 
plaques will make it possible for 
any enthusiast to buy for home 
decoration a plaque that will show 
his interest in a dignified way. 
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55 YEARS OF RELIABLE, USEFUL SERVICE TO SPORTING GOODS DEALERS THROUGHOUT THE SOUTH AND THE MID-WEST 


ASS 


“OR ODS 
have the call / 


..-and how. 


Unquestionably the most popular, the most demanded 
and the fastest-selling item in today’s tackle business 
and, as was to be expected 


SUTCLIFFE has them for 
PROMPT DELIVERY—NOW 


BETTS GLASS CASTING RODS ACTIONGLAS CASTING RODS 
































Sensational Values At These Low Prices From popular prices to the Finest 
ACTIONGLAS SPECIAL—Stainless steel euides and 
top. Offset handle with clamp type reel lock 


4Y>, 5, 5Y» ft. lengths—$9.95 


ACTIONGLAS STANDARD — Stainless steel guides 


less steel mountings. Aluminum offset handle, with 
Collet-type forward grip that holds the tip securely. 


Welded glass fibres. Clear translucent finish. Stain- 








Yes, Available 
these preferred, 





31/, ft. length—$5.95 4 ft. length—$6.50 
4), ft. length— 6.95 5 ft. length— 7.50 
5, ft. length—$7.95 


and top. Actionred slip-fit blade lock handle with 
wedge-type reel lock 


4V, 5, 5p ft. lengths —$13.50 


favored — and ACTIONGLAS DELUXE—Stainless steel guides, car- 
nationally ad- ff SEP MIRA-GLASS CASTING RODS —jr3'07 [p2.Ths foyer Jtiucnred Hendie: Besus 
- Feel right—priced right! 4V/,, 5, 5Y_ ft. lengths—$23.50 
vertised ... The name MIRA-GLASS tells you. Clear translucent PHANTOM GLASS CASTING RODS 


finish, polished like a mirror. Fast tip action, with 
that backbone that insures accuracy even on long 
casts. 
No. 800—Stainless steel guides and top; 


The Sensation of 1949. 
Now available in lower price ranges. 
THE NEW PHANTOM—Hardened steel guides and 


locking reel seat. top. Medium action. 
4\/>, 5, 5» ft. lengths—$9.95 31/, ft. length—$9.95 4V/, ft. length—$9.95 
5, ft. length— 9.95 


No. 825—Stainless steel guides and top. Gep posi- 5 ft. length— 9.95 
, a ae — be . 
tive locking tip control hrome screw locking TROPHY PHANTOM—Beryllium copper guides and 


handle. top. Light, fast action. 
4Yo, 5, 5Yp ft. lengths—$12.50 5 ft. length—$17.95 SY» ft. length—$17.95 


GLASS 
FISHING 
RODS 


screw 












































No. 850—Stainless steel ides and top. Precisio 0G > " -_ autifully ished. 
tapered tip. Serew fothten reel seat pe 8 poctive ee as ain chee = Seconiiond The usual 
tocking tip control. chuck handle. Light or medium action. dealer 

4V/>, 5, 5V/>, 6 ft. lengths—$16.00 4/>, 5, 5Y> ft. lengths —$23.50 
discounts 
Ann SHAKESPEARE GLASS WONDERODS—Now available at popular prices apply to the 
“ff i es No. 1175—Stainless steel guides and top. Double offset handle— S ft. 2 in. $15.00 if pri 

CLS No. 1176—Stainless steel guides and top. Double offset handle— 5 ft. 8 in. $16.50 retail prices 
“ae No. 1180—Stainless steel guides and top. Tru-Aim handie— 5 ft. 2 in. $17.50 quoted. 


No. 1181 —Stainless steel guides and top. Tru-Aim handle— 5 ft. 8 in. $18.50 
No. 1190—Stainless steel guides. Carboloy top; the deluxe Wonderod— 5 ft. 2 in. $23.50 E 
No. 1191 —Stainless steel guides. Carboloy top; the deluxe Wonderod— 5 ft. 8 in. $24.50 ——— 
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The Problem of 
Future Orders . 





(Continued from page 64) 


WILLIAMS 
WRENCH 
DISPLAYS 


prevalent in the press and on the 
radio as to what future price 
trends will do. The political view. 
point has continuously criticised 
any and all raises in price, while 
at the same time defending and 
even encouraging in every way 
possible a constant increase in the 
working man’s pay. To many, 
these viewpoints have always 
seemed incompatible. 

Our country has been blessed 
with the highest wages—rea} 
wages—paid anywhere in the 
world, and the reason for such 
wages is generally credited to the 
ingenuity and inventiveness of 
the American manufacturer op- 
erating under our free enterprise 









Williams Wrench Boards 
offer you || "trade-tailor- 
ed" selections to choose 
from. You can pick the 
tool combinations that 
best fit your local market. 

















Williams Wrenches are 
nationally advertised to 
professional and amateur 
mechanics and have been 
first choice in industry for 
more than half a century. 
Ask your jobber or write 
for complete information. 





system. Raising wages, however, 
process, nor create a new method 
ventions have brought about bet- 
In discussing the relationship 
Simply, the proposition is this: all 
labor. We could trace back cop- 
OFFER item in the manufacture of most 
A manufacturer of can oneners, 
mentioned. will buy raw material 
to such a manufacturer, is raw 
manufacturer, steel is the finished 
adds his labor. Raw material. to 
Now ore and fuel, in turn, are 
cipal ingredients used in produc- 
or by a steel manufacturer are 


does not work in reverse. It does 
of production. It seems to be get- 
ter wages, but higher wages do 
oe h: L L a Ne a T ° So L eS ° of labor to prices, one basic fact 
@ | always presents itself, and our 
1] y) [ S PLAY merchandise, when component 
parts are traced back to their 
per, lead, zinc, lumber and steel; 
COMPLETE hardware items, will serve as a 
43'a sla 3 hammers, saws, or any one of 
—and to this he adds labor in 
material. 
goods. The steel manufacturer 
the steel manufacturer. is largely 
the finished products of an ore 
ing either of these is labor; so the 
again traced back and are the re- 


not automatically invent a new 

ting the cart before the horse. In- 

not guarantee a new invention. 

politicians stumble all over it. 

sources, is entirely the product of 

BOARDS 
but steel, being a very prominent 
WRENCH good example. 

thousands of items that could be 

manufacturing his product. Steel, 
On the other hand, to the steel 

buvs raw material to which he 

a matter of ore and fuel. 

mine or of a coal mine. The prin- 

supplies used by the coal miner 

J. H. WILLIAMS & CO., BUFFALO 7, N. Y. sult of someone’s labor. 
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CONTINENTAL SCREEN COMPANY 


BOOK BUILDING ° DETROIT 26, MICHIGAN 
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FISH- 
New GETTERS 





Lil Rascal 


Fish can’t resist it. Ideal for the light 
tackle angler—weighs on/y “4 ounce. 
Travels at medium depth during fast 
retrieve, at shallower depth during 
slow retrieve, floats when at rest. Use 
with sinker for deep or slow troll- 
ing. Length 2%". Available in six 
popular finishes. See your supplier 
now while he has them all. 








J Super Snooper 


Its super-snooping, darting, flirtatious 
action gets more strikes and more 
fish even when other baits fail to at- 
tract. Floats when at rest, darts under 
the surface and travels with a flip- 
pantly provocative motion all its 
.~own during the retrieve. Use with 
Msinker for deep or slow trolling. 
Molded of durable plastic, finished in 
miifelike colors. Length 2%", weight 
. Your supplier has them now. 











Nearly 100 pages of 
the iptul fishing tips, 
g instructions, 

tares in color, 


SoutHBeno 


7 Neeme Samed tr ‘fit 





Tips on Ti ackle 
by Hank Bruns 


F you are a fisherman, Mr. 
Dealer, you know how hard it 
is on your temper to get a perfect 


cast into the perfect spot, and 
then, when you “pop” your plug, 
to have the darned thing slide 


right out of the spot before a fish 
gets a chance to make up his mind. 
This new Super Snooper that 
South Bend is making is the only 
surface bait I have ever used that 
can be “worked” in a thirty-inch 
circle all day. Keep your rod tip 
down and hit the plug sharply, but 
shortly. It will “burp” loudly, but 
it won’t move from that hard-to- 
get-at spot. Good, eh? It is also a 
fine fast-wiggling underwater 
bait when retrieved, but that’s not 
as important as that first virtue. 
It is made of indestructible plastic, 
and in a wide choice of finishes. 
The Li’l Rascal is a cutie. It is 
small, has those big eyes that fish 
seem to like, and goes deep. It has 
a slow tantalizing wiggle. Spin- 
ning fishermen like its perfect 
weight. Crappies love it too. The 
nicest thing about this bait is the 
fact that a bass will get the whole 
bait in his mouth and usually be 
hooked on both sets of hooks. 
South Bend was a pioneer in the 
use of the new *“‘Firelacquer” fin- 
ishes in the tackle industry. The 
good old Bass-Oreno, the Nip-I- 
Diddee, the Trout-Oreno and the 
King Bass-Oreno, the latter is a 
wonderfully rigged new bait for 
muskies, northern pike and salt 
water fish, are all available in this 
brilliant finish. In dark waters, 
these finishes stand out as remark- 
able fish getters. South Bend keeps 
the colors solid for the best effect. 
This finish is five to eight times 
more visible than regular paint or 
varnish finishes, and in the last 
war saved the lives of a lot of 
sailors and aviators adrift at sea. 
It makes these baits ideal for deep 
trolling with sinkers. I have seen 
fish come up out of forty feet of 
water for these baits, last summer, 
when the heat had driven them 
deep, and you just couldn’t get a 
hit. One lady fisherman in Natchez, 
Mississippi, took THREE doubles 
in one afternoon on the Bass- 
Oreno, which is really something 
when you consider that most of us 
fish all our lives without ever get- 
ting one double. On your counter, 
mounted on a beautiful easel, these 
baits sell themselves, for they are 
truly eye- and fish-catchers. I hon- 
estly recommend them. They're 


(Advertisement) 
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NEW-4 Favorites in 


FIREACQUER 


Amazing, new * 
make these baits 
Fluorescent-like $low 


fish-attracting and Ch-chiag 
Especially effective for 
early morning and late a 

ing. Available in Saturn Green, 
Orange and Neon Red. 


oY, ; , 


*“FIRELACQUER” BASS-ORENO — $1.25 
World's greatest and most imitated bait. 
Darting, diving action that gets results 





*“FIRELACQUER” NIP-1-DIDDEE — $1.50 
Highly effective top-water bait that cre- 
ates tantalizing disturbance. Semi-weedless. 


*“FIRELACQUER” 
TROUT- ORENO — 90c ( 


Famous fly rod lure for trout, steelhead, 
bass and pan fish. Weight 1/10 ounce. 






*“FIRELACQUER” KING BASS-ORENO 


Popular bait for muskies, northg 


Nearly 100 pag 
helpful fishingwi 


SOUTH BEND 


7 Neme Sa Could 72 fishing 
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There has been political criti- 
cism of manufacturers who raised 
their prices, say 10 percent, be- 
cause they increased their labor 
rates 10 percent. The criticism 
has been based on the theory that, 
say. only 50 percent of the manu- 
facturer’s cost is in his labor bill. 
Perhaps before our present New 
Deal era, such criticism might be 
justified. Now, however, because 
of the general and publicly pro- 
claimed policy of raising all 
wages, manufacturers find their 
costs of raw materials going up 
along with their own increases in 
wages. 

When considering the placing 
of future orders, it is well to re- 
member and to review the pres- 
ent price tendencies in our coun- 
try. Keeping in mind the theory 
that all material is the result of 
labor, it seems there is but one 
basic problem to consider when 
placing a future order: Will the 
trend of constantly and continual- 
ly raising wages as fostered by 
our Government and by our 
monopolistic labor unions’ be 
stopped or reversed? Until such 
time as you detect on the part of 
the general public an _ insistant 
demand for a change in this up- 
ward trend, which is enmeshed 
in the whole fabric of our 
political administration, it seems 
that you need have little fear 
about any general downward 
trend in prices. 


Traveling Salesrooms 
(Continued from page 70) 


to roll the display almost to a deal- 
er’s door. 

“One big advantage is that we 
get the dealer away from distrac- 
tions and interruptions. There is 
plenty of light from the bus top, 
so there are no windows at the 
side, and friends of the dealer do 
not know he is in there. 

“With our first bus, which was 
similarly used, windows at the 
sides made it possible for friends 
of the dealer to spot him. Then 
these friends would insist on com- 
ing in to see the display.” 

The original Peden “traveling 
salesroom”™ was a smaller version. 
Caraway took it on the road in 
1936 and drove it for six years. 
During the war it was relinquished 
for emergency use. But Caraway’s 
experience with the original bus 
resulted in valuable information 








Handy-Pack 


Bolt Cartons 
are preferred... 





@ Handy-Packs contain the same 
small lot quantities of bolts that 
have been standard for years. Cut 
thread carriage and machine bolts 
have nuts attached as always. 


Certified 
Reshippable 














Sealed with | 
nylon tape 


By Hardware Jobbers because the 
rugged Handy-Pack is a better product 
and an easier product for jobber salesmen 
to sell. Retailers go for the Handy-Pack... 
jobber sales go up. 


By Industrial Distributors oecause 
these rugged cartons can be handled or even 
dropped without breaking. They can be 
stacked fast and efficiently. They save time 
and labor in the warehouse. 


RUGGED HANDY-PACK 


CARTONS are made 
of corrugated board... 


with a certified bursting strength from 125 
to 200 Ibs. per sq. in. depending on bolt size. 
The cartons are packed in wooden boxes... 
can be ordered in carload or less-than-carload 
lots. Every carton is sealed with nylon tape 
...is certified reshippable. Tying and wrap- 
ping are eliminated when you reship them. 
Once you try rugged Handy-Packs, you'll 
never again want bolts in ‘paper’ cartons. 
Enjoy all the advantages of the rugged 
Handy-Pack by sending your bolt orders to 
Buffalo Bolt Company. 






Rugged open 
drawer 


By Hardware Stores because the cover 
can be used as a rugged open drawer in bolt 
cabinets. No opening cartons everytime you 
make a sale. And you never have broken 
cartons, spilied or mixed bolts, 


WRITE 
BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


for this free circular on quantities 
and weights of Handy-Pack Cartons. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


FRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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when it came time to order the 
new version, especially designed 
and constructed to Peden specifi- 


WR cations. 
Peden Iron and Steel found only 


one company, a Chicago builder, 
that would undertake construction 

A INGES of the bus according to specifica- 
tions. These specifications, in ad- 
dition to those previously men- 
tioned, included an “asterview” 
top. Such a top consists of triple- 
strength glass, with sun filter, at 
the contour where wall meets roof, 
on both sides. This affords ex- 
cellent interior lighting on mer- 
chandise being shown. 

The “traveling salesroom” 
weighs 17,800 pounds empty, is 33 
feet long and 7 feet, 11 inches wide, 
one inch less than the maximum 
width permitted by Texas law. It 
has five speeds forward and re- 
verse and cruises at 68 miles per 
hour. 


Easy to Handle 


Specialty Salesman-Driver Bull- 
ington says the bus is extremely 
easy to handle and easy to park; 
and that, in addition to the advan- 
tage of having seasonal merchan- 
dise to actually show dealers, the 
“traveling salesroom” is an attrac- 


tion in itself. 

TEE But from his experience with the 
original unit that served the com- 
pany, Caraway is convinced that 

HINGES utility of the “traveling salesroom” 
will remain constant, even after 
the novelty wears off. This belief, 
he thinks, is justified by the 13- 
weeks record sale of heaters. 

Amarillo Hardware Co. had its 
first experience with a “traveling 
salesroom” last fall, when the 
three-quarter-ton job was put into 
commission. One of the first trips 
was with gas heaters, but wheel 
goods and lawn mowers have also 
been introduced in this fashion. 
Being smaller, the Amarillo bus 
is More compactly arranged, as 
shown by accompanying illustra- 
tions. But it will, and does, carry 
an inventory of $1,800 worth of 
fishing tackle, including one of ev- 
: ery fishing tackle item carried in 
MANUFACTURING COMPANY Be . stock in Amarillo. 
PITTSBURGH 12, PENNSYLVANIA 44 ‘k LL Specialty Salesman Trimble 
: takes pride in relating his biggest 
sale in fishing tackle to date. In six 
hours he sold $6,000 worth of fish- 
ing tackle to one dealer, and says 
“I couldn’t have sold that much 
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T FOR EASIER USE AND GREATER VALUE 
f, 
3 - 
© 20% less weight, with greater and backbone—gives the thin blade 
s strength, and a thin, keen, easily a keen cutting edge easily kept 
& sharpened blade are the value fea- sharp with a whetstone or file. 
“ tures of this new True Temper Bal ay ee 
ance is scientifica esigne 
. True Temper Kelly No. 26 Solid Steel Scythe. alance Is scientinc J & 
: Perfect Weed Cufter to give a smooth, uniform feel 
, Each blade is forged from one 
O The original—with oval hickory handle, , f el aciatiaaiin cata’ Bie from heel to tip. 
serrated scythe steel blade, strong braced piece Of special analys — 
and bolted construction, and correctly thick, grooved web extends through Stock and feature these new 
“s balanced so the blade travels parallel to the = ; . , 
s ground. Safe—sure—long lasting. A known the heel for rigidity and to give | True Temper Solid Steel Scythes. 
ey Craw wee great strength at the point of Your customers will welcome 
/ most strain. these features that give extra value 
Controlled tempering gives the and ease of use. True Temper 
. back and heel toughness, strength Corporation, Cleveland 15, Ohio. 
: 
t TRUE TEMPER 
1 FINE TOOLS + FISHING RODS + GOLF SHAFTS + FOR OVER 100 YEARS 
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this time with a new 


Yes, American Wire Fabrics is first again... 


metal bung. In contrast with conventional wooden bungs, which 
may be off-center, off-size and rough-sided, this new metal bung is 
precision stamped. Its smooth sides protect the edges and mesh of 
the innermost layers of screening. 


But, more important is the long, dependable service which high 
quality Gold Strand screening provides for the ultimate user an 
assurance that retailers will continue to make profitable sales to 
satisfied customers. 


Request American Gold Strand from your jobber and give it a 
prominent place in your store. 


American Gold Strand Insect Wire Screening is manufactured in 
strict accordance with U. S. Dept. of Commerce, Commercial Stand- 
ard C.S.-138-47. Supplied in Galvanoid, Bright or Antique Bronze, 
Aluminum and other non-ferrous metals, in standard meshes and 
widths. Carefully inspected . . . packed in strong, clearly labelled 
cartons. 


Other famous Wickwire Spencer Hardware Products include: Clinton Hardware Cloth, Clinton Hex Mesh Nettings, 


Clinton General Purpose Welded Wire Fabric, Perfection Door Springs, Nails and Brads, Wissco Clothes Line 


AMERICAN WIRE FABRICS CORP. 


WICKWIRE SPENCER STEEL 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 


Boston + Buffalo * Chicago + Denver + Detroit + Ft. Worth + Philadelphia 
Pacific Coast Subsidiory—The California Wire Cloth Corporation, Oakland 6, Col. 














in six weeks from catalogs,” he 
said. 

In addition to taking merchan- 
dise to dealers, Amarillo Hardware 
Co. makes it simple for a dealer to 
order. In a thick pad of order 
blanks, every item carried is listed 
by number, description and price 
As a dealer examines the merchan- 
dise, all that is necessary to com- 
plete the order is to write the 
quantity in the left hand column 





Rods Secured 


As shown in the illustration, fly 
rods and casting rods are held in 
felt-padded slots, so snugly that 
they will not jostle loose. Othe: 
casting rods are held in a fixed up- n 
right mount and reels are secured 
in their display racks. 

An ingenious carpenter helped 
Amarillo Hardware Co. equip the 
“traveling salesroom.” One side of 
the bus is devoted to 45 sliding 
shelves. Each shelf affords three 
square feet of space, but the actual 
display space is restricted to 18 by 
30 inches, this part being hinged 
and dropping down for display 
Slotted uprights 
equipped with wing nuts, and 
when the bus is in motion the up- 
rights may be moved and locked 
in position to prevent shelves from 
sliding out. s 


shown are 





Advantages 


R. C. Neely, Jr., of the Amarillo 
firm, called attention to what he 
considers advantages of the smaller 
version of such a “traveling sales 
room.” 

“It takes up no more room than 
an ordinary car,’ he observed 
“Therefore, it can be parked any 
place, right at the dealer’s door 
With the dealer in the bus, he and 
the salesman have privacy. With- 
out interruptions, such a call takes 
less time, and as a result our mer- 
chandise gets around faster and 
over more territory,” Mr. Neely 
observed. 


Future Expectations 


Neely said that his company ex- 
pects “to at least double its fishing 
tackle business.” That was before 
he knew of “Scotter” Trimble’s 
$6,000 order in six hours. Neely’s 
eyebrows went up. j 
“Perhaps I was a bit conserva- | 
tive,” he said with a smile. 
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THIS IS IT!...THE BONUS BUY OF THE SEASON... 












that 
BUY THIS... (croup a) 
ae 10 HY-LO Pints, 4 HY-LO Quarts and 5 HY-LO =*>- > 
- Oe Sie welts Goeiiee. _ Ss writ with Bottles 
ae 5 lig SCE 
ve f it you stock up a nv EO-Qvers - —S a 
ual Think ° oe MMER 
ry | gor SPRING and SU AND GET THIS WITHOUT COST 
is s of HT (GROUP B) = oe 
ve _ BOTTLES and 1 HY-LO Pint Bottle and 1 HY-LO At x M 
al yACUUM " 40% PROFIT! Pint Kit with bottle. ts 
ip MAKE OvE —— 
ed 
ym _ 

HERE’S THE WAY IT WORKS... 
~ YOUR COST (crour a)..... $26.57 
.) oo YOUR SELLING PRICE... $44.40 
an vantage of this (GROUP A PLUS GROUP B) 
d high-profit deal 





(no limit on quan- 


tity)...DO IT | | 4 
.| Bee Cuil YOUR PROFIT........ 914° 


h- CALL YOUR Nov Ga cow 
he 4H American 
eS JOBBER. auum Bottle/ 


id 


lv 





You get full support where it counts... 
month after month . . . with ALADDIN 
HY-LO Nationally Advertised in Big 
Color Ads in... LIFE... SATURDAY 
EVENING POST . . . LADIES' HOME 
JOURNAL. HY-LO is wanted by mil- 
lions. YOU can supply the big Spring 
and Summer demand AT OVER 40°, 
PROFIT TO YOU!!! 


ALADDIN INDUSTRIES, Incorporated 703 Murfreesboro Road, Nashville, Tennessee 


1107 Merchandise Mart, Chicago, Illinois ° Pacific Coast: 105 E. Lexington Drive, Glendale, California 
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GLASS cuT EQUIPPED WITH... 


e VERNIER ADJUSTMENT FOR SQUARENESS 

e FULL LENGTH ADJUSTABLE SCALES 

e HEAVY CHROME-PLATED STEEL GUIDE BARS 
e BALL BEARING EQUIPPED THROUGHOUT 


Every retail store selling glass (and many now not selling glass) 
should have one of these new glass cutting machines. 

Train any clerk in your store to cut glass dependably and watch 
your glass profits grow. The FLETCHER machine actually cuts the 
glass. It is more than a holding device. Made in two sizes to cut glass 
0"'—36" and 0" to 48". Order one today through your jobber. 


“GOLD TIP" GLASS CUTTERS 

Your customers want the best 
too. If you use FLETCHER Glass Cut- 
ters in your store se// them to your 
customers too. FLETCHER "Gold Tip" 
Glass Cutters are known for their ex- 
cellent value and true performance, 
so BUY, SELL and USE the best. Your 
Jobber has them. 


THE FLETCHER-TERRY COMPANY 

















Cincinnati Convention 


(Continued from page 65) 


another arms and ammunition. 
and a third will discuss athletic 
supplies; authoritative talks on 
such new developments as fluor- 
escent baits and glass fishing rods: 
“panel” discussions by whole- 
salers relating to their experi- 
ences with sporting goods buses 
and trailers and with sporting 
goods shows; and general discus- 
sions of various operating prob- 
lems such as the use of specialty 
salesmen, their compensation, how 
they may work with the regular 
salesmen, etc. 


Morning Programs 


For the three regular business 
sessions of the Southern Associa- 
tion on Tuesday, Wednesday and 
Thursday mornings, the program 
will be made up largely of dis- 
cussions by members themselves 
of some of the more important 
current problems of the wholesale 
hardware business. The only out- 
side speaker will be Ed Williams, 
wage-and-hour consultant of the 
Associated Industries of Kentucky, 
who will speak on the new wage- 
hour law in the Tuesday morning 
session. Other discussion § topics 
include: 

Experiences Under the Wage- 
and-Hour Law 

Operating on a 40-Hour Week 

Truck Deliveries 

Coordinating the Work of Spec- 
ialty and Regular Salesmen 

Incentive Plans 

Operating a “Traveling Display 
Room” 

Sales Analysis 

How Can We Reduce the Over- 
head? 

Stock Control Methods 

Pension Plans 

Among the allied events of the 
convention week will be the semi- 
annual dinner of the Central 
States Hardware Club on Sunday 
night; the annual meeting and 
the annual dinner of the Old 
Guard, both scheduled for Tues- 
day; and the semi-annual lunch- 
eon of the X-Club, also on Tues- 
day. As usual, George Harper has 
made all arrangements for the 
Old Guard and X-Club activities 

Headquarters will be at the 
Netherland Plaza Hotel, where all 
convention sessions and _ enter- 
tainment features will be held 
Other hotels helping to take care 


431 SOUTH STREET ° FORESTVILLE, CONN. of the convention crowd are the 
Terrace Plaza, Gibson, Sinton, 
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“Doc” Peters says: 


— oe © 
SPORTING AMMUNITION 


—_ — ee “- VA GET FREE THIS PROVED STORE PROMOTER—al! 


the material you need to run a Peters 22 Guessing 









Contest! This “package 





includes a transparent 
plastic container to be filled with 22's, window banners 


es: Cae ee SS ae + to ee eee TORRE and a display card to draw attention to the contest. con 


— ‘ ; ' test entry blanks in a self-service holder, and five novelty 

GET A FREE PACKAGE EVERY MONTH of hard-selling Peters displays for holding 22 boxes Just check the coupon below! 

/ promotional material for your store! The first month you will receive 

a handsome change pad for your counter in eye-catching blue and 

yellow. Put it to work by your cash register — and watch how it reminds cus- 

tomers of their ammunition needs. Then, every month in 1950, you'll receive 

a new Peters point-of-purchase help to capitalize on the brand-name recog- 

nition created by Peters national advertising in leading Outdoor, Farm, 
Shooting and Boys’ magazines. Just check the coupon below! 





Peters “know-how means Peters sales! 


There's a new addition to Peters “High Velocity” 
line—the 222 Remington varmint cartridge for the 
new Remington Model 722. Talk these features when 
you sell: extreme accuracy * very flat trajectory « 











muzzle velocity of 3200 feet per second + 50 grain GET FREE THESE OTHER DEALER HELPS! We'll send 
soft point bullet * balanced performance « terrific you ready-to-go newspaper mats to back up Peters 
striking energy. hard-hitting national advertising . . . let local 


shooters know that you are headquarters for Peters am- 
munition. We'll send you Peters price list, catalog, and 


Peters “High Velocity” 22's are tops for Recommend Peters ““High Velocity” shot- 


with new Peters Flat-Top Crimp , 
“Miro Perfect” bule “1 speed-ntonsity er vatest patterns. Talk these features: « inventory check list—remember, you can’t sell what you 
ae maximum pow- haven't got. Check the coupon below today! 


ignition » newest 
smokeless pow 
der + special lu- 
brication to pro- 
tect rifling « flat 
trajectory**‘Rust 
less’" non-corro 
sive priming 


PETERS 
Aaley 


packs the, power 


er « smooth load 
ing * perfect shot 
size and shot 
count + “‘Water- 
Tite’’ shell bodies 
¢ speed-intensity 
ignition + “Rust 
less” primir 





FREE 
SEND FOR ALL THESE FREE 
PROFIT BOOSTERS! 



















+ 


eters Cartridge Division: De pt. 3 


939 Barnum Avenue, Bridgeport 2, Conn 
Please send me the Profit Booster I have checked below: 


Peters Monthly Promotion Package Peters Other Dealer Helps 


Peters Guessing Contest Material 














Name 7 — 
1ddre — —— 
PETERS CARTRIDGE DIVISION—Remington Arms Company, 
Inc., Bridgeport 2, Conn., “High Velocity” and “Rustiess” City Zone State. 
are Reg. U. S. Pat. Off. 
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a | Fountain Square and Metropole i 
| The entertainment program will 
include the following special fea- 
tures for the ladies: Ladies’ Morn- 
ing Television Tour, on Tuesday 
morning; Taggart Super Club, 
with award of many prizes, and 
showing of special film, on Tues- 
day afternoon; and bus tour of 
the city on Wednesday afternoon. 
General entertainment features 
include an elaborate floor show 
Tuesday night and a dance Wed- 
nesday night. H. C. Miller, of Cin- 
cinnati, is chairman of the enter- 
tainment committee. 

The general plans for the con- 
vention have been worked out by 
the Committee on Arrangements, 
consisting of W. H. Terstegge. 
president, and T. W. McAllister, 
managing director, of the South- 
ern Association; and H. F. Sey- 
mour, president, and Arthur L 
Faubel, secretary, of the manu- 
facturers’ organization. 


Officers 


Officers of the Southern Whole- 
sale Hardware Association are: 
president, W. H. Terstegge, Strat- 
ton & Terstegge Co., Louisville. 
Ky.; lst vice-president, Fred C. 
Barksdale, Brown-Roberts Hard- 
ware & Supply Co., Alexandria. 
La.; 2nd vice-president, Charles E 
Nash, Nash Hardware Co., Fort 
Worth, Texas; managing director. 
T. W. McAllister, SOUTHERN HARD- 
WARE, Atlanta, Ga. Members of 
the executive committee are: Ed- 


mund Orgill, W. D. Stuart, R. M 
Goo a REASO we Ss WHY Miller, Ralph Speer, Edwin F 
Flato and J. W. Hasson. 

Officers of the American Hard- 
you $s H o U i o F E AT u cl E ware Manufacturers Association 
are: president, H. F. Seymour, 

Cleveland, Ohio; vice-presidents, 
G ° L 5 coal E Bb a L s E i N E T Lad i ™ E Geo. H. Halpin, St. Paul, Minn.., 
Richard L. White, New Britain 
Conn., and Herbert B. Megran 


Harvard, Ill.; secretary-treasurer, 
See eneceanene eae 0 * Arthur L. Faubel, New York City 
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Tri-State Convention 


(Continued from page 84) 
as “selling merchandise that does 
not come back to customers who 
QUALITY SEINE TWINE ” 


do,” urged implement dealers t 
make a thorough survey of thei! 
territory 

THE LINEN THREAD co., INC. “That is the way to find the 
prospect and convert him into : 


(Successors to American Net and Twine Company) = 
customer,” he said. “In our survey 


418 GRAND STREET, PATERSON 1, N. J. we sent out two good men in 
trucks equipped with air com- 
CHICAGO 10, ILL. + NEW YORK 17, N. Y. + BOSTON 10, MASS. pressors. By checking the farm- 





BALTIMORE 3, MD. + PHILADELPHIA 6, PA. +» SAN FRANCISCO 5, CAL. + GLOUCESTER, MASS. ers’ tractor tires and putting in 
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Exciting, Full Color Pages Like This One, In The Nation's Leading Magazines, 
Will Send Thousands Of Customers PRE-SOLD To Your Store. 


Yes, Revere Ware has launched the greatest advertising drive in its history .. . reaching 
over 686,000,000 readers month after month. 
Mass-circulation magazines like The Ladies’ Home Journal, Good Housekeeping, McCall's, 
American Home, The New York Times Magazine, Gourmet, Successful Farming, Progressive 
Farmer, The American Weekly, Farm Journal, Saturday Evening Post, Better Homes and 
Gardens and Pathfinder .. . are all telling “the Revere Ware story”, all describing the glow- 
ing beauty, durability, and efficiency of these copper-clad, stainless steel cooking utensils. 
So to increase your store’s traffic... build up volume sales ...and pile up profits... take 
advantage of this tremendous advertising campaign now’. 


Be sure your customers know you carry Revere Ware. Feature it in window and counter 
displays ... advertise it locally and through direct mail . . . and watch it increase your sale 
per square foot as it has for dealers everywhere. You'll be amazed at the profitable results. 


TOE VUE FORE °F E BRBSS INCORPORATED 





Rome Manufacturing Company Division 
Rome, N. Y. 














the right amount of pressul 
these men rendered a service that 
helped them get the information 
called for on the survey blan! 
These blanks should provide spac« 
for indication of the farmers’ hob- 
bies, for often you can get clos 
to a prospect by showing interest 
in his hobby.” 

Melton said implement dealers 
should attempt to serve as th 





e - community's county agent, espec- 
4 prruing YIM Py) Om ially in the proper use of fertilize 
eee 
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BRAND 


INSECT WIRE SCREENING 


Keep an eye on the windows in your area. 
When they start staying up, that's the time 
to have plenty of Cortland Brand Wire 
Screening on hand. 


Every open window ... door . . . and porch is 

a potential market for this popular, profit-making 

screen. What's more, your customers will buy Cort- 
land Brand Wire Screen because it's priced to fit their purses ... 
gives them years of long-lasting screen protection. 


Order Cortland Brand Wire Screening now — a favorite for over 
75 years. Made to U. S. Department of Commerce, National 
Bureau of Standards’ specifications. In 18 x 14 mesh, 24” to 48”, 
in 100 linear foot rolls. Wide widths for porches and breezeways 
also available in Bronze and Aluminum. 54”, 60”, 66” and 72” 


widths. 
Cortland GRAY-WICK 


The popular, all-purpose insect wire screening. 
Doubly protected against corrosion by electro- 
zinc galvanizing and enameling with pigmented 
finish. Has 'glare-proofed" finish. 


Cortland BRONZE 

Rustless under all weather conditions—unaffected 
by salt air, acids or gases. Has greater strength 
and durability than copper screening. Available 
in bright or dark bronze “antique” finish. 


Cortland ALUMINUM 


Can't rust or stain because it's made of full gauge 
Alclad aluminum wire. Exceptionally strong and 
light—only one-third the weight of steel insect 


wire screening. 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 





He predicted that in the next te 
years the greatest strides in agi 
culture would be accomplished by 
proper use of fertilizer. 


Farm Progress 


Park traced progress mad 
possible by farm equipment from 
the time that practically 100 per- 
cent of the population was en- 
gaged in production of food to 
supply the needs of America to- 
day, when only 20 percent of the 
population is so engaged. He said 
this 20 percent also helps relieve 
hunger abroad. 

“But your sales technique is 
pretty rusty,” he continued, “and 
there are barnacles on you a foot 
thick. Many of you haven't been 
on a farm in years, but the day 
is coming when you'll find it 
necessary to spend much of your 
time in the country. 

“We manufacturers have ou! 
responsibilities, too. We must co- 
operate with dealers to develop 
better merchandising methods 
that will prevent a stampede by 
the newer dealers. We can’t af- 
ford to ‘load ’em and leave ’em.’”’ 

Park made four recommenda- 
tions. 1- Educate every one in the 
dealership about every piece of 
merchandise, thereby acquiring 
additional salesmen; 2- Make a 
survey such as recommended by 
Melton; 3- Develop the talent of 
creative selling, and 4- Capitalize 
on new markets. 


Panel Discussions 


One feature of the convention 
was a panel with discussion of 
points interesting to both hard- 
ware and implement. dealers 
Hardware dealers participating 
were Travis Lively of Pampa, 
Texas and Director Brasch, with 
W. J. Sheely of the national as- 
sociation as moderator. Implement 
dealers were Charles Schuler of 
Petersburg, Texas. and Director 
Cox, with Paul M. Mulliken of the 
national association as moderator 

For the second time in two 
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Get your share of extra lamp bulb sales during General Electric's 


BRIGHTEN-UP TIME 
PROMOTION 


NATIONWIDE ADVERTISING IS 
BUILDING DEMAND 


From now ‘til May your neighbor- 








hood customers will be reading 
about General Electric's Brighten- 
Up Time promotion featuring a 
“Spring Shower of G-E Lamp Val- 
ues!” Full-color ads are backing it 
up in the Post, This Week, and 
Parade. Plus spot radio announce- 
ments and commercials on the Fred 
Waring television show! 









SPECIAL DISPLAYS TO HELP ~ - 
YOU TIE IN! ~ sce F 4 Lamp Package AHrich 
_ 


7 Ba ; G LBS 
tie-in package, call your G-E lamp p! N uP 44 . 
supplier today. You'll get plenty of ~ U Gute 7s 

ie vif ot cueh” Buy 7 - 





If you don’t yet have your special 


bright streamers, price cards, and 
colorful display pieces. Use ’em 
all . . . with a mass display that 
features the General Electric 4-lamp 
package. For extra sales and easy 
profits this Spring, tie in with 
Brighten-Up Time. 





A NEW KIND OF LAMP TO SPARK SALES? 

General Electric's new White lamp gives softer shadows 
and less glare, because it's “all-over bright’. 100-watt 
size, now being featured in G-E consumer advertising. 


You can put your confidence in— 


Be sure to see 

the Fred Waring 
television shou 

every Sunday night. 
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SALES-MAKERS FOR YOU 








NOW ELECTRIC DRILL BITS BY GREENLEE “- 
TO MEET A BIG NEED... BUILD EXTRA SALES FOR YOU i 3 





Again GREENLEE leads out with the newest in tools to match 

the tempo of today’s more efficient building methods. These new 
GREENLEE Electric Drill Bits meet a great need of carpenters 

and other woodworkers using “-inch electric drills for boring ¥2-inch 
or smaller holes in soft or hard wood. They fit electric drills perfectly, 
stand up under long hard work, do the job quickly 

and smoothly . . . replace old makeshift methods, provide the 

“right tool for the job.” Solid-center twist; single-cutter, 
extension-lip type head with outlining spur; no pressure required. 
Destined, we believe, to become “‘standard equipment” 

for skilled craftsmen everywhere. Available in sets of five, packaged 
as above, or in individual sizes. Ask your jobber or write 

Greenlee Tool Co. for details and prices. 


x 
GREENLEE 








STOCKED BY LEADING WHOLESALERS 


The Greenlee Line also includes: Auger Bits * Expansive Bits * Bit Extensions * Chisels and 
Gouges * Turning Tools * Draw Knives * Automatic Push Drills * Spiral Screw Drivers and 
many other high-quality tools. Greenlee Tool Co., 1824 Herbert Avenue, Rockford, Illinois 








years in such an appearance, 
Director Brasch offered pointed 
and vigorous suggestions to hard- 
ware jobbers, this time asking for 
“prices that will permit us to com- 
pete with mail order houses.” Last 
year he demanded better pricing 
information from jobbers. 

Arthur C. Horrocks, of the pub- 
lic relations department of the 
Goodyear Tire and Rubber Com- 
pany, stirred the convention wth 
his address, “Pioneers of Enter- 
prise.” These pioneers, he said. 
“are you, and you must end this 
orgy of Government spending 
He added: 


Socialistic Trends 


“When you have big govern- 
ment you have little business 
And whenever a_ government 
syphons off 40 percent of income 
in taxes, you have a_ Socialist 
state. We are now syphoning off 
26.2 percent of income for taxes 
We dare not take one more step 
into social experiment.” 

Earlier in the convention Mulli- 
ken, who is managing director of 
NRFEA, discussed “The March of 
Progress” and Sheely, merchan- 
dising and management service 
manager for NRHA had the sub- 
ject, “It’s Your Store—Your Busi- 
ness.” 

Concluding address of the fou 
business sessions was by B. D 
Danchik, management consultant 
He enumerated many complica- 
tions which have infiltrated busi- 
ness in recent years, declared 
most dealers unqualified to deal 
with new complications and urged 
a serious study of management 
problems 


Year-Round Toy Volume 


(Continued from page 81) 
business, this must be a family 
store, A large majority of the cus- 
tomers are women, or should be. 
to assure a successful operation 
And mothers will, invariably, pre- 
fer to shop in a store where it is 
obvious that children are wel- 
come.” 

Toyland is located on a balcony 
at the rear of the store. But Saiken 
does not depend on this alone to 
merchandise his toys. “Because of 
their importance,” he said, “‘we 
give toys prominent up-front dis- 
play.” There is a definite reason 
for this. Usually the entire dis- 
play window is given to toys 
Along with this, wheel goods are 
displayed on the sidewalk 

“Children, walking past with 
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I; DEPENDS On your loca- 


located in the heart of a 

timber and pulpwood 
region, features saw files. Jones builds him- 
self a reputation in that field and gets "way 
ahead of his rivals on turnover. Smith, lo- 
cated in a farming community, keeps well 
supplied with fast-selling general-repair and 
sharpening files. Brown, in a mid-city loca- 
tion, broadens his line to meet all comers 
carries novelty and “occasional” types as well 
as the regular quick sellers—through having 
complete stocks becomes known as “file head- 
quarters’’—cashes in on big volume. 


NICHOLSON FILE CO. « 15 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


LP 


In Car 


tion. Jones’ Hardware, 


It’s worth while making a study of the file 
market in your particular community 
and then getting behind it with the right 
stocks and a sound selling program. Because 
files, by their nature, require replacement 
more frequently than any other widely used 
type of hand tool, turnover is more rapid; 
your yearly profit margin is greater. Have 
you thought of these things? 

Your wholesaler can give you 
good advice on the right file setup 
for your trading area. The pro- 
fusely illustrated 48-page Nichol- 
son book, “File Filosophy,” will 
help, too. Send for it - FREE! 





rt Hope, Ont.) 





BLACK DIAMOND ... erie ron every runrose 
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~~ BOLTS - NUTS 
RIVETS and SCREWS... 


... have greater holding power! 
e Accuracy of product finish... uni- 
formity of product quality have 
maintained Clark Leadership for 97 
years. 

For Greater Security... Fasten Fast 
with CLARK Fasteners. 


GLARK BrosBort () 


MILLDALE, CONN. 







Get them from your 
Local Jobber or Distributor 









MAAS AL POA 


TRADE MARK 


“SHOWBOAT” GONDOLAS 


ALL METAL AND GLASS 


HOLD MORE 














SHOW MORE | 
SELL MORE 
Lf 


Scores of buyers say ...“the finest 
display units ever built”...“pay for 
themselves in less than a year”... 
“Increase sales more than 25%.” 


REEVE “Showboats” provide three times more display area than flat counters. 
Each bin is clearly visible from all sides. 


High chrome finish tubular frame... baked enamel perforated metal shelves 

. . « heavy glass with polished edges for bin divisions . . . and other exclusive 

features that make the REEVE “Showboat” the most beautiful and functional 

display unit made. Complete in every detail . .. Ready to set on your sales floor 
. . and go to work. Send now for brochure giving full description. 


ia 


REEVE 


OUR NEW CATALOG JUST OFF THE PRESS! Send for it today! Hundreds 
of new improved items from ticket holders to large display units. 


REEVE COMPANY 





“Serving America’s Retailers since 1913" 


2222 $. GRAND AVENUE + LOS ANGELES 7, CALIFORNIA 
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their parents, naturally are at- 
tracted to these sidewalk displays 
Often their interest prompts par- 
ents to make a close inspection o 
these toys. 

Having the wanted merchan- 
dise, then, has its untold advan- 
tages when displayed just inside 
the door! 

However, all parents do not 
have to be prodded into buying 
their children toys with which te 
amuse themselves. Saiken, 
father himself, is more than casu- 
ally interested in child psychology 
The modern thinking along this 
line, he says, is that parents are 
encouraged to reward their chil- 
dren for their good  behavio1 
rather than threaten them witl 
some form of punishment if they 
fail to abide by what is considered 
best for them. 


Psychological Buying 


“Children constantly are being 
rewarded for this and that,” he 
said. “If they get A’s in school, 
they get a reward; if they prac- 
tice their music lessons faithfully 
they get a reward.” 

With psychologists behind the 
reward system, it is obvious some- 
one is going to cash in on it. And 
Saiken has given this phase of his 
business much thought. He has ar- 
rived at the conclusion that the 
more expensive toys have the big- 
gest appeal. They sell faster, and 
the customer is better satisfied 
with the purchase. 

“While only about 15 percent of 
our total dollar volume comes di- 
rectly from the sale of toys,” said 
Saiken, “we can attribute sales 
from our other departments to the 
traffic-pulling power of toys. Only 
in very few exceptional cases do 
toy customers confine their buying 
to toys. They come in because of 
our toy department and become 
steady store customers. 

“We could triple our toy vol- 
ume easily, if we had the space to 
display them properly,” he added 


Good- Will Features 


Aside from the dollar revenue 
derived from toys, Saiken has dis- 
covered there is no more effective 
means to ingratiate oneself with 
the parents than through the 
child. “When parents come in with 
their child to select a toy, they 
will appreciate it more if you give 
your attention to the child, rather 
than to them. After all, the toy is 
for the child, the parents are along 
only to pay for it. And the average 
customer will like it more if you 
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It Pays to Give 
Your Customers 


the EXTRA VALUE of 
ATKINS CZfrer Shoo” 





ATKINS No. 65 


Just one saw from the complete Atkins 
line... but what a saw! The kind that 
helps the carpenter finish his day’s work 
with less fatigue —that the home crafts- 
man will prize (and praise to his friends) 
for years to come .. . In short, a perfect 


Check Now and Make Sure You Have 


the Right ATKINS “Silver Steel”SAWS 01 cramfle: 


for All Your Customers Needs... 


A “Silver Steel” Sow we 
— tempered, heat- ; 
treated and trve- 
taper ground. 20, 24 
and 26 inch lengths. 


Edge-holding teeth for 
longer service — per- 
fectly shaped and fitted 
for fast, easy cutting 


example of the extra quality that makes 
every Atkins an easier, more satisfying 
saw to use — that gives your customer a 
bigger dollar's worth for every dollar he 
spends. There’s no surer way to build 
satisfied patronage than to suggest and 
sell Atkins “Silver Steel” Saws. 

No. 400 Handsaw — America’s finest ¢ No. 2000 
\ Hondsaw — the “streamlined” saw with the stiff 

but lighter blade and special “Perfection” hang 


/ handle ¢« Hacksaw Blades ©@ Mitre Sows ¢ 


Compass and Keyhole Saws © Pruning Saws 


ORDER FROM YOUR ATKINS JOBBER NOW 


>, 


Branch Factory: Portland, Oregon 
Knife Factory: Lancaster, New York 


3@s Seats a's 
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E. C. ATKINS AND COMPANY 


PARTNER FOR 9 3 


Home Office and Factory: 
402 S. Illinois Street, Indi polis 9, Indi 





Branch Offices: 







“Perfection” pot- 
tern, carved apple 
handle eliminates 
wrist strain, di- 
rects full force 
ogainst teeth. 


Atlanta + Chicago * New Orleans * New York 


YEearR S 
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THE “FASTENER CHEST” 


Increased use of mechanized equipment on the farm and in 
the home is building a new, profitable Cap Screw business 
for hardware retailers. 

The LAMSON “FASTENER CHEST” has been especially 
designed to help you cash in on this new market. It is a 
convenient, counter-sized cabinet containing the 63 most 
“called-for” sizes in Cap Screws and Semi-finished Nuts. 
Piece-by-piece sale of the contents nets a $31.18 profit, and 
the all-steel cabinet is included as a bonus. 

Sound good? It is! Check with your jobber today or write 
us for information. 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 


LAMSON & SESSIONS 


Reference List 













devote your attention to pleasing 
the child and not the parent 
pocketbook. 

“Another important factor to 
remember in buying toys is tu be- 
ware of the items which can be in- 
strumental in harming the child.” 
Saiken said. 





72) 


Demand Created 


“Too, remember, when ordering, 
that once a child gets a new toy, 
others in the neighborhood are 
going to want one just like it. The 


parents will expect you to have 


one for their child when they 
come to buy it. While the parent 
would settle for a reasonable sub- 


stitute, the child will seldom be 


that tolerant. And you are satisfy- 
ing the parent by first satisfying 
the child!” 

In early November, this store 
began its Christmas promotion 
All through the year people had 
been accustomed to shopping here 
for toys. Seeing at this early dats 
just what they wanted, they 
bought. Such early sales. pro- 
longed the buying season and 
saved that last-minute rush. This 
is not exactly the case of the 
“early bird getting the worm.’ 
People seldom go to unexpected 
places to find what they are look- 
ing for. They come to King’s 
Hardware for toys, in Novembe! 
and December, because they went 
to this same source in May, June 
or July. Toys are a year-round 
profitable business for the retail 
hardware dealer, as Saiken has 
proved in his promotions. 





National Hardware Show to 
Issue Buyer’s Guide .. . 
HE National Hardware Show, 
Tt be held at the Grand Cen- 
tral Palace, New York City, Oc- 
tober second through sixth, will 
publish a special directory and 
guide for buyers attending the 
show this year. 

In addition to listing all exhibit- 
ors and the officials in charge of 
their booths, it will also contain 
an alphabetical index of the man- 
ufacturers exhibiting at the show. 
giving their booth number and 
floor locations. 

The National Hardware Show 
will use 192,000 gross square feet of 
space for its exhibitors. This is the 
maximum space possible to use at 
the Grand Central Palace. Frank 
Yeager, managing director, stated 
that it was necessary to secure out- 
side warehouse space to take care 
of the packing and shipping crates 
of exhibitors to make room for the 
increased number of manufactur- 
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: THEN AS Now —_ 


The reputation of a local craftsman was based solely on the quality of his pro- 
' duct. Now as then—™“ not how much but how good” still applies to the quality 

hardware manufacturers of today. 

Annually over six hundred of America’s best manufacturers welcome the op- 

portunity to display the newest in hardware and allied lines at the NATIONAL 

HARDWARE SHOW, the proven show known throughout the world as the symbol 


of quality merchandise. 
New York City-— Grand Central Palace — NATIONAL HARDWARE SHOW are 


indelibly established in the minds of buyers as the crossroad of the hardware 


world. 
Write, wire, or phone for floor plans and complete data on the industry's greatest 


trade show. (only manufacturers may exhibit). 


Ee... 2nd, 3rd, 4th, 5th, 6th, 1950 


CON GRAND CENTRAL PALACE ~ NEW YORK CITY 





‘3° NATIONAL HARDWARE SHOW 


) a, ky 331 MADISON AVE., NEW YORK 17, MURRAY HILL 2-4802 
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PROVEN QUALITY 


PROVEN PROFIT 
FOR YOU! 


The World’s Finest 


Home Canning Equipment 


Right combination for home canning sales 
—the Burpee Aristocrat Pressure Canner, 
and Simplex Can Sealer. Cash in on 
SAFETY by selling the only SAFE canner. 
Earn extra sales with Simplex Can Sealer 
for home freezing and canning in tin. Act 
NOW to make more profit this season by 
selling new Burpee equipment. 


New Burpee STEP-STOOL 


Non-skid, sturdy, Step-stool 


fig ‘ a4 

finished in modern aluminum, n> 
weighs only 834 pounds. Rigid i\ “4 
welded steel construction. p 


. ae 7 ¢ 
Retail for less than $5. Order : Va 
now to be sure of delivery. 
Write today for details 


THE BURPEE CAN SEALER CO. 
Barrington, Illinois 


OM ING: ANOTHER BURPEE 
¢ QUALITY PRODUC 


BEAUTIFUL! AUTOMATIC! ELECTRIC! 


Bw! FRENCH FRYER 
















ers, who will exhibit at the Palace 
this year. He also stated that the 
show is already over 87 percent 
sold out and that 92 percent of last 
year’s exhibitors have already 
taken space for the 1950 show. 

By request a special sporting 
goods section has been set up with- 
in easy access to the fishing and 
hunting division of the National 
Hardware Show. With the buyer 
attendance and the sales volume 
breaking all records for any hard- 
ware show ever held last year, this 
year’s buyer attendance, with the 
addition of the sporting goods sec- 
tion, will be even greater, accord- 
ing to the directors. 

Although the show is still six 
months away, arrangements are 
being made for special planes, as 
well as trains, to bring the buyers 
to the show, which is being held 
in early October for the conven- 
ience of the many buyers who will 
also attend the industry's two ma- 
jor conventions in Atlantic City the 
week following the show. 





CONVENTION DATES 





Alabama Retail Hardware As- 
sociation, annual ocnvention 
and trade show, May 17-19, 
1950. Headquarters, Tutwiler 
Hotel, Birmingham, Ala. Secre- 
tary, Mrs. Euna G. Ramsey, 
509 N. 19th St., Birmingham, 
Alabama. 


Hardware Association of the 
Carolinas, annual convention 
June 13-14, 1950. Headquarters 
Hotel Geo. Vanderbilt, Ashe- 
ville, N. C. Secretary, Mrs. Sally 
C. Masten, 118% E. Fourth St., 
Charlotte, N. C. 


Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, May 22-23. 
Headquarters, Hotel George 
Washington, Jacksonville, Fla. 
Secretary, W. W. Howell, Box 
183, Waycross, Georgia. 
Mississippi Retail Hardware 
Association, annual convention, 
June 5-6, 1950. Headquarters, 
Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. 
Mansfield, 226 S. State St., 
Jackson, Mississippi. 


Southern Wholesale Hardware 
Association and American 
Hardware Manufacturers Asso- 
ciation, annual joint convention, 
Cincinnati, Ohio, April 3-6, 
1950. Headquarters, Netherland 
Plaza Hotel. T. W. McAllister, 
814 Metcalf Bldg., Orlando, Fla., 
managing director, SWHA. A. 
L. Faubel, 342 Madison Ave., 
New York 17, New York, secre- 
tary, AHMA 
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- what your \) , 
work . . .\i 
plumbing, 

N electrical, \ N 

N automotive, N 
aviation, 

e battery or E 

L ignition —there L 

L isa Channellock L 
plier designed 

O specifically for 

Cc your job. If you use rs 
pliers ... you need 

K Channellock. K 

tc ‘ 
CHANNELLOCK 

C The exclusive tonque and groove ¢ 
joint gives you these ‘‘plus” features: 

H Greater Strength, Longer Wearing, H 

A Self-Cleaning, Closely Spaced Ad- A 
justments, Visible Adjustments, No ,.) 

N Wear on Joint Bolt. Ni 

N P N 

7 | | ? E 

L : L 
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Cc . ¢ 

K Send for Catalog C3 today K 





CHAMPION DEARMENT TOOL COj 
MEADVILLE + PA. 






Only 
Champion DeArment makes 
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FREE SAMPLE 


IS WAITING FOR YOU 
WRITE US...TODAY! 


CATCH ALL THE 


MINNOWS 


YOU WANT 


for $7,0° and a Mason Jar 


THE CIRCULATING TUBE 
DOES THE JOB 


a » 





The Perfect Minnow Trap 


Get ready for the fishing season—the Mo-Mees 
Minno-Mason displayed in your sporting goods de- 
partment will catch more dollars ~ you. 

Made of durable Polystyrene plastic and metal—will 
fit all mason jars. A patented, specially designed 
tube creates perfect circulation inside the jar—a nat- 
ural lure that minnows cannot resist! Cash in on this 
fast-selling item—write for your free sample. Please 
give us the name of your favor- 
ite jobber. 


FAIR TRADE 
ANTICIPATED 






LIST $1.00 


\ CHAMP-ITEMS, INC. 


6191 Maple Ave., St. Louis 14, Mo. 














SOUTHERN HARDWARE for APRIL, 1950 


XUM 


aint 08 trons -. 

4 » = “ 

* Guaranteed by © 

Good Housekeeping 
1 O4FECTI¥E 08 


*: — 






MAGATING 






Ors 
5 soveanist ° 


SOLID AND STRANDED 


ALUMINUM 
CLOTHESLINE WIRE 
“The Washday Sweetheart 


e WON'T RUST « WON'T ROT 
e WON'T CRACK 
e HOLDS ALL TYPES OF CLOTHESPINS 

e WILL NOT SOIL WASHINGS 
Display this top sales-builder for steady profits. Millions 
of feet of Nichols Never-Stain Aluminum Clothesline 
have been sold. Costs no more than ordinary clothes- 
line. Ideal for yards, basement or attic. 


NATIONALLY ADVERTISED TO OVER 
20,000,000 READERS 












3 > PACKED 
iS g 4-300 FT. COILS @ BETTER HOMES & GARDENS 
t PER CARTON ® HOUSE BEAUTIFUL 
. = ® AMERICAN HOME 
£ Z has ® GOOD HOUSEKEEPING 
& “a ® PARENTS’ MAGAZINE 
~ ® WOMAN'S DAY 
& a ® PATHFINDER 
& La ® SUNSET 
. , ® HOUSEHOLD 
a a 





a A ” 4 «a 
One continuous coil of 300 ft. marked with bright red 


plastic tape every 50 ft.Saves measuring and sales time 


LE. NICHOLS WIRE & ALUMINUM CO. 


wilt & siuminum CO 


A 


ALUMINUM 


X 





NOT A SUBSTITUTE!? 




















Retail Sales Continue 
on High Level .... 





NE BRIGHT spot in the nation’s 
business scene is retail sales. 
In January, retail store sales edged 
up to a rate of more than $130 
billion per year. This was 3.5 per- 
cent above December and 2.4 per- 
cent above the previous year. 
For one thing personal income 
was still on a high level—about 
$211 billion in December and 
probably no lower in January. 
Sales of durable goods are mov- 
ing along at a brisk pace. In Janu- 
ary sales of durable goods were 
about 17 percent above the same 
month of 1949, with consumers 
still pouring out dollars for auto- 
mobiles and television sets, with 
sales of household appliances and 
furniture running a close second. 
Generally, the retail outlook 
seems good. One disturbing factor 
is a slow rise in unemployment, 
presently at a post-war high of 
about 4.5 million. 





Construction, Television 
Industries Lend Support 


WoO FACTORS which lend much 
support to the relative high 
level of business are: construction 
activity and television production. 
In January contract awards 
amounted to more than $900 mil- 
lion, an increase of about 60 per- 
cent over a year ago. Private con- 
tracts showed a gain of some 85 
percent. Employment offered by 
the construction industry, though 
somewhat under last year, still 
represents an important source of 
purchasing power. 

At the same time television 
production is helping sustain the 
generally healthy business situa- 
tion. While peak production prob- 
ably was reached in 1949, the in- 
dustry is still sufficiently active 
to be counted as one of the top 
leaders. And heavy production will 
continue as manufacturers com- 
pete for a market that has not 
been more than scratched. 
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It is estimated that there are 
about 4 million television sets in 
use now—a figure which some ob- 
servers say will be increased to 8 
million by 1951. 





Industrial Production 
Victim of Coal Strike 


Wz COAL reserves nearly de- 
’ pleted and with American 
industry about to clank to a halt, 
the miners finally decided to re- 
turn to the pits—thread-bare vic- 
tors in a struggle, the cost of which 
will be borne by the public as 
usual. 

As February closed, industrial 
production was gradually reduced. 
Steel production was off, with 
metal fabricators once again find- 
ing steel to be their number one 
problem, 

Any hopes for down-the-line 
price reductions seemed virtually 
eliminated as a result of the in- 
creases which miners “won.” With 
the further increase in cost added 
to the already high production 
costs in practically all industries, 
price reductions hardly seem prob- 
able. 





Increased Social Security 
Tax Foreseen ...... 


HE GOVERNMENT'S social securi- 

ty program probably will be 
expanded within the next few 
months. The new bill probably 
will provide coverage for about 11 
million more people including self- 
employed, professionals, local gov- 
ernment workers, and more sales- 
men. 

At the same time benefits will 
be increased about 50 percent. 
These changes possibly will be- 
come effective by next january 1, 
meaning a payroll-tax increase for 
employers and for employees mak- 
ing more than $3,000. The pres- 
ent social security tax stops at that 
level, but under the new law will 
apply to incomes up to $3,600 or 
$4,000. 


y = 
f : ¢ 
Congressional Action on 
Taxes Probable 


(7 \ONGRESsS still is faced with the 
C job of doing something about 
taxes. According to the reports 
from many observers, congression- 
al mail is heavy with demands that 
excises come off. 

Some feel that a liberal excise 
cut will be voted on practically 
all items still being taxed under 
the war-time emergency plan with 
the exception of gasoline, tobacco 
and liquor. 

Still other reports indicate that 
a boost in corporation income 
taxes from 38 to 42 percent is im- 
probable. 





Farm Marketings Down 
10 Percent in 1949... 


ARMERS’ cash receipts from 

marketings in 1949 came to 
$27.5 billion, 10 percent less than 
their receipts in 1948. Prices of 
farm products were down 13 per- 
cent on the average, and this drop 
was only partially offset by a 
small decrease in the total volume 
of sales, according to a recent re- 
port from the Department of Ag- 
riculture. 

On a state basis, cash receipts 
in 1949 showed percentages rang- 
ing from a 32 percent drop in 
North Dakota to a 19 percent rise 
in Florida. 

The 19 percent increase in Flori- 
da was due to higher prices for cit- 
rus fruits. Receipts in Texas were 
up 10 percent because of increased 
sales of cotton and wheat. 

A rise of 7 percent in Arizona 
was due mostly to larger sales of 
cotton. Larger sales of broilers in 
Delaware and of cotton in New 
Mexico were influential in main- 
taining total cash receipts in those 
states near their 1948 levels. 

The South fared somewhat bet- 
ter than the nation whole 
Average decline in the 16 southern 
states was 8 percent. 
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HAVE YOU HEARD 


ABOUT PLYMOUTH’S PLAN TO BOOST YOUR ROPE SALES? 





The folder pictured on this page 
opens up the whole story—ad- 
vertising, a motion picture, dis- 


| Puiw meow nn a8 plays, booklets, merchandising 


helps. Fill in and return coupon 


. » P 
helps you round up mmr if you have not yet received 
' i your copy, and see how easy it 
) a is to pile on the Plymouth band- 
wanes TIME yaw soot ooo = wagon and get MORE rope 
= Ve profits. 






















meat co ein tener a This is how the Plymouth 
promotion works for you... 
—it presells your customers 
on the lower cost per month 
of Plymouth Rope 
—it helps you sell more rope 
per customer 





—it pays off with bigger rope 
profits than ever for you 
The first phase of this Plymouth 
promotion push is well under 
way. Priming the market for 





helps 






wensen epaoee 4 
















tional advertising campaign 
that’s penetrating general and 
important industrial consumer 
fields . . . saturating them with 
more than 30,000,000 timed 
impressions on the Plymouth 
lower-cost-per-month story. 
Order your Plymouth pro- 
motion folder today and cash 
in on the biggest promotion 
ever to blanket the rope market. 















r 
Plymouth Cordage Company, Plymouth, Massachusetts 
| Yes, I’d like to boost my rope sales. Send me copies of the 
| Plymouth Promotion Folder. P Lym oO UTH 
Name cat — 
si ck ea eeenemiwe kt saeedeeeuken 
i St eS | Te 
ial 
gy /824e 

THE ROPE YOU CAN TRUST 
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J. W. Hasson Named Head 
of House-Hasson Co. ... 


J. W. Hasson has been named 
president and general manager of 
House-Hasson Hardware Company, 


well-known hardware wholesalers of 
Knoxville, Tenn. He succeeds his 
father, Charles S. Hasson, founder 
of the company, who will continue 
to serve in an advisory and super- 
visory capacity, as chairman of the 
board. 





J. W. Hasson 


Following his graduation from 
Georgia Tech, Jack Hasson became 
connected with House-Hasson as an 
order boy. He advanced rapidly in 
the company and for the past twenty 
vears has been executive vice-presi- 
dent and assistant general manager 

Other officers elected in the re- 
cent annual meeting are L. R. 
Smith, J. C. Peoples, and James R 
Wooldridge, vice presidents: C. C. 
Minnich, secretary; and H. M. Web- 
ster, treasurer. M. R. Calloway, sales 
manager of the company, succeeds 
Jack Hasson in the position of execu- 
tive vice president and _ assistant 
general manager. 


D. E. Cook, South Bend 
Representative, Passes 


Dwight E. Cook, well known in 
the fishing tackle industry and 
among trade and fishing fraternities 
throughout the west central states, 
where he had served as representa- 
tive of the South Bend Bait Com- 
pany for nearly 23 years, died sud- 
denly on January 21. 


























Mr. Cook was returning with his 
wife from a winter vacation in Cali- 
fornia when he was stricken sud- 
denly with a heart attack in New 
Mexico. He would have been 63 in 
July of this year. 


W. Thompson to Represent 
Griffon Cutlery in South 


The Griffon Cutlery Corp., New 
York, N. Y., has announced the ap- 
pointment of Walter Thompson as 
Griffon representative in the south- 
ern territory, including the eastern 
Seaboard states from Virginia down 
through Florida. 


baad — 





W. Thompson 


Mr. Thompson, a native of Atlanta, 
has had _ considerable experience 
merchandising and selling in the 
southern states and is familiar to a 
large number of buyers and mer- 
chandise men in the territory. 
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Hamilton Reorganizes 
Sales Department. . 


Hamilton Manufacturing Corpora- 
tion, Columbus, Indiana, announced 
at its annual sales meeting the re- 
organization of the sales department 
to embrace the creation of new 
positions and reassignment of per- 
sonnel. 

Effective immediately, Clarence O 
Hamilton, formerly sales manager, 
becomes general sales manager 
Assistant Sales Managers W. C 
Phillips, T. R. Henderson, and R. L. 
Wendling will also assume new 
duties immediately, it was an- 
nounced 





Cc. O, Hamilton 


Hamilton Manufacturing Corpora- 
tion manufactures COSCO  house- 
hold stools, chairs and utility tables. 
Plant and offices are located in 
Columbus, Indiana 


Parker Appoints Hedden 
Southern Representative 

Parker Manufacturing Co., 149 
Washington St., Worcester, Mass., 
manufacturers of hack saws and 
small tools, announces the appoint- 
ment, effective March 15, of Jeff A. 
Hedden Co. of Atlanta as southern 
representative for both Parker prod- 
ucts and Trojan products made by 
the Ackermann-Steffan Co., a divi- 
sion of the Parker firm 

The Hedden Co. will serve as sales 
agent in the states of South Caro- 
lina, Mississippi, Alabama, Florida, 
Georgia and Tennessee 
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Lowe Appoints Bridges In his new position, Mr. Bridges 


Southern Sales Manager will work with T. H. Hollimon, dis- 
trict manager, in the direction of all 

The Lowe’ Brothers Company, Lowe Brothers sales activities in the 

paint and varnish manufacturers of southern district area. Their office in 
Dayton, Ohio, announce the appoint- Atlanta, Georgia, serves the com- 

ment of Bruce E. Bridges as southern pany’s southeastern states sales area 


| district sales manager. ———$—$<$<_$_$___ 





Hedden to Represent 
Snell in the South . . 


The Snell Manufacturing Co., Wor- 
cester, Mass., manufacturers of auge1 
bits and wood boring tools, announces 
the appointment, effective March 15, 
of Jeff A. Hedden Co. of Atlanta as 
southern representative for Snell 





























jo ‘ products. 
— The Hedden Co. will serve as sales 
“8 agent in the states of South Caro- 
c lina, Mississippi, Alabama, Florida, steadily, becoming successively as- 
P Georgia and Tennessee. sistant chief accountant and general 
1 . aaneemaies —_— cost accountant. He was made chief 
| ~~ accountant in 1946. 
a 'y . M. D. Barry Promoted to siecitenapiniieiiaa 
a Comptroller of SSIRCO . ‘ ‘ 
- e . 
B, E. Bridges Southern States Iron Roofing — Appetnts sete wad 
: : : To Sales Position . . 
Company, Savannah, Georgia, has 
Mr. Bridges has had wide ex- promoted M. D. Barry from chief The home office of Horrocks- 
perience in different phases of the accountant to comptroller. Ibbotson Co., Utica, N. Y., announces 
paint industry. Over a period of 22 With the company since 1940, Mr. the appointment of Charlie Witcher, 
years he has been a contractor, re- Barry started as an inventory clerk Jr., as an assistant sales representa- 
tailer, sales representative and sales in the accounting department. He tive 
supervisor. He joined the Lowe was manager of the inventory sec- Mr. Witcher, a native of Atlanta, 
Brothers Company as branch man- tion three years later. During the has been manager and buyer of the 
ager in 1947. next three years he _ advanced gun and tackle department of 
\ 
A PROFIT LINE of Quality |} AVeqs..."EMPIRE” EMPIRE | 
Products At POPULAR PRICES ~ 


HI-LO 


For Homemakers, Sportsmen, Children PIVOT.-LITE 


Tastier Toast With An 





= 

AUTOMATIC <“‘¢ 
PERCO-DRIP 
@ Stops percolation 

automatically!! 
@ Keeps coffee hot 

for hours!! 
eo ; 








EMPIRE pray soormames, 
ARISTOCRAT No re-percolation! wants this brand new 
HI- ivot-Lite. 

Toaster Two beams, at side 


and top, swing in a 
vertical arc from 
pivot in lantern 
base. Only lantern 
permitting use of 
both lights at same 





Makes toast that's al- 
ways an even, golden 
brown—crisp on the out- 
side, light and moist 
inside. 


The ''Cold-Water" 
Pump in this Auto Qa 
matic Electric PERCO- w» 

DRIP starts coffee “‘perking’’ in 60 seconds 
Makes clear, rich-flavored coffee without boil- 






@ Perfect coffee 
every time!! i , « £ 
4 
























Cool Ebonized @ Flip of Door Turns ing. Dual-Heat immersion element shuts off A ; ; 
a. oodles Tonst Automatically automatically just before boiling point—and— nme Stends, coretes, of ngte ae coun’ 
@ Underwriters’ Lab- @ Flat Top to Keep keeps coffee serving-hot for hours 8 cup ye hy On q Long-lasting bat- 

oratories Listed Toast Warm capacity rad oot “' ‘i ~ al ond Marda 
@ Designed for Long @ Smart Styling — Lus- No. 1922 List: $7.95 _— Th brilliant bulbs 

Service trous Chrome Finish ' er ' 






No. 769, List: $3.95 No. 870, List: sennartl : 
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EMPIRE ELECTRIC 
HOUSEWARES 
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RIVERS, WISCONSIN CHICAGO, Room 1411A Merchandise Mart 
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| —7 so REASONS WHY MORE DEALERS 
URNING TO WALTHOUR & HOOD 


AS THEIR C 
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UPPLY 
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POLYCHOKE INSTALLATION 


Perform 
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you take the rvice to your shooti 
usual profit — ship the barrels oe oe 
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shipping cartons. investment. Send today for a 
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Reeder & McGaughy, Atlanta, and 


was associated with Cac’s Sporting 
Goods of that city. 
HOLD-E-7FF Mr. Witcher will represent Hor- 
rocks-Ibbotson in Tennessee, Missis- 
i, Alabama, Georgia, the Caro- 


sippi, 
Th Oriai | linas and Virginia, under W. J. (Bill) 
e rigina Crum, representative for that area. 








Automatic Grip 


Boatwright Joins Olin 


Electrical Sales Staff 
eee hye A NEW LINE OF 
George A. Boatwright of Charlotte, 


N. C., has become a member of the 
sales staff of the Electrical Division 
of Olin Industries, Inc. 

Mr. Boatwright will be the Bond 
sales representative in North Caro- 


lina, South Carolina, Virginia and LAWN SPRINKLERS 


eastern Tennessee. 
at LOW PRICES 


Attractively lacquered in 
green and red, non-corrosive 
(aluminum and brass) 





- ++» and here’s why: 
Features are outstand- 
ing. Promotion is 
steady and right! Repu- 
tation is nation-wide 
- +. and quality, 




















from hand-ground / ORDER 
. THRU 

chrome-vanadium YOuR OFFER THESE: 
bits to unbreak- JOBBER! 
able, insulating FOR 39¢ Sprinklers to 

. over 20 f cle held si- ] 
handles is don wih cae. Seliine. oneal ¢ | 

distributed umbrella of water 


unsurpassed! 


obtained without moving parts. 


For 98c = __; 


Like the sprinkler above, 
bur held in position with 





G, A. Boatwright 


GS 


A veteran of World War II, he chree leas 
served in the infantry from 1942 to 
1945, receiving his discharge with the 
rank of first lieutenant. He makes FOR $1.45 : 


sprinkler to cover a 40 ft 
circle with a fine spray 


For $1.95 


A 3 arm revolving 
sprinkler to cover 
a 40 fc. circle. 


For $2.49 


An unusual 2 arm 
sprinkler to cover a 
50 ft. circle with three 
jets providing even 
rain drop saturation, 





his home in Charlotte. A fast action, two arm 











FOR BOTH 
TYPES OF 
itd $})i)) 


HEAD SCREWS . , . 
@ The revolving bearing on these 


three sprinklers is raised by the water 
pressure of the column of water and 
floats freely on the column of water 





E. J. Cappleman while revolving ... no friction .. . 
no wear. 
Mr. Capplemann, president of Cc. D. Sure to be “best sellers” for you this 
Franke & Co., wholesale distribu- summer! Write today for new illus- 
tors of Charleston, S. C., is cele- trated literature. 


NATIONALLY ; 
brating his 50th year with that 


ADVERTISED in fi A ted i me 36 h 
© The Saturday Eveni irm., As reported in e arc 

Post — issue of Southern Hardware, Mr. 
®@ Collier's Capplemann, when 14 years of age, 
® Popular Mechanics started with the company as an of- 






point-oF-SAtE 































D LORS | © Popular Science fice boy and advanced through 
IN — Monthly various departments of the busi- ALUMINUM ALLOY 
BBER ness. In 1947 he was elected presi- 
ask YOUR on UPSON BROS., INC dent, following the death of J. H. PR 0 D U C TS CORP. AF 
ROCHESTER 4.N Y Jahnz FORESTVILLE 2, NEW YORK 
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TILEBOARD 






GUARANT 


for 
ROXBORD ROXLINE _ROXPANEL ROXSQUARE 


£ PANELING i“ 





















ge Roxdole P 


WILL NOT CRACK WILL NOT CHIP 
WILL NOT CRAZE WILL NOT PEEL 










ome! prayed on he 
ot 250 degrees Fore 
» beauty 





TARARARTOAOCTES CAR TR ACARAR Tie. ‘ 
WK ww PX LIS. PARTRAAY 


NEW ROXDALE GUARANTEE MEANS MORE 
TILEBOARD SALES THAN EVER BEFORE 
Now you can sell Roxbord, Roxdale’s quality tileboard for use anywhere, in- 
cluding those trouble spots—in the shower and behind stoves—knowing that 


you are backed by the written Roxdale guarantee, given to your customer 
with every sale. 





—_ - “—_. = -_— = - . ~ 





" Roxdale’s new guarantee combines with these outstanding Roxbord features: 
tile-sized 44%" x4%”" blocks instead of the traditional 4” x4” block; wider 
beveled edged scoreline for a new realistic effect in tileboard; high-gloss, 
alkali-resistant finish permanently sealed by baking at 250° Fahrenheit for one 
full hour; precision made halfscore-halfstripe on all four edges of each sheet for 
quick, easy, inexpensive installation; complete line including tile, streamline, 
and smooth surface patterns; eleven decorator colors. All these features add 
up to more sales, more profits for you when you feature the ROXDALE line. 

NELLLILLIL LITT 


we 
Dept. SH-4 
M@ 2916 White Plains Road, New York 67, N. Y. 


Take advantage of the tremendous sales potential of g C°"'leme” Without obligation on my part, please send me the 
sensational new guaranteed Roxbord. Mail this coupon M *°<'s 0" becoming @ Dealer for Guaranteed Renbore 


wr 3. 





today for full details on Roxbord and the hard hitting mw company 
Roxdale promotion. @ Street 
@ City State 
A FEW SELECT TERRITORIES STILL AVAILABLE FOR DISTRIBUTORS gy Attention of Title 
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MeGowan Returns from 
Sweden Inspection Tour 


After a six weeks’ business trip in 


Sweden, during which he visited the 


factories and offices of the various 
factories whose products are distrib- 
uted on this market by Sandvik Saw 
& Tool Corporation, W. C. McGowan, 
assistant general manager, has re- 
turned to the United States. 

Particularly impressive to McGow- 
an were the expansion programs un- 
der way or recently completed by 
many of the firms represented in the 
United States by Sandvik Saw & Tool 
Corporation. 

“The demand from all over the 
world for high quality tools is just 
as great as Sandvik Saw & Tool is 
experiencing and it continues to tax 
the productive facilities of Swedish 
manufacturers to the utmost,” Mr. 
McGowan said. “At Sandviken, Swe 
den, where I had the opportunity of 
watching the fabrication of saws from 
the beginning of the steel manufac 
ture itself on down to the completely 
finished product, they are exception- 
ally busy. The mines from which the 
ore is taken for producing Sandvik 
steel is also owned by them, and I 
was amazed at the absolute quality 
control that they obtain in manufac- 
turing our saws in this manner.” 

High employment levels are main- 
tained in Sweden, he said. 








NEW 


PRODUCTS 


AND SALES PROMOTION MATERIALS 





Sutcliffe Catalog Draws 
Large Response ..... 


Numbering 176 pages of accurate- 
ly-described sporting goods, the new 
1950 catalog of The Sutcliffe Com- 
pany, sporting goods wholesalers of 
Louisville, Ky., is the largest and 
most comprehensive catalog in the 
company’s history 

Mailed during January 
nounced and pictured in 
advertisement in the January 
of SOUTHERN HARDWARE) the 
catalog has brought numerous re- 
quests for copies. The Sutcliffe Com 
pany, which has a background of 
55 years of service to Southern and 
Midwestern sporting goods dealers, 
considers the response to their cata- 
fog an excellent business barometer 
and confidently anticipates a gen- 
erous increase in the sale of fishing 
tackle, hunting equipment and sport- 
ing goods in general during 1950. 


(and an- 
Sutcliffe’s 


issue 


In the catalog is represented prac- 
tically every prominent manufac- 
turer of sporting goods lines. The 


only to recognized 
hunting and ath- 


book is_ sent 
dealers of fishing, 
letic equipment. 
According to the announcement, 
Sutcliffe’s optimism concerning 1950 


sales volume is based upon views 
of the firm’s sales representatives 
serving customers in the South 


views expressed by these men at 
recent annual four-day meeting held 
in Louisville, at which George 
Buechel, president of the firm, pre- 
sided. 

It was the opinion of 
these salesmen that the sale of sport- 


general 


ing goods would be greatly increased 


throughout the country during 1950 
and that their own sales in their 
respective territories in the South 


would increase from 15 to 20 percent 


Sucliffe salesmen specialize not 
only in tackle and fire arms, but 
are ardent students of hunting and 
fishing conditions in the territories 
they travel. 


The Sutcliffe sales staff meets an- 
nually with Mr. Buechel, J. L. Willen- 
brink, and other company executives, 
to discuss and decide upon merchan- 





ELS 


tabi 


RAFTER FRAMING SQUARES 

Woodmark Model W 100 RS is a 
HARD, RIGIDLY TEMPERED, 
SOLID STAINLESS STEEL 
square that will please your most 
particular customer. All surfaces 


—° -*- and edges are precision machine 
ground. Graduations and mark-_ exceedingly long lasting, easy to 
#° «. ings are produced by photogravure read, wear-proof, accurate, light- 
process, etched, and are inlaid weight, rust-proof, warp - proof, 
= « with metal ... accurate, legible, and resistant to acids, oils and 


All individually wrapped. 
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permanent. Other models of Pol- 
ished Steel, Coppered, and Blued. 


FOLDING RULES 


folding rules. 


minum alloy section . 


AIRCRAFT ALUMINUM ALLOY 


Woodmark has a complete line of 
6’, 3’, and 2’ as well as Metric 
These outstanding 
rules are made for every purpose 
and are popular because they are 


stains. Strong, tough aircraft alu- 
. . patented 
spring tempered bronze hinges .. . 


-ON THE SQUARE — CRAFTSMEN DO 
= PREFER WOODMARK RULES and SQUARES 


There are many reasons why Woodmark metal rules and z 
* squares are high revenue producers in stores throughout the 
nation. Woodmark products were designed and made in answer 
to the demands of craftsmen for quality rules and squares that 
could stand the gaff, be easy to handle and read, and priced 
right. They are precision made for accuracy in accordance with 
U. S. Bureau of Standard Specs. Feature Woodmark — the 
Measure of Quality . . . High customer appeal—high profits. 





brass rivets . . . snow white finish 
all combine to make Woodmarks 
top favorites with skilled crafts- 
men and amateur putterers. Also 
available are STRONG, LONG- 
WEARING WOODMARK alumi- 
num yardsticks for homes, offices, 
schools and stores, 


If your jobber does not handle Wood- 
mark quality rules and squares write 
to WOODMARK INDUSTRIES, INC. 
4601-F Highway 7. Minneapolis 16. 
Minnesota. 


TOTTI Ty PETTITT TTT T | A] 
TT UE TUE TT | r 
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~| Give Self-Polishing Simoniz 
: more shelf space! 


3 GREATEST “PER FOOT” PROFIT-MAKER 
OF THEM ALL (Earns more than 
_ most of the items in your store) 








The World's Finest 
Self-Polishing Wax 


for Floors! 










Self-Polishing Simoniz gives you more profit than other leading 


§ brands. Also, faster turnover is assured through a tremendous na- 

ni we , ee 
es tional adv ertising campaign... millions of housewives are switching 

to this liquid miracle wax, skyrocketing sales of all dealers! So add 
oe if : its ¢ increase “t good will — wit! lar Self- 
na | | th profits as you increase customer good wi with popular Se f 
“ pee Polishing Simoniz! Give it more shelf space! Order more today! 
6. . f 
a THE SIMONIZ COMPANY, CHICAGO 16, ILL. 
a A 

\. <> Profit protected by Fair Trade 
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dise to be offered during the coming 
year. These representatives, well- 
known to the trade in their terri- 
tories, include William Betts, North 
and South Carolina and Georgia; R. 
Van Seggern, Florida; Matt Meagher, 
eastern and central Tennessee; R. F. 
Rothrock, Jr., western Kentucky, 
western Tennessee and eastern Mis- 
sissippi; John Haeberling, Arkansas; 


Tom Maddox, Indiana, and John 
Devney, eastern and central Ken- 
tucky. 


The Sutcliffe Company this year 
added a large number of items to 
its extensive stock offerings, and all 
are keyed for prompt delivery. All 
types of fishing tackle adaptable to 
the waters (fresh waters or sea 
waters) of the various sections served 
by its representatives and customers 
are featured. 





New Universal Stroke- 
Sav-R Iron Introduced 


Landers, Frary & Clark, New Brit- 
ain, Conn., has introduced, as _ its 
Centennial Anniversary presentation, 
the new Universal Stroke-Sav-R iron, 
which is claimed to be the most ad- 
vanced iron in 2000 years. 

Scientifically designed to cover 
the greatest area for its size in a 
single stroke, Stroke-Sav-R- can 
move in any direction without twist- 
ing, turning or wrinkling, it was an- 


nounced. The unit covers 35 percent 
more ironing surface than ordinary 
irons with no increase in weight, the 
manufacturer pointed out. Its wide, 
sloping bevel extends all the way 
around its sole plate, so that the 
unit glides under buttons and slides 
the full length of a pleat or tuck in 
one motion. 





Features include: life time heating 
unit; balanced grip handle, with 
right and left thumb rests; air 
cooled upper deck; recessed hand-1- 
set fabric dial; positive thermostatic 
control; weight, 34 Ibs; current, 
110-120 volt. 1100 watts, A. C. only; 
cord, rubber-covered, 10,000 cycle 
permanently attached 8-foot long 
cord. 

Additional information is available 
from the manufacturer. 


Credit Certificate with 
Each C-P Mower Sold 


Coldwell-Philadelphia Lawn Mow- 
er Co., Inc., Greenfield, Ohio, has 
announced that a $2.50 credit cer- 
tificate will be given with eact 
power mower sold in 1950, as part 
of the company’s new merchandising 
plan. 

The plan is expected to do mucl 
toward promoting the 1950 powe! 
mower. Each time a Coldwell o1 
Philadelphia mower is sold, the cus- 
tomer receives a_ free certificate 
worth $2.50 on any sharpening, ad 
justment, repair or reconditioning 
job performed by any authorized 
service man. 

In addition to serving as a sales 
stimulus for retailers, the plan is 
also expected to solve the “where to 
get this repaired” problem which has 
troubled lawn mower retailers for 
years, the manufacturer pointed out 
Retailers will be fully informed of 
authorized service men in _ their 
areas. The service men, in turn, can 
redeem the certificates when they 
forward them to the factory. 


New Black Flag Bug 
Killer Has Jet Sprayer 
Boyle-Midway, Inc., New York, 


N. Y., has announced that a blast of 
the new Black Flag Bug Killer, 
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Converts Portable Electric Saw into 
PORTABLE RADIAL ARM SAW for only $49.95 





\ SETS UP IN FIVE MINUTES 





rips... 


Provides new, inexpensive ‘‘ Tool 
of 1001 Uses’’ for Carpenters, Stone 
Masons, Industrialists, Tile and Ceramic 
Workers, Contractors, Metal Workers, Home 
Hobbyists, Farmers—and everyone else who uses a portable, electric saw! 
Cross-cuts .. . bevel cross-cuts ... mitres . . 
. notches ... dadoes* ... ploughs*. 
All these operations, and more, the new Capehart performs with speed, pre- 
cision and ease! (*With proper cutting head—also cuts stone, metal, etc.) 





7 ee 
cine WKS 


—— 
—_ 


. bevel mitres .. . 
.. rabbets* ... bevel rabbets*... 


INDIANAPOLIS 2 












Including 
Ripping Attachment 






rips ... bevel 


This tool suitable for year ’round operation in Southern territory. Users acclaim 
new Capehart Saw Gide as indispensable for precision “repetitive 
work, easier, with less fatigue! 


” 


output — better 


Cash in on this new profit opportunity. Write today for complete information. 


Hew progie~ 
of,portunity for you! 


PACKARD MANUFACTURING CORP. 


INDIANA 
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Designed for use with 
Johnson's Silver Minnow 





é For Fishermen Everywhere! 4 


This complete new line satisfies prefer- 
ences of all sections of the country. 
Shapes include: Bass Strip; Musky Strip; 
Pork Frog; Small, Medium, and Large 
Chunk; Fly Tip, Strip and “V;" Striped 
Bass Special. Colors: 
White, Green, Red, 
Yellow, and Black-and- 
White Spotted. 










THIS CARTON 
SELLS! 


Attractive, eye- 
catching carton 
sells the new 
== pork rind. Bright 

colors make per- 
fect display. 


Ss. 
bd Be WRITE FOR CATALOG 
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NEW! somsovs PORK RIND 














For years, fishermen all over America have been asking for pork 
rind bait designed for the Johnson Silver Minnow. This is Johnson's 
answer — the most complete line of rind ever offered in this country 
— made in Johnson's own factory. 


The new rind is especially designed for Johnson spoon lures. How- 
ever, because of the wide variety of shapes, sizes, and colors 
offered, it will meet immediate enthusiasm among a// fishermen, 
regardless of their tackle preferences. 

Each rind is shaped and cut for /ifelike action. Only the finest skins 
are used, and special processing makes them flexible, yet tough. 
There is no salt brine — a noncorrosive packing keeps Johnson's rind 
from spoiling or becoming rancid. Colors are fast. All pork rind is 
unconditionally guaranteed. Ask your jobber to show you samples! 


Louis Jounson Co. 


Makers of Johnson's Silver Minnow, Triple Hook, Caper, Sprite 
1215-T DEERFIELD ROAD HIGHLAND PARK, ILLINOIS 
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which comes equipped with its own 
jet-propulsion sprayer, kills bugs on 
contact. Surfaces may be sprayed 
without leaving tell-tale evidence. 

Black Flag Bug Killer is said to 
be effective on almost every disease- 
spreading pest, yet is safe in the 
home. It contains the new “super- 
killer” ingredient Chlordane. 

The new formula is believed to be 
) effective that the manufacturer is 


marketing the insecticide with a 
money-back guarantee. It is recom- 
mended for use against roaches, 
water bugs, moths, silverfish, spiders, 
centipedes, and similar crawlers. 

Black Flag Bug Killer will be sold 
at 69 cents per pint, or $1.19 per 
quart, in retail stores, in attractively 
labelled containers. Jet-type 
push sprayers convert the containers 
into handy-to-use spray guns, 


glass 


















TACK IT or PASTE IT 


There's a bright beautiful Wallrite Design 
for every room in the house 


Choose Beauty from Eight Beautiful 
New Wallrite Designs 


Manufactured Exclusively by 
FLEMING & SONS, Inc. 


Dallas, Texas 


DECORATED 
BUILDING PAPER 
for 


BEAUTIFUL WALLS 


RADIANT ROSE 


‘a » 
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New Power Mowers Added 
to Western Tool’s Line . ., 


Western Tool and Stamping Co. 
Des Moines, Iowa, has added to its 
line of Homko and Certified powe 


mowers a new mower equipped with 
the new automatic clutch. There are 
no gadgets or levers to use when 
operating the power mower. The 
clutch is controlled entirely by 
throttle operation. Clutch  auto- 


matically engages when engine is 
accelerated. The mower stops by re- 
tarding engine to idling speed. 
Walking speeds from two or fow 
miles per hour are obtained by 
engine acceleration. 


oo 





Other features are said to include: 
rigid all-steel box-type construction, 
which gives perfect alignment at 
all times to the reel and cutter bar: 


precision ground sealed ball bear- 
ings on reel; oilite wheel bearings; 


high tensile strength alloy; 
which swings to. upright 
for a minimum of storage 
choice of Briggs or Clinton 


Zears of 
handle 

position 
space; a 


4-cycle, air-cooled gas engine. The 
unit is available in 18, 20 and 24 


inch cuts. 





Also introduced is a new rotary 
power mower, engineered to give 
the maximum in protection and 


guarded from all directions for safety 
against throwing stones, acorns, etc., 
against the operator’s legs. 

This mower, with its airfoil-shaped 
cutting blade, gives a 19-inch cut 
Handle swings to upright position 
It is powered by the latest vertical- 


type, direct drive, 2 h.p. 4-cycle 
engine and is priced to retail for 
less than $100. 
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Tam with our tremendous advertising 
drive this spring and summer in the 
nation’s leading consumer magazines. 
Stock plenty of Gum Turpentine. Dis 
play Gum Turpentine in the attractive, 
handy containers which are known to 
millions of homeowners, and painting 
contractors and master painters all over 
the country. 
Gum Turpentine is the standard, foo!- 
le: proof paint thinner that always gives 
mn, best results. Don’t forget to recommend 
at . naa 
Gum Turpentine as an excellent house 
r- hold cleaner tor floors, woodwork, furni 
on ture and for all metal and porcelain 
ht surtaces. 
ge Order this profitable item from your 
yn . ° “om 
oe distributor today. Be sure to specity Gum 
24 Turpentine. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 


General Offices: VALDOSTA, GEORGIA 


Sell the Best 
...9ell * Gum 


lrpentin 





-| Gum Turpentine 
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the amazing, new 


A> 
a 
SPORTSMASTER 


Z 





WITH SENSATIONAL NEW 
STYLING, POPULAR PRICES, AND 


@ You'll want to be sure to have 
the new Sportsmaster line. . . 
the fastest moving, profit-maker 
in the field. The first new idea in 
thermic jugs in years . . . Com- 
pletely different . . . strikingly 
handsome . . . supremely prac- 
tical! It’s lower and wider . . . 
easier to stow away . . . harder 
to tip over . . . and has a two- 
coat white porcelain-enameled 
steel inner-liner . . . Deluxe 
through and through, offered in 
3 models, and backed by con- 
sumer advertising in leading na- 
tional publications. Get on the 
band-wagon . . . Write today! 


plus 


Three other great lines to cover 
every need and price demand... 


ALL-AMERICAN 


Series A— Anodized Aluminum Inner- 
Liner—5 Models 
Series G—Porcelain-Enameled Steel 
Inner-Liner—6 Models 

Better than ever, yet lower in price 

that's the big news about the 1950 

All-Americans. This year all aluminum 
accessories are anodized and outer- 
cases have beautiful satin-silver, 
baked-on enamel finish. 


; Jf = a 








CHAMPION ) 
The vitreous, stoneware liner reaches 
its peak of popularity in the profitable, 
tast-selling Champion line. Five beau- 
tiful models with handsome baked-on 
blue enamel steel cases, and new 
lighter weight. 





See your jobber or write factory for reference for our New 
1950 Catalog on these Famous, Money-Making Lines! 


METAL INDUSTRIES, INC. 


INDIANAPOLIS 
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New Package for American 
First Grade Manila Rope. . 


American Manufacturing Co., 
Brooklyn, N. Y., and its western 
factory, St. Louis Cordage Mills, an- 
nounce a new package for their first 
grade manila rope. 

“American Brand” rope from %4- 
inch through %-inch is now avail- 
able in Handy Coils, containing a 
minimum of 100 feet of rope. These 
coils are packed in corrugated boxes 
attractively decorated in a red and 
green combination. Coils are con- 
nected so that the entire contents 
of a box may be sold in one piece. 





Displayed on the counter, the rope 
is said to sell itself, with little time 
required to cut off any desired num- 
ber of coils. All boxes are the same 
size and will be sold in a master 
shipping carton of approximately 120 
lbs. of rope. The purchaser may order 
any assortment of sizes he desires. 

Each Handy Coil box has a cello- 
phane window, through which the 
merchandise is displayed without 
soiling the rope. Coils are securely 
lashed, so that the dealer may remove 
them for counter display if desired. A 
list of suggested uses is printed on a 
tag attached to each coil. 





Crescent Tool Resumes 
Carpenter's Pincer Line 


Crescent Tool Company, James- 
town, New York, has resumed the 
manufacture of its Crescent No. 282 
carpenter’s pincer, similar in ap- 
pearance to the tool sold under the 
name of “S. & H. Co.” before the 
war, but new in performance and 
quality. The 282 now carries the 
name Crescent. 





While known as a carpenter’s cut- 
ting pincer, it has general utility 
value to many artisans who are not 
carpenters, it was anounced. Its 
sharp edges are said to cut close to 
flat surfaces, while the button cut- 
ter near the rivet will do other 
types of cutting. Additional utility is 















RED 
JACKET 


Presents ts Mew 
JET PUMP LINE OF 
WATER SYSTEMS 
FOR HOME AND 
FARM 








CENTRI-JET “H" 
Single Stage Pumps 






CENTRI-JET "A" 
Multi-Stage Pumps 


FOR ALL WELLS 


Now you can sell one line of 
pumps and water systems that wil! 
satisfy the demands of every pros- 
pect. These new jets, plus the 
Submerga-Pump and Red Jacket's 
other fine water pumps, offer you 
the most complete line for home 
and farm use, 

These new jet pumps have features 
of performance and convenience 
that instantly show their super- 
iority. They include 

Y% TO 1 H.P. @© HIGH CAPACITY 
@ HIGH PRESSURES @ INSTANT 
CONVERSION — Shallow to Deep 
Well @ PUMPING DEPTHS TO 


190 FEET. 
All shallow well models are self- 


priming. 











All deep well models are prime- 
maintaining. 


RED JACKET — REDA 
“Submerga-Pumps” 


The pump that is completely sub- 


merged at ali times — the pump 
you never hear — never lubricate 
Easy to install — requires a min- 


imum of piping. Your customers 
and prospects will marvel at this 
newest of water pumping equip- 
ment. For any wells 4” and larger. 
Sizes %, I'/% and 3 H.P. Pressures 
to 550 pounds. Pumping depths 
to 1200 feet. 


OTHER POPULAR 
RED JACKET PRODUCTS 
Shallow Well and Deep Well 
Reciprocating Pumps, Centrifugal Pumps, 
Cellar Drainers, Frost-Proof Hydrants, 
Hand and Windmill Pumps and 
Water Conditioning Equipment. 






Write us for complete cote- 
log ond prices ond the nome 
of your neorest Red Jacket 
Distributor. Address, Dept SH 


& 
RED JACKET 











RED JACKET MFG. CO. 


DAVENPORT, IOWA 
“The Choice That Makes Friends"' 
Since 1878 
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The leader among 
Hardware Retailers! 


Complete lines... Right prices... 
Quick turnover...Good profits... 






/ 
Write to your jobber 
for catalog and prices 
ro] am ce) 





it Jhis Automatic Parker 
Hack Saw Salesman 


to work for you, 
withoul a penny’ cost! 


Cut your Parker Hack Saw selling job in half with this 
Automatic Parker Salesman — sturdy, compact, eye-catching 
It's a salesman that won't cost you a penny! Display Parker's 
four leading, popular Hack Saws — the H-80, H-60, H-40 and 
H-30, squarely in front of your customers. This outstanding 
collection of quality Hack Saws will be your most profitable 
sales builder 





*The popular H-20 is included in this assortment 


THE SPECIAL AUTOMATIC SALESMAN ASSORTMENT to meet your customer's demands for a low priced 








CONSISTS OF hock saw frame. H-100 may be substituted for H-80 
if Butcher type sow is preferred. 
each H-20 Please send us the name of your jobber if he does 
each H-30 not stock this assortment. 
each H-40 > 
each H-60 | i I. |G 
a (FTF 
each H-80 Fry the arker 
WITH EACH ASSORTMENT WE SUPPLY WITHOUT CHARGE PARKER MANUFACTURING CO. 
ONE PARKER HACK SAW SALESMAN COUNTER DISPLAY WORCESTER 1, MASS., U. $. Ae 
BOARD — Value $1.02 ————————— eee 


Jeff A. Hedden Company, Atlanta, Ga 
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SELL MORE 
CHISELS with 


NEW! wall or counter merchandiser 


Here it is—the new, attractive merch- 
andiser to sell more imported Gensco 
Swedish wood chisels for you. Stands 
19"tall, 14° wide, with base for counter 
or wire for wall hanging. Holds com- 
plete set of cleven chisels from |," to 


2” size 


FREE with the purchase of only 16 


chisels. (1 set of 11 plus 1 additional 
of 44", 2", %", 1°. 142” sizes.) 


Dealer's Cost for the Deal: 
Chisels with Plastic Handles $22.57 
$20.10 


higher west of Rockies) 


NEW PROTECTIVE 
PLASTIC COATING 


Chisels with Birch Handles 


(Slightly 





Gensco chisel blades are covered with 
oil impregnated plastic coating— 
Keeps finish bright and edges sharp 
until sold. Plastic strips off when ready 
for use 


(Order from your jobber or order direct and 
give us your jobber's name) 


The GENSCO Swedish Line Includes: 
BUSHMAN 
Bow Saws «¢ Hand Saws 


Pruning Saws 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE, CO., INC 


1806 North Kostner Avenue, Chicago 39, Illinois 
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provided by a tack claw at the end 
of one handle and a _ screwdriver 
point on the other, it was pointed 
out. 

The tool is made of special steel, 
accurate machining and _ careful 
hardening, the manufacturer an- 
nounced. Finish consists of polished 


jaws and parkerized handles. Sizes 
available are 6-inch, 8-inch, 10- 
inch, with respective weights of 


6-2/3 oz., 13-1/3 oz., 18-2/3 oz. 

Champ-Items Offers New 
Device to Trap Minnows . 
6191 Maple 


Champ-Items, Inc., 


Ave., St. Louis 14, Missouri, is now 
offering the new Mo-Mees Minno- 


Mason, a device to trap minnows 
adaptable to the stream being fished. 
The Minno-Mason is made of dur- 
able polystyrene plastic and metal 
designed to fit all mason jars. 











The unit has a specially designed 
tube that creates perfect circulation 
on the inside of the mason jar, it is 
claimed. Two small crackers prop- 
erly crushed result in a good supply 


of minnows within a few minutes. 
The Minno-Mason is merely pointed 
down-stream, and the anchor pegs 


hold it firmly in place. 


Slaymaker Offers Jobbers 
Revolving Display Table . 

Slaymaker Lock Co., Lancaster, 
Penn., is offering jobbers who are 
exhibiting in the various winter and 


early spring hardware shows an 
electrically driven revolving table 
with a diameter of 30 inches, dis- 


playing two miniature show cases of 
SM-7 padlock assortments. 





The SM-7 assortment, first offered 
to the trade last June, will be one 
feature of Slaymaker’s special Na- 
tional Hardware Week promotion 
Embodying a new idea in padlock 
merchandising, the SM-7 features 
polished cast padlocks in a 
blue velour, miniature jewel case 
All open stock is individually boxed 
striped boxes 


brass 


in candy 








MILLIONS 





laugh and play with 


SouTH BEND Croquet! | 
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The one 


family can play 





game the whole 


Inexpensive 


10 models meet every family 


requirement 


Satisfies increased interest in 


family recreation 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn 
Midwest—South Bend Toy Mfg., So. Bend, Ind 
So. Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 

San Francisco, Calif 
Denver & Pac. N. W.-Leo Scherrer, 2840 W. 

94rd St., Seattle 7, Was 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


Cognit 


AMERICA’S FAMILY GAME : 
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No. 55 25¢ Retail 


Compact 142” wrought steel 
le padiock. Ribbed, reinforced 
case. Master-perfected lever 
security. Codminm rustproofed. 








Sturdy 1%” padiock. Ribbed, 
powerfully riveted case of hard- 
wrought steel. Modern lever 
security. Cadmium rustproofed. 





Pin-tumbler security. Finest brass 
cylinder and locking lever. Heavy 
1%” hard-wrought steel case. 
Cadmium rustproofed. 


Master Jock Company, Milwaukee, Wis. + 7 
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| 
i 
i. t 
Rugged 2” laminated steel pad- : 
; lock. Finest brass cylinder, pir- 4 
tumbler security. Heavy brass Jj 
locking lever. Cadmium rust- f 
proofed, : 
see eeaee eee ee ee ee eee ee 










Husky 1%” laminated steel 
padiock. Modern multi-spring 
warded locking mechanism. i 
Cadmium rustproofed. + 

‘ 


Master PADLOCKS 
| gee ~~ HARDWARE WEEK 





\. 75¢ Retail 
Compact 1X," laminated steel 
padiock. Pin tumbler security, 
brass cylinder and locking lever. 
Cadmium rustproofed. 


No. 3 $1.00 Retail 
Strong 11%” laminated steel 
padiock. Solid brass cylinder 
and locking lever. Pin-tumbler 
security. Cadmium rustproofed. 





$1.25 Retail 


Finest brass cylinder, pin- 
tumbler security. Heavy brass 
locking lever. Powerful 1%” 
laminated steel case. 
















35¢ Retail 
Popular 1%” laminated 
steel padlock. Modern 
warded security. Cadmium 
rustproofed. 


45¢ Retail 


Compact laminated steel pad- 
lock. Strong warded security. 


t 2. No. 3 
he (_| Doz. No. 105 
; 7 


Brass locking lever. Cadmium 1 
rustproofed. 13,” case. ‘ 


—oess aw 
"xx —cit¥ 
= Make Sales Faster 


J with Master 
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Temeo Announces New culator group is made up of four 


Cireu-Ray Gas Heaters models having 15,000, 20,000, 30,000 
and 40,000 BTU capacities. 

Tennessee Enamel Manufacturing Clean, modern styling is said to be 

Company, Nashville 9, Tenn. an- the theme of the new line. A family 

nounces its new line of Circu-Ray  yesemblance is maintained by mak- 

gas heaters, with new cabinet styling jing use of a corrugated front treat- 

and design throughout. ment on all models. Pyrex glass 


serves as a_ protective transparent 
shield in the front opening of all 
heaters. A new side injection cast 
iron burner provides the efficient 
heat, and all units are finished in 
Lifetime porcelain, it was announced 








Harloe Builders Hardware old rolled high-finish steel with in 
Features Tubular Lateh . terlocking, matched halves for posi- 
tive alignment of knob shaft bear- 
Harloc Products Corp., New ings. Case and working parts ar 
Haven, Conn., has announced an en- cadmium plated for lifetime protec- 
tirely new line of precision built tion against rust or corrosion. A 
builders hardware, centered around double interlocking face plate is Sa 
a new type of precision built tubular to assure perfect alignment al 
latch. simplify trim finish. Bolt is of ex- 
New lock sets for exterior and in- truded solid brass and precision 
terior doors are of two styles: Hamp- machined. Strike is solid brass, and 
ton, furnished with wrought brass all working parts are complete! 
knobs; and Lynwood, which com- sealed from shavings and dirt. 
bines a distinctive forged solid brass Included in the line is the new 
The new vented Circu-Ray group entrance handle. Both styles com- Barloc, a completely reversible push 
includes 45,000 and 60,000 BTU bine the Harloc double _ spring button lock set with fully automati 
radiant models and five vented cir- tubular latch with a fine quality 5- operation. It locks by pressing a 
culators ranging in size from 12,000 pin tubular forged brass cylinder push button bar, and unlocks auto- 
to 60,000 BTU units. The unvented lock under a single excutcheon, with matically by turn of the inside knob 
heaters consist of two _ radiant a single bolt latch or slight depression of the latch 
models, 20,000 and 28,000 BTU re- The basic Harloc latch is made in bolt. Push button bar can be inserte: 
spectively, while the unvented cir- double and single spring. The case is in either side of the latch 











—— 


— 


Whatever your Washer needs may be, 
we can fill them! For more than 25 
years we have been faithfully serving 


the hardware trade. 


Our Washers are Master Products. 





Flat, clean cut, hand sorted—no scrap, | 
no slugs, no miscuts. 


U.S.S. WASHERS « S.A. FE. WASHERS 
RIVETING BURRS « SQUARE WASHERS 
EXPANSION PLUGS * MACHINERY BUSHING 
AIRCRAFT WASHERS « DISCS 
LIGHT STEEL WASHERS * COPPER WASHERS 


t 





i BRASS WASHERS ¢ ALUMINUM WASHERS wilbus 
STAINLESS STEEL WASHERS ° Etc. - 

and over 12,000 sets of tools for special washers + 

CHE 

R. F. BI 

L. J. FL 

DUCTS co . 

Cleveland 5, Ohio => 

i oa a =>. 
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by GRIFFIN 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware 

quality produced by 

g Griffin. 


if 


B Sucry DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE +» PENNSYLVANIA 


REPRESENTATIVES 
45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 
9344 Woodward Avenue, Detroit, Michigan 
11S Broad Street, Boston, Massachusetts 
703 Market Street, San Francisco 3, Cal 
917 St. Charles Avenue, Atlanta, Georgia 









Ses 


§ S. ALDER COMPANY 
s 


AUSTIN & EDDY, INC 
CHARLES L. LEWIS 


; H. FARRAR 308'/, North Harwood, Dallas, Texas 
F. BEVERS 4524 East 60th Street, Seattle, Washington 
\. J. FULLER, JR 785 North President Street, Jackson 6, Mississippi 


HARVEY D. RUSH & SONS 4638 Mill Creek, Kansas City, Missouri 
IN CANADA 


MANNING |. SHORE—MERCHANDISE SALES OF CANADA 


1S Wellwood Avenue, Toronto, Ontario 


2 


| wa 
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“BETTER MEASURE with 


NEW [UFKIN Me URALL 


and Wizarp JR. TAPE-RULES 


with CHROME-CLAD BLADES 





EASY TO READ , 
MARKINGS \ 
THAT ARE DURABLE 


UFKIN “ 











In barel n nth. the new Chir 
Clad I Ve md / \s featured in sales pro 
ecl lay Rules are Sr Ail witl ducing ads now appear 
hardware dealers all over the countt ne to more than 
Newest of all Tape-Rules the 10,000,000 readers in the 
ire certain to build customet atis Roto Sections of Leading 
faction with their casy-to-read am Sunday Newspaper 
durable C/ me-Cla Finish Industrial lrade Papers 
ind certain to boost lLape-Ruls ind other Consumer 
Olume with their outstanding at Publ n 
of selling features 











CHECK THESE OUTSTANDING FEATURES: 


I—Exclusive Lu 
2— Black larkings stand out sharply against « 
background und thes re DURABLE 

3— Rust and corrosion resistant 

4—\\ ill not crack, chip, or pec 

5—Scll-a 
over measuring 

6— Replaceable blades 

7 —Smoot! 

8—Impro 


tive red and white 


n Chrome-Clad finish blades 


hrome whit« 


usting hook permits accurate butt-end and hook 


manual blade operation 


ed heavily plated case inset side plate in attrac 


Start placing your orders AT ONCE. Cash in on the big 
supporting advertising program in effect RIGHT NOW! Order 
through your jobber, simply specify 


C-926 Chrome-Clad MEZURALL 6-ft. List, each $1.75 
C-928 Chrome-Clad MEZURALL 8-ft. List, each 1.95 
C-1686 Chrome-Clad WIZARD, JR. 6-ft. List, each 1.35 
C-1688 Chrome-Clad WIZARD, JR. 8-ft. List, each 1.60 


Descriptive 3-color mailing pieces available on request 


Sell [UF KIN 


THE LUFKIN RULE CO. 
SAGINAW, MICH. + NEW YORKCITY . 


TAPES - 


RULES 
PRECISION TOOLS 


\ 


BARRIE, ONTARIO 
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STEEL TELLS THE STORY! 


If there’s one tool where stee! spells the 
difference between satisfaction and strong 
language .. . that tool is a Bow Saw. That's 
why generations of men who knew, looked 
for the world famous “Fish & Hook” Trade 
Mark on the Bow Saws they bought. In this 
respect times haven't changed, because there 
is only one Sandvik Swedish Charcoal Steel 
quality . .. the finest! That means a keener 
edge, faster cutting, longer lasting, and less 
sharpening. Naturally, such blade superiority 
deserves the best jn frames, and it gets just 
that in Sandvik Bow Saws. In the Model #8, 


ef - ee. Be 
™ 
ree? 


sawevls 
waraanted Bes 






qriesorae 
meeens & unl 
Ne. 129 


wm sTeet 





1 swans! 







designed for heavy bucking, the frame is of 
seamless Swedish Steel tubing for extra 
strength and light weight. It is equipped with 
@ tension lever for easy blade insertion, and 
Sandvik’s patented ring blade fastener. 
There's a Sandvik Bow Saw to meet every 
customer's requirements. The “Fish & Hook” 
trade mark is his assurance .. . and yours 


. . of true Bow Saw value. 





SANDVIK 
SAW & TOOL CORPORATION 


47 WARREN ST. NEW YORK 7, WN. Y. 








FOR A REAL 


‘A e “ yer \“ y “\" NAS UA AS | 
* > 


He 10. 






em 
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FOOT WHITE CHIEF 


That extra length your 
customers want! 120 inches of accurate, more useful 


measuring convenience ... 
resistant, wear-resistant, 


jet black markings on an acid- 
snow white blade. Recognized 


é Carlson quality throughout with the new swing-tip and 
famous Carlson 10-second blade change. 


P.S. For Hardware Week, 


it can’t be beat... watch for 


your special promotion packet in the mail. 


CARLSON 


CARLSON & SULLIVAN, INC. 


MONROVIA, 


Blade produced under Pat. No. 2089209 
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New Swing-A-Way Package 
For Kitchen Appliances . . 


A new package and a new method 
of packing kitchen apliances has 
been introduced by the Swing-A- 
Way Manufacturing Co., 4100 Beck 
St., St. Louis, Missouri, makers of 
can openers, knife sharpeners, 
ice crushers for the home. 


and 





Elmer Dvorak, general sales man- 
ager, describes the new package as 
a metal and fiber container dressed 
in the familiar four-color, blue and 
silver design. 

Every Swing-A-Way can opener, 
knife sharpener and ice crusher, as 
well as the metal and fiber package 


into which it goes, is completely 
sanitized by exposure to a battery of 
G-E germicidal lamps and _ im- 
mediately sealed. Then, the con 


tainer can not be reopened until it 
enters the home of the consumer 
The package is labeled, “Sanitary- 
Sealed in this package.” 





Horton Announces Four 
Bristol Glass Rods ... 


Bristol, 
new 


Horton Manufacturing Co., 
Conn., has announced four 
Bristol glass rods. 

New features of the No. 86 Lexon, 
a solid fiber glass bait casting rod, 
are said to include the “chuck-type” 
aluminum die cast handle with 
water-resistant and long wearing 
molded grip and anodized aluminum 
forward grasp, which serves to firm- 
ly attach blade to handle; white 
tenite adapter; red Nylon winding, 
and a list price of $12.50. 

Bristol’s No. 43 is a tubular fiber 
glass trolling rod, 6’4” in length, de- 
signed to withstand the effects of salt 
water and to be serviceable for fresh 
water trolling, has wooden butt (21- 
inch) and double grip handle 
finished in walnut stain, and chrom- 
ium plated reel seat with Bristol 
patented “tite-locking” reel band 
This rod lists at $25. 

Bristol’s No. 48 tubular fiber 
bait casting rod, which comes in 
414, 5, and 5% foot lengths, lists at 
$16.50 and is said to also have 
water resistant qualities and 
usual strength. 


glass: 


salt 
un- 
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SPRING 


PROFITS 





ORDER 


“ALUMALOY” 


ALUMINUM ALLOY 


SCREEN DOOR 
BRACES NOW! 


Alumaloy Screen Door Braces are 
profit pushers for spring and sum- 
mer — they'll sell because they ore 
rugged, won’t rust or corrode, and 
ore priced right. Retail at 20c 
uncarded, 25¢c mounted on _ indi- 
vidual display cards. A superior, 
all-aluminum brace that is com- 
petitively priced. 42” long, alum- 
inum turnbuckle, 5/32” threaded 
special hard alloy aluminum wire 
rods. Order now to have your stock 
ready for spring. See your distribu- 
tor or write us todoy for further 
information. 


THESE TURNBUCK 


MAKERS, TOO — IS YOUR STOCK COMPLETE? 


Wrought nut EYE Bolts 
— Maximum Strength — 
Bright Zinc Plated. 
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PACKED 3 
WAYS: 1 dozen 
per box with 
screws. 1 dozen 
per box, carded, 
° with screws. 72 
e in shipping carton. 


ITEMS ARE PROFIT 


Turnbuckles — “Alumo- 
loy” Bodies—-Steel Hooks 
and Eyes 





1950 


Win Big 1950 Sales With These Versatile 


Bristol 


CONNECTICUT 








BristTot, 







Also 
Makers Of 
Bristol Golf Clubs 


- Telescopic Rods - Reels - Nylon 
Bait Casting Lines 


“All-Purpose” 


a 





“All-Purpose” Multiple Action 
Reel No. 63—$4.00 (including tax) 


This inexpensive, but sturdily-con- 


structed reel is designed especially for 
Bristol Telescopic Rods. It is as versa- 
tile for all types of fishing as are the 
rods themselves. Its spool holds ade- 
quate lengths of line either for bait or 
fly casting. 


Nylon Bait 
Casting 
Line 

100 Yds. 
15 Ib. 
test— $2.60 







\ Bristol-quality, core-deep, water- 
proofed line made of duPont Nylon. 
Durable in either salt or fresh water. 
Available in jet black, or light green. 


LEFT—Hexagonal Telescopic 
Rod No. 3 — $7.50 (including tax) 
This handsome telescopic aristocrat 

. 4 joints ... 9 feet in length . . . fea- 
tures an adjustable (patented) joint 
lock which locks the joints at any de- 
sired rod-length while keeping the 
guides in perfect alignment. 


RIGHT— Round Telescopic 
Rod No. 15—$4.00 (including tax) 
This “big-value’’ and widely popular 
telescopic rod .. . 3 joints . . . 842 feet in 
length .. . has a particularly wide ap- 
peal for still fishing. 





No. 15 


No.3 
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Camillus to Feature counter or wall. Dimensions are 


12 Leading Numbers 12 x 15% inches. The prismatic sign 
is removable, so that panel can be 


Camillus Cutlery Co., Camillus, used in the Camillus display and 
N. Y., is featuring a new display of stock cabinet, already in use among 
its 12 leading knives in its spring, dealers. 

1950, pocket knife merchandising Knives are mounted on panel at 
program. The display panel, of the factory. A choice of three dif- 
bleached oak topped, at the left, with ferent mounting assortments is 
a colorful 3-dimensional, prismatic offered. No charge is made for the 
sign, is distributed through Camillus display, other than the dealer’s pur- 
jobbers, chase price of the mounted assort- 

Panel is equipped with heavy ment, it was announced 

easel and is suitable for window, a 


Special Yankee Offer 
National Hardware Week 


North Brothers Manufacturing Co., 
Philadelphia, Penn., has announced 
a special retail price of 79 cents for 
the Yankee No. 3400 Offset Ratchet ~~ 
screw driver during National Hard- 
ware Week. Six of the drivers are 
furnished in the regular colorful Burpee Markets Non-Skid 
counter merchandiser. A removable Ladder-Steol Combination 
band across the top of the merchan- 
diser gives the special price. Burpee Can Sealer Co., Barringtor 

Dealers will be furnished a one- Ill., has introduced a new, non-skid 
column newspaper mat on request to combination step-ladder and kitcher ‘ 








advertise the Yankee special in local stool, priced to retail for less than 
papers. $5.00. 

The No. 3400 Offset driver is a Constructed of rigid welded steel 
pocket-size tool, yet it is said to seat throughout, the ladder weighs only 
a No. 14 screw easily. It has two 10 pounds. It is finished in alumi- 
blades, 44 and *%% inch tip diameter, num, with a colorful red seat top. A 
positive ratchet action, and is handy special rung on the back of the lad- 
for close-quarter work. der converts it into a handy kitchen 


uameoea | F IT LER 


SERVES THE SOUTH 
° 


A ROPE FOR EVERY NEED 














No. 120 Dazey 
Super Juicer 


SS 
THE DAZEY “‘OPN-SEAL”... righ 
IN DAZEY KITCHEN-TESTED COLORS ()~ 







~~” 





_— ~ Removes all screw-type jar lids and 
eS a bottle cops, all vacuum sealed caps 
“4 = and lids—quickly, easily ... without Tr 
No. 150 Dazey damage to cap and container, or \ 
Crackit / 


injury to hands. Also ideal for sealing av 


ee ee No. 810 Doxey | ~@ Manila Rope @ Sisal Rope 


For greoter profits feature Dazey  Blend-R-Mix 


Kitchen Helps in Dazey kitchen-tested oom fe Lariat Rope a Fishing Rope 





colors. All wall- type units fit the famous 


No. 80 Dozey Dazey wall bracket, making easy the a “— 
Deluxe Con Opener cole of other Dazey units. Ask your | s Transmission Rope 
QS regular jobber about Dazeys, or write i ; 
(i - ) today for literature and prices IN For 146 years the South has been a consistent 
—~\%>)) arty corporation « st. Louis 7, missouri a user of FITLER ROPE. Look for the blue and 
No. 900 Darey oe. toe Bacev yellow colored yarn registered trade mark in all 


Sharpit—(Knife and 


Scissors Sharpener) 
Se Sure 


Form a DAZEY@® CHAIN of Kitchen 
Products « CAN OPENER « KNIFE 
SHARPENER © JUICER « ICE CRUSHER 
BLEND-R-MIX » NUT CRACKER 
FAMOUS DAZEY CHURNS 


Fitler Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 
Philadelphia 24, Pa. 
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t will do a great 
attention on your dis 
Nailers. Easy to use 
nant-nail in the nail 


job of focusing 
play of Cheney 
, [¥st insert pen- 
holding device of 
Nailers, as shown 








pon Cheney Nail Holding Hammers now 
get your displa 
‘ ji Y Pennant supp! 
- if you would like to use this new an 
ant in displaying your present stock 


of Cheney Nailer : 
Ss, 
Pennants. write us for your 





HENRY CHENEY HAMMER 


CORPORATION 
LITTLE FALLS, NEW YORK 













Sales 
JOUN H. GRAHAM 
Co., INC. 


105 Duane Sereet, 
New York 6 N.Y 


SANFORD BROTHERS 
a 
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ATLAS wicks ore pre- 
ferred by more dealers 
in America than any 
other brand. They are 
the choice of customers 
everywhere because of 
their superior quolity 
and dependable service. 














GLASWIK The leader in rep- 
vtation and distribution. The 
original spun glass wick and 
the only wick that is free of 
wire. Outlasts several ordinary 









wicks. 






FLAMEMASTER America’s 
leading asbestos wick. Woven 
of wire reinforced high grade 


asbestos yarn. 















BESWIK A woven asbestos’ 
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able service. Economical in 
price but equal in quality to 
other wicks. Attractive display 
cartons make a favorable im- 
pression on customers. 
















THRIF-T An economical woven 






asbestos wick designed for dura- 
ble service at minimum cost. Of ° 
j 
4 







special interest to the “price” 
market. 





TOP NOTCH Perfectly woven of 
highest quality cotton fitted into a 
metal carrier. Fits Perfection, Mil- 
ler, Savoil and other cook stoves 
and room heaters. A good “‘re- 
peoter.”’ 










FASTHEAT “Accordion fold’ 
construction makes FASTHEAT a 
universal wick .. . fits any stand- 
ard range burner. It is a fast 
seller and strong repeater. 













COMPLETE 
DESCRIPTIVE 

LITERATURE 
ON REQUEST. 
WRITE DEPT. 













c 











ASBESTOS 
COMPANY 


NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
S35. 9.5. 5.8 SS SANA 
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stool, as well as re-inforcing it for 
added sturdiness and safety. 

The skid-proof feature is said to 
be entirely new. Wide, rubber, re- 
placeable pads have been set into 
the feet of the ladder. Each leg is 
also flared slightly at the bottom to 
provide a firm, flat grip on slippery 
floors. 





Clemson Offers Hack Saw 
Value for Hardware Week 


Clemson Brothers, Inc., Middle- 
town, N. Y., has announced a $3.82 
hack saw value for $2.98 during 
National Hardware Week. The dis- 
play-packed “Star Special” includes 
one Star No. 20 cam-action hack saw 
frame, complete with one Star Moly- 
flex unbreakable high speed steel 
blade; three Star unbreakable special 
flexible standard steel blades; and a 
wall chart giving tips on hack saw 
use and care. 

The entire unit is packed in a 
colorful metal-edge box, banded 
with a sleeve that mounts on top to 
form an effective window or counter 
display unit. When mounted, the 
sleeve can carry a supply of the 
company’s “Metal Cutting” booklets, 
free 28-page handbook on hand and 
power hack saw practices. 

The three unbreakable blades are 
mounted on the company’s No. 45 
display card, so that dealers who end 


National Hardware Week with ex- 
cess stock of the deal can sell the 
3-blade card separately at the regu- 
lar retail price, 





Retailer’s cost for the complete 
unit is $2.25 each, through distribu- 
tors. 





Eagle Publishes New 
Product Catalog .. 


Eagle Manufacturing Co., Wells- 
burg, West Virginia, has completed 
a new general catalog which includes 
its complete line of oilers, both 
spring bottom and pump types, gas- 
oline and oil cans, and other lubri- 
cating devices. 

The new Eagle catalog shows the 
various Eagle products in full col- 
ors. Pages are attractively arranged 
to inform the reader quickly of the 


features and advantages of each 
page. 

Included are the most recent adii- 
tions to the Eagel line, such as the 
new Eaglet pump oiler, the Super 
Oiler, and the new Flexo Spout 
Filler Can. Copies of the catalog are 
available from Eagle Manufacturing 


Co. 





New Coleman Gas-Fired 
Foreed Air Furnace .. 


A new gas-fired forced air fur- 
nace for use with its pre-engineered 
Blend-Air system of home heating is 
announced by The Coleman Co., Inc., 
of Wichita, Kansas. 

Designated as Model 82B, the new 
furnace has an input rating of 95,000 
BTU’s per hour, and an output of 
75,000 BTU’s per hour. Air delivery 
rate, when used with a conventional 
duct system, is 930 cubic feet per 
minute at .25 inches water gauge. 
When used with Coleman Blend- 
Air, the blower is adjusted .to de- 
liver 615 cubic feet per minute 
through the furnace with an equal 
volume recirculated by blending, for 
a total circulation of more than 
1,200 CFM’s 

The furnace is compactly styled 
and finished for use in recreation or 
utility rooms, well as in 


as base- 
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Join MYERS in waking up the water softener 
market! Build up sales leadership and year ‘round 
profits with this new MYERS-Elgin line! It’s com- 
plete in every detail, to bring all the many benefits 
of soft water into any home. New MYERS-Elgin 
Water Softeners are simplest to regenerate—supply 
44% more soft water per regeneration. And they’re 
backed by a merchandising program that can’t miss. 
Make us prove it! Write for details today. 


10 packages of a single size 
to the “E”’ carton. 


Each package is a complete 
sales unit. 


Contains one set of lacing, hinge and 
gauge pins for 12” of belting width. 


Five popular sizes—Nos. 15, 20, 25, 27, 35. C 


uk wn = 


Eliminates breaking of standard boxes. 
“JUST A 


HAMMER 


APPLY a 
iT” j Se 
— \ 


Order Cartons From Your Jobber 
Ask for Bulletin A-60 


FLEXIBLE STEEL LACING COMPANY 
4643 Lexington Street, Chicago 44, Illinois 


THE F. E. MYERS & BRO. CO. 
Dept. $-55, Ashland, Ohio 


TO 
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Coburn can supply you with a full 
line of hardware for doors which slide, fold or 
raise overhead. Long-lasting, smooth-operating 
Coburn Hardware is made for straight-sliding, 
sliding-folding, around-the-corner and round 
house doors. We supply: 

Enclosed Track - Brackets - Hangers - Handles - Guide 
Rolls - Guides - Stops - Binders - Chafe Strips - Hinges 


Sliding-Folding Door Hardware #412 Hardware Sets 
—For two doors closing an opening not over 
8 ft. wide. #412 sets can be used for doors which 
fold inside the buildings as well as those folding 
outside the building. 

Coburn #500 Swing-Over Garage Door Hardware Set 
— High in quality yet low in cost, this set is adapt- 
able to practically all types of garages; requires 
little headroom; does not interfere with passage- 





way or floor space. For new or remodelling jobs. 
For complete information send today for Catalog 
#200. Engineering help, without obligation. 


COBURN PRODUCTS DEPARTMENT 


THE COLORADO FUEL AND IRON CORP. (722 1] 
WICKWIRE SPENCER STEEL DIVISION | 

2 
ge ata got ng og Guan a | S 
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@ Moderately priced 





@ Weather resistant 
@ Light and strong 
@ Reasonably priced 


@ For general farm use 


MAGNOLIA 


Packed in individval burlap ond 
poper wrapped tubes. Ideol for well 
rope Send for free sample 





MALLISON WEBBING 


Packed in Cut Bonds stitched for immediote 
vse or in 100 ft. roils. Send for free somple 


Write for additional literature and sales helps on com- 
plete Puritan line which includes Puritan, Regal, Kendole 


Southgate and Magnolia Sash Cord 


ECO VE yi MILL SRANCH MILL 
_x 
ws aaa ATHENS, GEORGIA 


eee eee 


( 400/Svi4gg 





PURITAN CORDAGE MILLS, Inc. (Manufacturers) ° Louisville 6, Kentucky 
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ments. The unit requires only five Propeller Action Lure or digging in; adjustable wheel 
square feet of floor space. Finish is Introduced by Hornet height, which enables the mowe1 
tan baked enamel. ‘ easily cut tall grass or weeds, small 
Hornet, Inc., Elyria, Ohio, is now bushes or fine lawns 
marketing a new type lure in which Engine is model 1950, 2-cycle, 2% 
the whole bait, hook included, is hp. Power-Pak, with automatic 
spun with unusual flash and speed governor and throttle control. The 


by propeller action. The unit is made unit has chassis of lightweight, one- 
in various sizes, ranges in retail piece aluminum alloy casting and 





price from 75 cents to $1.75. claims new maneuverability and 
In its display material and ad- ease of operation; four 8-inch ball 
vertising, Hornet is offering a money- pearing wheels with puncture proof 
back guarantee if the lure does not semi-pneumatic tires; cuts a 20-inch ' 
| catch more fish than any other lure qgwath at adjustable cutting height | 
under the same time and plare con- of 1%, 2% or 314 inches; operates 
ditions. either forward or backward. 


The lure is made of hard brass 
with bright nickel finish and with 
white, black, red, yellow or green as 
trim. It is used for both fresh and 
salt water. 





Moore-Handley Introduces 
1950 Power Lawn Mower 


Moore-Handley Hardware Co., 
Inc., Birmingham, Ala., is introduc- 
Features include the Coleman ing its new and improved rotary 
Even-Flo blower unit, Blu-Arch power lawn mower, latest item to 
burner, and a filter frame which can carry the “America’s Best” trade- 
be installed on either side or in the mark. 
bottom of the furnace. The furnace The mower is said to boast many 
also includes a large radiation new sales features, such as adjust- 
chamber. able Saf-T-Ring, which is visible The mower has a suggested retail 
Overall dimensions are: height, under chassis of mower and which price of $99.95 and is packed it 
6234 inches; depth, 30 inches; width, acts as 360-degree blade guard and banded cardboard shipping carton 
24 inches. prevents blade from “scalping” lawn Weight is 52 pounds. 





















. GITS 
{ Original Slide-Blade 


_ KNIFE 
~ DISPLAY 





Famous Gits Slide-Blade Knife — perfect handy- 
knife for pocket or purse — for home, school 
office or tool kit. Now available in dozen lots 
mounted on an eye-appealing display for counter 
wall or wire. A traffic stopper that stimulates 
impulse buying! 





WRIGHT Galvanized Wire Strand on 6!/2" steel spools. 


A product of many uses—guy wire for radio and tele- 


vision antennae and many other installations where a 
strong brace wire is needed—emergency repairs, bind- QUALITY FOR A PRICE 
ing and strapping, temporary enclosures — electric * Razor Steel Blade — Very Sharp 


fences, clothesline. 


Opens Easily With One Hand 
Locks Safely in 5 Positions 
Durable Plastic Handle 
Eye-appealing Lustrous Colors 


Here's a merchandising 
Sigae & unit that does a real 
selling job all year long 
WIRE <e) You'll find it pays to Molde _- 
. * . keep plenty of them on w HUROM H.. CUCASS 44, HS 


hand! Order NOW from Manufacturers of the famous GITS 


WORCESTER+ MASS. your jobber or direct. Provect-O- Shields, Switch’ Plates, Ei 


CANADIAN DISTRIBUTOR: Myer Bald, Lid, 69 York St., Toronto 


Southern Representatives: 

E. L. HORNIBROOK, D. C. HORNIBROOK 
Box 176, Avondale Estates, Ga. 
LAWRENCE J. BALDWIN & SON 

306 Carondelet Bide. New Orleans 12, La. 
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ONLY GLADDING HAS 
THE AWARD OF MERIT 






NEW PLASTIC CASE— now 
comes with Gladding’s 
Invincible, Dauntless, Blue 
Ribbon. Has sliding lids. 
Perfect for hooks, sinkers, 
spinners, leaders, etc. 


COUNTER DISPLAY! Two 
boxes, each holding 50 yds., open 
on hinges to make beautiful dis- 
play. Can be snapped apart and 
sold separately . . . or can be 
folded into space-saving, self- 
locking, double-deck display. 


Use This Exclusive Symbol of 
Dependability to Step Up Sales! 


Make the most of the powerful sales-clincher that 
Gladding offers you. The Award of Merit assures your 
customers that Gladding lines consistently meet the 
U.S. Testing Company’s rigid Standards for Excellence. 
And only Gladding has this Award of Merit. Cash in on 
it. Feature nationally-advertised, world-famous 
Gladdings as *“The Award of Merit Lines.”’ 


B. F. GLADDING AND CO., INC. 


SOUTH OTSELIC, NEW YORK 







@ Sliding lid opens easily, stays 





shut securely. Comes with every > 

Gladding tapered line. Available, 

it small extra cost, with Gladding 

level fly lines » 
SOUTHERN HARDWARE for APRIL, 1950 











FREE...THESE SMART 


mat 
BOKER 


— a a ~~ FOR OVER A <a 
DISPLAY CASES 
Silent Salesmen that pile up 


PROFITS 


blond-birch 
sell the 





EST. 1837 















Theyre handsome counter-cases 


famous 


that will stop store traffic . . . 
BOKER line on sight. 





Aes the Deal! 


Shear and Scissor Display Case — stocked with 
10 fast selling items — % doz. of each —a total 
of 60 profit makers, 


Pocket Knife 


comes stocked with 6 each of 


Display Case — 
12 pocket knives of your own 


selection — 72 items that will 


move out fast. 


n, Onder 
sa 7044” 


See Your 
Jobber! 


H. BOKER & CO., INC. 





Quality for over a Century 


101 Duane Street New York 7, N. Y. 





137 











*« WINDPROOF 
LIGHT 





* STREAMLINE 
DESIGN 


*« RUGGED 
BUILD 


SELL AIR PILOT 


——THE LANTERN THAT 
MAKES GOOD ON THE JOB 


For more AIR PILOT lantern facts, 
write 





EMBURY MANUFACTURING CO. 


290 Allen Street 


Warsaw, N. Y. 











i is rvish Wsowls 


——— 





“SUPREME FINISH” 
MEANS EXACTLY THAT 


The bowls are of choicest Wild Cherry 
and Hard Maple woods. They are sanded 
to satin smoothness, then finished with 
our exclusive "Supreme" process. The 
finish penetrates and becomes an inte- 
gral part of the wood. The beautiful 
grains and colors remain clear and nat- 
ural permanently. 

Fruits, garlic, onion, fish, alcohol do 
not injure—just wash like dishes and the 
bowls stay free from unwanted stains, 
tastes and odors. 

That's why they are the finest salad 


San Luco Introduces New 
Fiber Glass Casting Rod 


San Luco, Inc., 846 State St., San 
Diego, Cal., manufacturer of Tiger- 
glas rods, has announced*a new 5le- 
foot Tigerglas fresh water casting 


rod. 





The special hollow construction of 
this glass fiber rod is the result of 
much research, and _  weight-for- 
weight is stronger than the finest of 
steel fibers, it was announced. The 
baked-on-glass finish will not chip, 
scratch, set, warp or deteriorate 
under even the severest weather 
conditions, it is claimed; and _ its 
green color—originated by Tigerglas 
—is said to prevent the rays of the 
sun from reflecting off the rod and 
causing sun glare. 

The tip-action of the Tigerglas rod 
provides highest casting accuracy 
with least effort, it is claimed. All 
Tigerglas rods are equipped with 
foulproof guides, unless conventional 
guides are specified. These foulproof 
guides prevent the line from loop- 
ing around the guide, and give 
greater distance in casting, accord- 
ing to the manufacturer. 

Each Tigerglas rod comes in a 
durable carrying case that protects 
the rod and makes it easy to pack. 
Rods are available now. 





New K-C Hose Clamp 
Tightens with a Nut 


Blaisdell Manufacturing Co., Long 
Beach, Calif., is distributing a new, 
advanced type K-C hose clamp that 
tightens with a nut and from any 
angle with an end wrench, socket 
or speed wrench. It is of the wrap- 
around type which permits me- 
chanics to first install the hose and 
put the clamp on later, it was an- 
nounced. 

The clamp, designed to meet all 
Army and Navy specifications, with- 
stands pressures of 300 Ibs. psi. It 





Another Ta-pat-co 


Here's the Story: Year 
after year Ta-pat-co 
Stay-A-Floats have 
proved that selling 
"safety for children” 
means profit for dealers. 


Here's the product: Pat- 
ented child's Stay-A- 
Float filled with New 
Java Kapok. Can't leak, 
can't puncture. Sizes for 
children from 2 to 12 
years. Attractive prints 
or solid colors. Individ- 


ually boxed if desired. 


Here's the market: A 
record crop of over 


25. million children 






born since 1940. Mothers want to keep 


them SAFE. 


It pays to handle Ta-pat-co. Write us 
or see your jobber for details. 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 


ANADIAN BRANCH 


CHATHAM, ONTARIO 








>ramous 


poutTryY NETTING 


NAMES IN 
NETTING... 


, : U. S. HEXLOK— 


The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave 


S7 
al 


U. S. STRAITLOK— 


The Original 
Straight-Line 
Poultry Netting; 
Woven Like 
Farm Fence 


S7 
w 


U. S.4 IN 1— 


The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


Ss? 
nw 








bowls you can sell. Make sure now that 
your stock of bowls, spoons and forks is 
complete and well displayed. 


J. SHEPHERD PARRISH CO. 
205 West Wacker Drive Chicago 6, Ill. 


The World's Largest Manufacturer of 
Fine Wood Bowls 


i eeeeianelinineeomemmeememenneseeeecaenereeee ee 
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Available in either 
galvanized before 
or galvanized after 


weaving 


INDIANA 
STECL & WIRE CO 
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KLEIN 
PLIERS 











FOR MEN 
WHO 
DEMAND 


| highest 


NOW’S THE TIME FOR 


S 
N 
eS ATIO < eRe 
aT a io 
most _ — E 
OF LURE VE : 
ang E . ) 
— STRIK 
N T EE 
Strikee Minnow, a deadly killer for all 
g game fish, is jointed with a large deep MINNOW 


Black Leaf 40 is a safe, reliable, dependable insec- 
ticide, backed by many years of successful use as a | 
spray, dust, delouser, dip, drench and repellant. | 
Home gardeners, farmers, poultrymen, orchardists, | 

' 





vegetable growers, flower growers, and stockmen use 
this well-known product. 


. : Black Leaf 40 is nationally advertised in thousands 


of publications. It sells every month of the year, | 
| reducing your inventory by replacing numerous | 
| | seasonal, one-purpose items. It pays you to stock | 
Black Leaf 40. 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
RICHMOND, VA. + SAN FRANCISCO, CALIF. 




















Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 

Many inferior pliers cost as much 
or almost as much as Kleins. Your 
customers will appreciate the extra 
quality they receive in genuine Klein 
Pliers—the plus service these tools 
render. 

Klein Pliers are available in a 
wide range of sizes and types. Be 
sure you have a stock of these more 
popular styles on hand for your cus- 
tomers who appreciate the best. 














Distributed Through Jobbers 


running scoop for real-lite action; real- — peraits at $1.59, weighs % Foreign Distributor: 


istic tail and fins become soft, pliable, — oz, is 3% in long, comes 
minnow-like in water. Fish scales and in these 7 popular colors 


International Standard Electric Corp., 
New York 


other features are painted by hand. 
SM-80 SILVER SHINER 
FIVE POPULAR LURES SM-81 FROG SCALE 
There are five fish-killing lures by SM-82 BLACK & SILVER 
Naturalure for all types of angling, SCALE 
$M-83 GOLD SCALE 
SM-84 RED PERCH 


<< > 
The New Klein Catalog giving @ 
full information on the conplete = 
Klein line will be sent on re - 
quest KEW Togs 
| ie 


fresh or salt water. Free literature de- 

scribes Strikce Minnow, Strikee Floater, ones Ganme punts 
S ‘ cing Strikee. ‘ 

Lucky Strikee and King ikee $98.06 88D NEAD — 


momo WG LE EN 


It your jobber does not stock Natura- Lo 
INT AVENUE. CHICAGO 18 





lure bait or cannot supply data, write 
to us for details and include name and — fj, consumer ads 







will create a ©. 


address of jobber. We will ship direct ann Po 
to you with established 40% Dealer than ever for teed ag 

. . ° Naturalure — 
discount until jobber can supply you. 


104 E. COLORADO ST., Dept. H4 
PW RUlo-0 Ol 4 2-08 GE @ MME PASADENA |, CALIFORNIA 
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per box aré packagéd for dealers. 

Samples, new literature and full 
information are available from the 
manufacturer. 


HEREAFTER THIS BRAND 
Will Identify Our Products} 7 


LAE 4 


LANTERNS 


GIVE THOSE EXTRA 
HOURS for SPRING 
GARDENING— 


New Merchandising Stand 
For Campbell Chain .. . 


Campbell Chain Co., York, Penn., 
has developed a new merchandising 
stand to display and dispense the 
various types of chain handled by 
the hardware trade. Well-balanced 
and modern, the display fixture now 
is available to hardware and other 





It will signify and guarantee the 





























seal is said to be assured. 

The clamp is now available in 
seven sizes: from 1 to 24% inch. Two 
or more clamps of the same or dif- 


ferent I.D. hose diameters can be part of the rack. A chain cutter, COOPERA 
connected to handle the larger hose mounted on a conveniently located TION... 
sizes. hook, may also be secured. It is 12 seggene Beat omg Be 


and 21% inches deep. There is a 5- 
compartment bin at the top to hold 
accessories. 

A 3-foot measure is a permanent 





The K.C. hose clamp is packaged inches long and will cut chain, not Sporter 
25 of a size to a box, eight boxes hardened, to 14-inch diameter, it was Model - List 
to a carton. Assortments of 40 clamps pointed out. $35 00 
CUSTOMER 
SATISFACTION... 


Feeders 






A 





(3 gal.) 
No. 503 
BALANCED UNIT 
00-350 CHICKS 


a 





AUTOMATIC 


WATERING TROUGH 


1 No. 1560-G Gas Brooder 
or No, 750 Electric. 


6 No. 448 Chick 









fills until weight of water in trough releases 
latch and shuts off flow of water. Trough is 
46!” long. 42” drinking space on each side. 
Holds 10 quarts. Ideal for large broiler 
producer or small poultryman. 
See your OAKES jobber or write 
direct and ask for 1950 catalog. 


THE OAKES MFG. COMPANY 
Box 166-D TIPTON, INDIANA 








\ err 
~~ 









Silver Streak 
Model L 


$49.35 





Custom.-like 





Super-Grade 


Model - List, 
$56.5" 


game and target shooting, is quiet Operating, 


and can be used any where afely 


SEND FOR FREE CATALOG 


— —— 

SS AND PRICE LIST 
- Arc t 4 ette “ t 
> fe tic 


SHERIDAN PRODUCTS INC. 
250-D . RACINE, WISCONSIN 


SOUTHERN HARDWARE for APRIL, 1950 


outlets handling the Campbell line, 

the manufacturer announced. same full lengths, smooth manu- 
facture, full weight and certain 
customer satisfaction it always 
has before. 
Better chain, leaf rakes, clothes- 
line, and kindred products will 
carry it. 

ORDER TODAY! 
The same prompt service. 

WIRE PRODUCTS CO. | 
2715 NORTH 24TH ST. BIRMINGHAM, ALA. — 

E _R.E. DIETZ COMPANY P. ©. BOX 5355 N. BIRMINGHAM STATION | 
ELE NEW YORK 7 1840 Our 13th year of furnishing this product | 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY for the Wholesale Trade . 

is claimed to make a_ permanent SELL SHERIDAN 
connection, without the use of shellac 

or other compounds to insure leak- GENUINE PNEUMATIC RIFLES 

proof connections. Advance design The stand holds four rows of M 
of the split thread provides a push- reels; is finished in blue and yellow; FOR PROFIT ... F 

pull action; a perfect 360-degree 5334 inches high, 20!2 inches inside, . Ful Giecemts give eatleted cnitone 





| 6 No. 3942-W SS 
= Broiler Troughs for Ae 4 SHERIDAN AND ee low 
use after first 5 weeks. VER THE ENTIRE MARK 
With - Way Wate ‘alue mer 
1560- 5 . 2 % UV. Sheridan's complete line of pneumatic ritles 
3 No. 503 Waterers . : cTp 
ook’ Weight of water in trough con- offers a model tor every price bracket. This » 
trols valve. When lever is pushed greneet ostes eppcsmaigy seane pooner poets GU 
down, self-tripping latch is set and trough POSSESS. NAY SOSHGEe ss Seem tes see DIR 








AND 
ucts 








TIGERGLAS 


The finest idea in 






the Foot Valves for jet-type and ° 4 
ree high lift water pumps ever has it! ; 
vays developed. Rubber Poppet 

can’t leak. Saves its cost in 
hee, service many times over. 





») THE ACTION 


will Woiseless 
















CHECK VALVES seein the tip 4 
Ail-pesiton tine Check Valves ) THE POWER 
, with Rubber Poppets for cold water and 
with Monel metal Poppets for hot wa- eee in the butt 


ter, steam, air or gas. Ask for bulletin 
No. 203. 


Onder jrom Your Dobler ») THE PRICE 


TOW STRATAFLO PRODUCTS, INC. $ 
, FORT WAYNE 1, INDIANA Only ] 75 


| FASTER SALES — ” 
: MEAN [7 





Medium Ocean Rod F 62 








h want a The 
T > ho fish wé ‘ 
ae A that has live tip ORIGINAL 
fishing ro i He 

action, fighting power i ontien 
the butt, and a price they 

“an afford. Tigerglas | Bh onsises 
h ll three—4 perfect 

as a 


combination for big 
fast turnoy er. 


ass fiber 





glass fiber 


profits - - 
Coreless, gl 
nstruction for a 7 
depend: for every neec 
te 75 to $52.00 
Exclusive r $15 
s 


: tail 
is r€ 


te A complete line 
“A of fishing’ rods 
> nor 
longer, ™ 
able life--- 
forming proces> for 
enaranteed tip 
. Finest 





PRICED TO 
RETAIL FOR 


?; 0- 
LESS _ 
ss) 


| *\ 7 Airfoil shaped blade gives smooth 19” cut to fine 

, lowns with ease. The HOMKO Rotary Mower is the latest develop- 
| ment for cutting high grass and weeds. A maximum of SAFETY, 
) 





a 
action -- 
quality hardware 
for trouble-free 


fishing pleasure: 


STRENGTH, and LONG LIFE is obtained from the ALL STEEL 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. 


DEMAND DEPENDABLE HOMKO—TIRULY A QUALITY PRODUCT 


SAN LUCO, INC. 


846 STATE STREET, SAN DIEGO, CALIFORNIA 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


THE LEADER IN THE POWER AND HAND MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 
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Davis Power Mower 
/ / / Features New Low Price 
a G. W. Davis Corp., Richmond, In- 


diana, is offering its 50-50 power 


HERE’S YOUR mower to list at $79.95. 


ame 
NATIONAL HARDWARE iy 
WEEK SPECIAL \ 


NATIONAL HARDWARE WEEK 
Speial 






















The 18-inch mower features the 
new Davis Flex-A-Matic clutch, 
AN EAGLE RULE for every purse and claimed to be the simplest, safest 
purpose ... rules at 69c, 85c $1.00 and most foolproof clutch used on 
$1.25. 1/2 dozen Display Packaged 6 any mower; Briggs & Stratton or 
Eagle Folding Rules with choice of requ Clinton 1.1 h.p. engine; Hyatt auto- 


lar or inside markings. Order from your motive precision roller bearings; and 
; semi-pneumatic rubber tires. 


wholesaler who is featuring this Nationa The Flex-A-Matice clutch, with 
Hardware Week Specia!. Your cost only full safety release, is said to elimi- 
$11.50. nate need for a separate clutch-con- 








trol lever and is fully automatic. SEE YOUR JOBBER 


Safety release is manually con- HANSON SCALE CO. 


trolled, while clutch is controlled by 
525 N. ADA ST., CHICAGO 22, ILLINOIS 


throttle lever. No adjusting is re- 


quired, the manufacturer announced 
BUILD SALESMAN WANTED | | oa coee 
’ 


Calling on Hardware, Appliance, Seed and Im 
plement Dealers, to present new fast-selling elec- e A 5 | E R 
tric lawn mower Very low list price, above 
average discount to dealers, good commissions. 


Sells itself 






RULE MFG. CORP. 


NEW YORK 59. N.Y 


EAGLI 




































with the Soala Metal Products, Inc. with a 
| Red Level, Ala. America’s 
L AWN fastest- 
selling 








SWEEPER mest ce cream 





Salesman wanted, Leather palm |] 
work gloves, Sideline, Commission reLey yas 
basis, — to Wholesale Trade. seine tie 
































IMPROVES LAWN Tampa Glove Co. - 
APPEARANCE! P. O. Box 7037 MR. DEALER: This feature-packed 
Tampa 3, Fla. 2-quart Dolly Madison ELECTRIC 
ice cream freezer is the star of 1950. 
Operates with the contents of three 
ice cube trays! Show it and watch 
sales soar! Available also in 4-quart 
SAVES MANY and 6-quart sizes. Backed by modern 
merchandising helps for the dealer. | 
WAN-HOURS OF WORK FOR SALE Write for details. | 
STIMULATE SALES AND INCREASE PROFITS Subject to prior sale, we can offer : HUSKY HAND FREEZER “> 
with this new, faster way to clean “irl 85% Common Stock Stock America’s favor- 
lawns! rng takes & peed | ene : ite hand freezer. Qual- ad 
yut of lawn care an has gained eins J 
es Ns Ben “acceptance the country DEPENDABLE WHOLESALE HARDWARE COMPANY ity throughout, but f 
over! Constructed of all-steel with operating in Gulf Coast region of priced to sell on sight, \ 
heavy aves wae. ‘ — of a Homko aa ‘ gion ¢ with a generous deal- 
ee eh eae TRULY A @ Gross Sales in excess of $2,000, er profit. 2-, 4- and 
Write today and learn how you can QUALITY 45 Yee ; er 6-quart sizes. 
profit with HOMKO Lawn’ Equip- (MMAR $ £5 tears succeentul operation WY saor joblor con's supply, woie the fester 
e . sat 
ae ’ ; @ Possibilities unlimited 
ae” with O% De. enpeciiy e ill paanen reason for selling con ORDER NOW 
trol of company 
WESTERN TOOL & STAMPING CO. Address inquiries to: O. U. Wymer THE J. E. PORTER CORPORATION 
812 Rusk Avenue, Houston 2, Texas America’s Largest Manufacturers of Home 


2725 SECOND AVENUE, DES MOINES 13, IOWA 








Ice Cream Freezers —82 Years Old 
503-2 BROADWAY + OTTAWA, ILLINOIS 
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A TRIPLE-NEED of 
OME DECORATORS 


sin lively seasonal demand now 






ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST ST. LOUIS 6, MO. 








CCORITE 
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Why Not? 


SELL THE TACKS 
THE PROFESSIONALS USE 


@ VIKING CANVAS TACKS drive easier — hold 
better—no waste—every tack a good tack—and, 
of course, they are sterilized. 


@ VIKRO FINISH—corrosion and rust resistant—will 
not hurt the mouth— gives ultimate protection 
against spotting out or bleeding through wall- 


paper. 
@ MODERN ATTRACTIVE PACKAGES—easier to 


sell and easier to handle. 


ASK YOUR DISTRIBUTOR OR SPECIFY 


VIKING CANVAS TACKS 


GENEROUS SAMPLES ON REQUEST 


W. W. CROSS & CO., INC. 
JAFFREY, N. H. 








EASY SELLING 


HURRICANE 


Rotary Power Lawnmower 





NEW Low Price 
, NEW 1950 Model 
NEW Sales Features 


One look at this brand new 1950 HURRICANE 
practically closes the sale . . prospects 
turn into customers as if by magic! But 
it’s no wonder those mony mony 
HURRICANE sales features and that 
new low price for a big deluxe mower 
will make HURRICANE your best 
seller, too! 








If you do not have the Hurricane 
line now, send us the coupon be- 


low. By return mail, you'll re- 
ceive all the facts about this 
new, fast selling 1950 HURRI- 
CANE ACT NOW. 


MAIL THIS COUPON TODAY 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Department 8-3, 2722 Cherry Street 
Kansas City 8, Missouri 







Gentlemen: Send me, without obligation, all the facts about your 
new, low-priced 1950 HURRICANE Rotary Power Lawnmower. |! 
want more lawnmower profits! 











Company Name 






Address 






City 
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Stanley No. 118 Drill inch drill, priced to retail at $19.95. AC or DC, 60 cycles or less; 1106 

Small, compact and easy to handle, R.P.M.; aluminum die case housin; 

Introduced to Trade . it is said to be a time-saver for re- with durable satin finish and orang 

pair jobs in the home, on the farm, trim; Jacobs hex key chuck, whicl 

Stanley Electric Tools, New Brit- or in the hobby shop. can be tightened by hand and locked 

ain, Conn., announces the new Stan- Features include: 14 H.P. Universal with the use of hex key; net weight 
ley Handyman No. 018, one-quarter- motor, 115 volts operating on either’ three pounds. ; 
—- | 








7 
FOR FAST SALES 4)" $i eh | 


cq 


UC Te for Dollar 
a7 1ls ie for Feature 


LONE STAR “sc0:.” 


| 

| 

| 

| will give you more sales — 
( more profits! 
| 

| 

( 

| 









BOATERS 
AND _ 
CAMPERS 





The EAGLE Flexo-Spout Filler 
combines every feature desirable 
in a perfect outboard and inboard 
filler. A supply valve and air vent 
work automatically — open when 
spout is in position to pour, closed 

— when it is returned to holder. 2'/ 
Donanus wripeo stil and 5 gallon capacities. 


For Lone Star leads the field with America’s 


most complete line of aluminum boats. 
) 


a 









— 
Eagle's new MP-3 Utility Filler Can with 6 
the Eagle Lu-Mar all-purpose pump is ( 15 new and improved models including dinghys, 
ae pe ag cots oa = flat bottoms, semi-vees, and runabouts to give your 
economical, handy and conven- ( customers a model for every purse and purpose. 


ient. 3 and 5 gallon capacities. 

Fillers can be used for filling 
stoves and heaters in cottages 
and trailers. Also for power lawn 


( Backed with full scale national consumer advertising 
in outdoor maqazines. 


mowers and other equipment Cash in with Lone Star 
' 
using gasoline motors. WRITE TODAY 


5 4 ( Ws 
See your jobber or write oO 
EAGLE MANUFACTURING COMPANY ‘tone ~ ” STAR | +g 


Dept. SH 45 Wellsburg, West Virginia Box 997-H2, Grand Prairie, Texas 
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NOR-SURF 9-03 


BRAIDED NYLON & ’ 
&> SURF or ‘ Re Mur) ‘ : 


Deas nna LINE * 





7 

& 
~ * -_ a 

Take advantage of customer preference with 
NOR-SURF! Packaged 6 50-yard connected 
spools 24, 27, 36. 45, 54, 63, 72 Ib. tests 
Permanent sand color This coreless, soft- 
braided Nylon Line has no objectionable stretch 


long life! Also on tubes of 400, 500, and 
1000 yards same Tests and quality! 


MORWICH. LINE COMPANY, INC. 


Champion NORWICH, WN. Y. 








PUMP LEATHERS LEATHE ERS. 


An Adams Cup for every pumping purpose. From the shallow to 


the deepest wells. Selected hides, especially tanned and processed 
to suit each exact requirement. Any size hole at no extra cost. 
Special attention to odd size cups. 


ALSO MANUFACTURING A COMPLETE LINE OF 
KAYO, TIP-TOP and ADAMS 
Steel hand tools, cold chisels, punches, etc. 
Ask your jobber or write 


Cc. F. ADAMS, Inc. 


Dept. H 420 So. Lake S#. Fort Worth, Texas 














* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN _=< ) 








s - 
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